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No Competition from Mail Order Houses 


For 36 years we have made “quality” tools... 
and during this entire period we have distributed 
BEAVER PIPE TOOLS through ethical 


Su pply Houses only. 


Your customers cannot secure BEAVER PIPE 
TOOLS from mail order houses; cut rate stores; 


DTU’s; buying agencies; etc. 


BEAVER PIPE ITQDLS 


700 MILLS AVE. The Quality Line—Since 1900 WARREN, OHIO 
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The tremendous sales momentum behind the Yarway 
Impulse Steam Trap has placed it out in front with the 
leaders in one short year. 

And this sweeping popularity is pyramiding, daily, as 
more and more users are finding out that this better trap 
actually costs less to buy than other types usually cost to 
repair. 


Now comes the most active trap season of the year— 
time for the annual round-up of trap ailments — with 
Plant Operators sick and tired of trying to make old and 
worn-out steam traps stagger through another season. 


What an opportunity for you to clean up with Yarway 
in every plant on your list. To sell in competition with 
the whole field on its point-by-point superiority. To 
make this trap—that has grown into a major profit item 
in nearly 100 leading mill supply houses—one of the 
biggest, soundest, most reliable sales producers in your 
business. 


But you must act now! 


Y THOUSANDS! 


A new, even more powerful Yarway advertising program 
addressed to a half million trap users has begun this 
month with two-page color spreads in leading publications. 


This kind of advertising, timed for this ripe market, on 
a product that has already proven itself a sensational 
success in service—must produce results. 


Will you be ready? 


If you now carry Yarway Impulse Traps, we suggest that 
you plan immediately to tie in with this program and 
place your restocking orders at once for at least 50% 
more than the normal stock you have been carrying, to 
take care of this peak sales season. 


If you would like to carry the Yarway line, write at once. 
Yours may be one of the few remaining territories 
still open. 
YARNALL-WARING COMPANY 
Mermaid Place, Philadelphia 


IMPULSE STEAM TRAP 
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The K&M Line is complete: 





These are the advantages K&M 
offers you .. . Asbestos and Magnesia Products 
that are sold only through established channels 
of distribution . .. sold right, priced right. Hav- 


ing pioneered for more than 60 years in the 


Asbestos Gaskets and Packings 

Asbestos Pipe Insulation in sections 
Asbestos Insulation in sheets and blocks 
Asbestos Insulating Cements 


“Featherweight” 85% Magnesia 
development of insulations and packings, K & M Pipe Insulation, Blocks and Lagging 


offers a complete line... specialized for every Refractory Cements, dry and plastic 


requirement . . . recognized leader of the field. _— Asbestos Paper and Mill Board 
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SMOOTHING AND FINISHING metal surface 
for painting with a Van Dorn Sander. Van Dorn 
Sanders have larger, more powerful motors with 
grit-proof commutator compartment, bearings and 
switch. Four models, for all production and mainte- 
nance requirements. 

































SAUCER TYPE 
GRINDING WHEEL (ey 
used with Van Dorn Zé 

Sander for flat-surface 
grinding of welds, cast- 
ing ridges, etc. Van 
Dorn Sanders also 
drive abrasive discs, 
cup grinding wheels, 
wire - brush wheels, 
planer heads, rubbing 
and polishing pads, etc. 


aN Practicatty every plant you call on has dozens 

N of applications for Portable Grinders and Sanders. And 
when you handle the Van Dorn line you can supply a 
Sander or Grinder which will exactly suit the tool-buyer’s 
requirements as to power, performance and price. Here 
are a few of their many cost-cutting uses: 





Van Dorn Sanders and attachments are used for finishing 
all types of metal and wood surfaces, such as auto bodies, 
furniture, cabinets, tanks, etc.—for removing paint, rust 
and scale—for surfacing tile, stone, etc.—for smoothing 
welds, casting ridges, rough metal surfaces—for gouging 
and planing wood beams, timbers, concrete forms, etc.— 
for rubbing down new lacquer—for buffing and polishing 
metal and other surfaces. 


Applications for Van Dorn Grinders and attachments in- 
clude: snagging and grinding castings—grinding and cut- 
ting off rivets, bolts, pins, studs—grinding metal surfaces 
when fitting castings—smoothing welds—spark-testing 
steel rods and billets—removing rust, paint and scale— 
polishing nickel, copper, brass surfaces—rotary filing of 
steel, aluminum, brass and steel castings—and many other 
production and maintenance uses. 


Push the new Van Dorn Sanders and Grinders | They 
are helping Van Dorn Jobbers everywhere get a big share 
of the new tool business. Write for details. The Van Dorn 
Electric Tool Co., 717 Joppa Road, Towson, Maryland 


TIE UP WITH 


PORTABLE GRINDER used for snagging a casting—one of 
its many cost-cutting applications in production and mainte- 
nance work. Van Dorn Grinders are powered with heavy duty 
motors to stand hardest use. Completely dust and grit-proof. 
4”, 5” and 6” models. 


FOR STEADY PROFITS 
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The following 
magazines carry 
the Yale message 

to industry: 


Business Week 

Factory Management & 
Maintenance 

Mill & Factory 

Food Industries 

Steel Magazine 

Iron Age 

Modern Machine Shop 

Railway Purchases & 
Stores 

Pacific Factory 

Engineering & Mining Jl. 

Coal Age 

Marine News 

Oil & Gas Journal 

Oil Weekly 

Cotton Magazine 

Textile World 

Telephony 

Telephone Engineer 

National Provisioner 

Ceramic Industry 

American Machinist 

Electrical Contracting 

Electrical World 











YALE — 
Advertisin g 


IS YOUR ADVERTISING 


The thousands of YALE messages that 
are delivered to industrial buyers each 
month—by means of our advertising in 
leading magazines and powerful mailing 
pieces—are designed to help YOU sell 
YALE Products by .. . 


1. Emphasizing the quality and 
dependability of YALE Chain 
Hoists. 


. Establishing the swift, economi- 
cal and efficient service of YALE 
Distributors in supplying this 
equipment to industry. 


Our advertising, therefore, is likewise 
YOUR advertising. It is an important 
factor in the policy of complete distribu- 
tor cooperation which YALE has always 
maintained. 

















HE YALE & TOWNE MANUFACTURING COMPANY 
HILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 
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t atigue Resisting 
RYaA 


LEXIBILITY: Long belt life is assured by the even tension of 
Clipper Belt Lacing Hooks, the complete flexibility of the joint, 
and flexibility in conforming to the crown of the pulley. 


A 


INGER Protection: Clipper Hooks are carded by the safest 

method known—no exposed points to snag fingers while han- 
dling. When the card has served its purpose it is easily removed. 
There is no paper left between the belt and the jaws of the machine 
to prevent the hooks from being embedded into the belt flush 
with its surfaces. 


ATIGUE Resisting Steel: Clipper Hooks are made from the 
finest materials obtainable for this purpose. 


It pays to stock a full line of Clipper Carded Belt Hooks, Clipper 
Belt Lacers, Clipper Belt Cutters, Clipper Rawhide Pins and Clip- 
per Special Pins. 


CLIPPER BELT LACER COMPANY «+ Grand Rapids, Michigan, U. S. A. 


Zise,.|6=6f ORS aces EQUIPMENT 
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Preforming individual strands 
completely relieves tendency of 
a rope to rotate as it Passes over 
ja sheave. Thus one movement 
causing fatigue is, eliminated 

ope life is therefore greatly 
increased by preforming when 
bending is the principal 
Westructive force. Pre- 
forming, however, adds 
to cost and does not 
increase resistance of rope 
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to external abrasion. The extent 
to which abrasion and fatigue 
are factors in a particular use 
must be known in order to 
determine the economy possi- 
bilities of using preformed 
rope, We will give you the 








ratio if you cell us your use of 
wire rope. Writing today may 
reduce your rope costs. 


WICKWIRE SPENCER STEEL 
COMPANY , General Offices: 41 East 
42nd Street, New York. Sales Offices 
aad Warchouses: Worcester, 
New York, Chicago, Buffalo, 
San Francisco, Los Angeles; Export 
Sales Dept.: New York. 
WICK WIRE SPENCER 
SALES CORPORA 
TION, New York, 
Chatcanooga, Tulsa, 
Portland, Seattle. 
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@ Right in your own territory there 
are plenty of plants which have conveyors 
of one type or another. Many of these 
conveyors are charging the manufacturers 
“extra fare.” Because power costs, bearing 
failures, and belt replacements mount rap- 
idly when lubrication is inefficient. 


Every conveyor is a vital link in the pro- 
duction chain. Correct lubrication of every 
conveyor bearing is essential to low-cost pro- 
duction. Such lubrication must be accurate 
—and Alemite metered application meets 
that requirement. It must be ap A 
and Alemite equipment forces the lubricant 
over the entire bearing surface under ade- 
quate pressure. 


You have an important story to tell every 
conveyor user. For Alemite equipment can 


Alemite Dot Fittings are rug- 


4 \ ~s 


This Alemite Flush Type — 
Fitting is ideal where lack of 
clearance probibits the use of 


gedly built for bard serv- : 
ice on machinery. ( 
& ‘ protruding fit- 
See tings. 
is 
Far , 


be used on every type of conveyor—mono- 
rail, screw, bucket, chain, platform, trough- 
ing roll, flight, apron, or gravity! And when 
you sell Alemite equipment for a conveyor, 
there’s nothing to stop you from selling it 
for the rest of the machinery in that same 
plant. Almost invariably Alemite can be 
made to serve as an entering wedge for 
many other kinds of mill supplies. 


Every manufacturer is interested in cutting 
conveyor operating costs and increasing 
material-handling efficiency. And Alemite 
will do both! Learn right now how easy 
it is to sell Alemite for conveyors. 


ALEMITE—a Div. of Stewart-Warner Corporation 
1886 Diversey Parkway Chicago, Illinois 


Stewart-Warner-Alemite Corporation of Canada, Ltd., 
Belleville, Ontario, Canada 


Alemite Hydraulic Fittings 
are ideally suited to most 
industrial requirements. 


<— Alemite Button Head Fit- 
§ tings are also widely used on 
beavy-duty conveyors. 





ENJOY 
HORACE HEIDT AND HIS 
ALEMITE BRIGADIERS ON 


MONDAYS AT 7 P.M., EASTERN 
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IT IS BETTER TO USE A SEPARATE SET 
OF DIES FOR EACH SIZE PIPE-BECAUSE— 


each set of dies can be ground with the proper cutting angle and the proper clearance to insure easier 
operation and smoother, accurate threads and longer die life. 


“TOLEDO” makes both types of tools—those using a single set for threading several sizes, and those 
using a separate set for threading each size pipe, but we recommend after thirty years experience, when 
ease of operation, low cost per thread and smooth accurate threads even under severe operating con- 
ditions are desired, those tools utilizing a separate set of dies for each size pipe. 


The “TOLEDO” No. IBR, illustrated above, uses a separate set of dies for each size—2” dies are 
High Speed Steel. No bushings are required. The new type pipe holder with the broad faced chuck 
jaws, indexed guide posts, and large wing-head thumb screws will enable the operator to accurately cen- 
ter the tool quickly. 


When you desire to recommend to your trade the utmost in pipe 
tools recommend that they specify a genuine “TOLEDO” trade- 
marked tool. 


No. 1BR COMPLETE 1” TO 2” $15.00 


(SUBJECT TO LIBERAL DISTRIBUTORS DISCOUNT) 





THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 
“TOLEDO 
THE STANDARD LINE OF PIPE TOOLS 
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“TWO BITS” A DAY! 


® The Governing Board of the Industrial Sup- 
ply Research Bureau, acting immediately upon 
the resolution unanimously approved by dele- 
gates to the Atlantic City convention, met in 
Cincinnati, June 22, appointed an aggressive 
advertising advisory committee consisting of 
three advertising executives, whipped a bud- 
get with practically no unproductive overhead 
into shape, and is ready to go to the industry 
with something to sell. 

What they have to offer is a bargain—a 
trade paper advertising campaign to your cus- 
tomers and prospects pointing out the advan- 
* tages in purchasing all of their industrial sup- 
plies and equipment from distributors, at a 
cost to each participating distributor and 
manufacturer of less than 25 cents per day! 

Cooperative effort makes it possible to em- 
ploy a competent advertising agency to pre- 
pare interest-compelling copy. It makes it 
feasible to purchase space in nationally ac- 
cepted business papers, something which no 
distributor could swing alone. It makes avail- 
able to every participating distributor reprints 
and sales ammunition, the cost of which would 
amount to hundreds of dollars if undertaken 
individually. 

The Research Bureau, which has struggled 
along during one of the country’s worst busi- 
ness depressions, is ready to produce real re- 
sults for every distributor. Its officials, who, 
by the way, serve their industry without com- 
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JAMES A. CHANNON 
Editer 


pensation, have learned valuable lessons from 
that depression. In the expenditure of funds 
for anything but sales-producing advertising, 
their attitude is “Scotch” in the extreme. In 
their enthusiasm for the possibilities of coop- 
erative promotion of the value of the dis- 
tributor, the sky is the limit. 

But one thing is necessary to put this sound 
industry-promotion scheme into operation— 
the support of the distributors of industrial 
supplies. All manufacturers have given tan- 
gible evidence that they are more than ready 
to help the cause along if only it can be shown 
that the distributors, as an industry, are mili- 
tantly anxious to “tell the world” that it 
should buy its supplies from them. 

Subscriptions are limited to members of the 
National Supply and Machinery Distributors’ 
Association, Southern Supply and Machinery 
Distributors’ Association and American Sup- 
ply and Machinery Manufacturers’ Associa- 
tion. If you are not a member of one of these 
groups, join. You will find the small invest- 
ment worthwhile. If you are a member, re- 
turn the Research Bureau subscription agree- 
ment, now in your hands, immediately. 

Regardless of your affiliations, don’t let 
other distributors “carry the load” in promot- 
ing “your” industry. After all, one new cus- 
tomer secured through a “big-league” adver- 
tising campaign to industry will more than 
return your “two-bits” a day investment. 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 


ee 
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* Before Republic Mechanical Rubber 
Products can reach the consumer market 
they must deposit a profit in the bank ac- 
counts of Mill Supply Distributors. 


The old-time objections to this middle- 
man’s profit have changed to a realization 
that it makes possible one of the most vital 
services to industry. 


Republic championed this service, not 
only as a great economy but as a neces- 
sity to industry. We have insisted that man- 
ufacturers should encourage distributors— 
not compete with them. 


Knowing our attitude toward distribu- 
tors, you can be certain that Republic will 
be glad to back your mechanical rubber 
sales with the most helpful support and 
cooperation. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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ALABAMA ELEVEN VOTES 
FOR UNDERWOOD 


HE spellbinding platitudes of the nation’s poli- 
ticians are ringing in everyone’s ears these 


days. 


Four people on whom we called last month 


were intent only on listening to the claims and de- 
nunciations rumbling from portable office radios. 
There’s nothing much we can do about purchasing 
agents who are engrossed in this pastime but a 
word of warning to salesmen seems in order. Re- 
member, there may be a few people who feel that 
business will go on no matter who is elected and 
that these people will appreciate your “peddling 


your papers” and getting out. 


A long-winded dis- 


cussion on the merits or demerits of the various 
candidates is interesting but it won’t help much to 
close that big order you are working on. 





@A very interesting analysis, 
issued last month by the National 
Supply and Machinery Distribu- 
tors’ Association reveals the neces- 
sity for careful thought on the part 
of distributors before they push 
profit margins too high. The state- 
ments of twelve concerns which 
showed a loss for the year 1935 
indicated a gross profit on sales of 
23.86%. On the other hand, the 
gross margin for 63 concerns which 
operated at a profit for the year, 
averaged only 22.22%. Offhand, it 
may appear that the latter firms 
were more efficient and were thus 
able to “stay in the black” despite 
the smaller margin. However, 
since these figures are expressed 


entirely in percentages of total 
sales, isn’t it possible that the 
losing concerns have pushed prices 
to a point where they are losing 
sales to others, with the result that 
their fixed expenses rapidly eat up 
the profit? 


@While only those distributors 
located on or near the seacoasts 
have suffered heavily from steel 
imports as yet. it was pointed out 
at the recent meeting of the Ameri- 
can Steel Warehouse Association in 
Chicago that inroads may soon be 
expected in inland markets. W. A. 
Irvin, president, United States 
Steel Corporation, stressed the 
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growing menace of this foreign in- 
vasion in an address delivered late 
in May in New York, when he 
pointed out that American mills, 
with 49% of the world’s steel 
capacity, secured but 359% of the 
world’s business in 1935. Clearly 
it is the job of every salesman sell- 
ing steel products to point out to 
customers the _ superiority of 
American-made products and the 
necessity for patronizing home in- 
dustries if business is to continue 
its improvement. 


@ Almost without exception, the 
readers of MILL SUPPLIES are 
drivers of automobiles. Cars have 
increased the efficiency of distribu- 
tors’ salesmen many times over, but 
it is well to stop and think every 
so often that you can’t sell goods 
if you are laid up in the hospital. 
A little more care, a slightly lower 
speed, will get you there almost as 
fast and with a great deal higher 
degree of certainty. 


@ In discussing the work of the In- 
dustrial Supply Research Bureau 
and the forthcoming September 
issue of MILL SUPPLIES with a 
manufacturer, a very important 
point was brought forcibly to our 
attention. He said, “Your maga- 
zine and the Research Bureau have 
done and are doing a fine job of 
telling industry about the value of 
the distributor, but is the distribu- 
tor ready to back up your claims 
for him—does he carry the stock, 
does he render the service?” It 
will do no good to convince in- 
dustrial buyers that they should 
carry no supply stocks and rely on 
their distributor’s stock if the 
latter is nonexistent or too small. 
It will do more harm than good to 
convince industry that they can 
rely on service in emergencies if 
such service is not forthcoming. 
Let’s take stock of ourselves to 
make sure that we offer what we 
claim. 


@ We had a very pleasant task this 
month—changing the Sales Indica- 
tor chart to include percentages 
over 100. Since its inception, this 
feature of MILL SUPPLIES has 
hung below the normal but May 
sales broke the ice. A continuation 
of the present rate of business 
will make 1936 a successful year 
for both executives and salesmen. 
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How to arouse interest; what 
sales points to use; who to see 
—in all a dozen or more usable 
ideas for building volume in a 
field where opportunities are 


unusually good today. 


How We Sell 





Before demonstrating the product, be 
sure you have created in the prospect’s 
mind the desire to know more about 
it, says Mr. Sparks (shown at the left). 
This buyer (below) is anxious to ex- 
amine the tool resting on the portfolio, 
but the salesman is working him up 
to the proper psychological point be- 
fore offering it to him for inspection. 





Portable Electric Tools 


By A. J. SPARKS 


Sales Manager, F. Raniville Company, Grand Rapids, Michigan 


UCCESS in selling portable 
S electric tools depends upon 
three equally important factors: 
(1) acquiring a line for distribu- 
tion that measures up to the high- 
est competitive standards of quality 
and performance, and is made by 
a manufacturer who has the right 
kind of a sales policy and provides 
adequate sales cooperation; (2) 
careful selection of major and 
minor markets, with systematic, 
aggressive follow-through, and (3) 
organized sales presentation. 

First of all let me say a little 
about the third factor to emphasize 
its significance, not only in selling 
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portable electric tools, but almost 
any line handled by the distributor 
which requires real sales effort. 
The average distributor’s sales- 
man has many lines to sell and 
many prospects to call upon, and 
the average purchasing agent or 
plant official is very busy, so it be- 
hooves the salesman to have his 
talk well planned before his inter- 
view begins. I wonder if all of us 
realize that the industrial supply 
salesman, in most instances, spends 
only two hours a day-—ten hours a 
week—actually selling to his cus- 
tomers in the field. The remainder 
of his time is taken up in traveling 
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between calls, waiting in lobbies 
and reception rooms, and so on. 

He must make every minute of 
his actual sales contacts count! It 
does no good when he has left a 
prospect to remember that he 
should have told him this or that, 
that he should have put over his 
sales points in a different way. The 
call is over. The deed is done. He 
can only escape such remorse by 
getting himself organized before 
the call begins. 

Orderly sales presentation of an 
electric tool for instance involves, 
first, the proper introduction. Then 
comes the creation of a desire for 
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the tool, on the part of the pros- 
pect, or, at least, a wish to know 
something more about it, because 
of the advantages he will gain 
from owning it. Once this desire 
has been aroused, we are in a po- 
sition to present effectively the 
quality of our tool, the demonstra- 
tion of why this is the one to fill 
the desire created. Finally, we 
back up all our other arguments 
with evidence of the prestige of 
the manufacturer of the tool and 
the supply house offering it for 
sale, together with emphasis upon 
the service we are equipped to 
provide. 

But more of this later. 

Getting back to the first point 
brought out in this discussion, be- 
fore embarking on a real effort to 
sell portable electric tools, we made 
sure we had the right line. We 
were convinced of its completeness 
and the absolutely fine quality of 


















stration. 


Because it may prove tactless, 


Sparks does not advise selling tactics 
on workmen. Encourage opportunities 
for them to sell themselves by actual 
use of the tool and by answering 
questions. 


After you have shown how a port- 
able electric nut setter, for 
stance, will benefit the buyer and his 
plant, the best way to prove your tool 
is the right tool is by actual demon- 


every item in it. We learned to 
our complete satisfaction that the 
manufacturer is one who keeps 
abreast of the time, who is always 
working toward new developments. 
We found his sales policy suited to 
a “T.” His sales promotion efforts 
have been effective, as we had been 
told they would be. We were 
promised sales cooperation, and we 
have received it, notably through 
the help of the district representa- 
tive of this company, who is not 
only invaluable to us in the educa- 
tion of our salesmen, but a very 
definite help to us in the actual so- 
lution of difficult problems in the 
field and in “cracking tough nuts” 
among our prospects. There, in 
brief, is our answer to requisite 
number one. We feel certain we 


have the right line. 

In discussing point number two, 
I think it advisable to mention 
briefly our sales set-up. 


In addi- 


in- 


Mr. 
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tion to our very complete, highly 
developed supply distributing or- 
ganization, the F. Raniville Com- 
pany interests are also identified 
with the manufacture and distri- 
bution of every type of belting, 
from the smallest. to the largest, 
for transmission of power, elevat- 
ing, and conveying. While our 
regular supply salesmen handle 
these lines in our supply distribu- 
tion territory, we have a special 
sales staff representing us on them 
nationally. 


How Our Men Specialize 


The bulk of our supply business 
is confined to Grand Rapids and a 
radius of about 50 miles. Hence, 
our territory being quite confined, 
each of our men can cover a speci- 
fied area with all our major lines, 
and, at the same time, specialize on 
certain lines throughout the entire 
territory. Thus, two of our sales- 
men are specialists on leather, cot- 
ton, and composition belting; one is 
a specialist on mechanical rubber 
goods; two more specialize on power 
transmission equipment—one of 
them on group drive and the other 
on short center drives—and so on. 
And two of our salesmen are spe- 
cialists on portable electric tools! 

Practically every manufacturing 
plant is a prospect for some port- 
able electric tools. This goes, like- 
wise, for machine shops, foundries, 
garages, even office buildings, hos- 
pitals, hotels, and institutions of 


various kinds. 
pect list on portable electric tools is 
broken down into two classifica- 


However, our pros- 


tions: 
users. 

There is also another breakdown, 
namely, prospects who have use for 
portable electric tools in production 
and those who can employ them 
only in maintenance work. There 
must be no confusion here, however. 
Plants which use electric tools only 
for maintenance purposes are not 
necessarily small quantity users. 
Some such plants can effectively 
employ a much larger battery of 
tools than smaller plants that use 
only a few tools in their production 
work. Do not forget, either, that 
every plant which uses electric tools 
for production purposes also uses 
them, or should use them, for main- 
tenance work. 

I am not going into a discussion 
here on the exact markets for port- 
able electric tools. I do not believe 
it is necessary. Your manufacturer 
can easily point out to you the 
various uses for the tools he makes 
and the kinds of plants, shops, and 
so on, that should be prospects. It 
is then up to each distributor and 
his sales staff to ferret out the pros- 
pects in his own community through 
study, observation, inquiries and 
other methods. Furthermore, pros- 
pects vary in each district accord- 
ing to the nature of the manufac- 


quantity users and small 


turing activities in that territory. 

As I have stated previously, each 
of our salesmen has a territory to 
cover with our major lines. In do- 
ing so, he naturally is coming in 
constant contact with portable elec- 
tric tool prospects. All of our men 
can sell electric drills, but we feel 
that when it comes to screw drivers, 
nut setters, tappers, and so on, one 
of our specialists is best equipped 
to do the proper sales job. But 
every salesman keeps his eyes open 
for prospects and when help is 
needed, he calls for one of the spe- 
cialty men or the manufacturer’s 
representative, if he is available. 

Following-up Mailings 

At the same time, our specialists 
on portable electric tools at frequent 
intervals leave their own sectors 
to call on electric tool prospects 
throughout our territory, the larger 
prospects naturally receiving more 
calls than the smaller ones. At 
times, our manufacturer’s sales pro- 
motion literature is sent to our list 
of definite prospects, with our im- 
print on it. The manufacturer 
takes care of the mailing. Then our 
specialists follow the mailing with a 
very definite sales drive on all who 
have received the literature. This 


combination effort has proved es- 
pecially effective with us in the in- 
troduction of new tools brought out 
by our manufacturer. 





Sometimes the prospective buyer of an electric drill wants the motor and 
other electrical equipment examined, and that’s where the plant electrician 
comes in. He is the man to be considered in many of your sales calls. 


48 


MILL SUPPLIES @ JULY 1936 





Before getting into a more de- 
tailed discussion of, our ideas on and 
methods of sales presentation, let’s 
consider briefly the subject of edu- 
eating salesmen on electric tools. I 
am very doubtful, generally, about 
the wisdom or value of doubling up 
on a customer. I don’t believe the 
average buyer or plant man likes to 
have two men come in to sell him a 
line, unless the double call has been 
arranged for in advance for a spe- 
cial purpose. If our regular sales- 
man can’t handle a particular situa- 
tion himself, I think it is much bet- 
ter to arrange with the prospect to 
have one of our specialists or the 
manufacturer’s man go out and see 
him alone. 

However, when we are taking on 
a new line, or when a new item has 
been brought out by one of our 
manufacturers, a few calls with the 
manufacturer’s man are very edu- 
cational for our salesmen. We have 
found this to be true with our elec- 
tric tool line. Out in the field, our 
salesman sees the manufacturer’s 
man actually selling. He observes 
how the latter presents his story. 
He hears him answer questions. He 
watches how he handles real prob- 
lems, not imaginary ones. 


Using Manufacturer’s Men 


It’s something like learning to 
play golf under a professional. Of 
course, you can learn something 
about how to handle your clubs 
through regular instruction, but 
when you actually play a round of 
golf with the professional you learn 
a lot more. He coaches you in actual 
situations, checks you when you are 
selecting the wrong club, advises 
you how to play shots, calls your at- 
tention to mistakes you have made. 
While our missionary man is not 
actually coaching our men in this 
way when he makes a call with them, 
they have a good chance to see just 
how he conducts himself “under 
fire.” 

But, since I don’t believe in too 
much of this “doubling-up” type of 
sales education, and it must be sup- 
plemented by other efforts, I per- 
sonally favor actual demonstrations 
in selling by the manufacturer’s 
man before our sales staff, one of 
our own men acting the rdle of the 
buyer. This is much more effective 
than “speeches” by the manufac- 
turer’s man to the assembled force. 

(Continued on page 76) 
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Striking window displays, set up with the cooperation 
of manufacturers, are often tied up to special sales 


promotion and selling efforts. 


GOOD DISPLAY 











ATTRACTS NEW TRADE 


NEW service counter and dis- 

play room, “will call” de- 
partment and attractive window 
displays are enabling the H. Chan- 
non Company to give its customers 
much better service than in the 
past, attract new trade to the 
store and, in general, take full ad- 
vantage of the company’s location 
at the busy corner of Randolph 
street and Wacker Drive in down- 
town Chicago. 

In the past it has been necessary 
for customers desiring to make 
purchases over the counter or 
“pick-ups” to visit sometimes two 
or three floors to procure goods 
from various departments. Now 
the main portion of the first floor 
has been attractively and con- 
veniently fitted up to render this 
kind of service in one place. For 
the further convenience of cus- 
tomers, a door has been opened 
from the Randolph street side. 

This large room has a long 
service counter, backed by handy 
shelving, in the compartments of 
which is kept a sufficient stock of 
representative items to render im- 
mediate service. These stocks are 
replenished daily. In addition, 
there are show cases for the dis- 
play of fine machinists’ tools and 


display racks for other goods. One 
of each of many larger items are on 
display on the floor, and, when the 
customer makes his selection, the 
item is sent down to him im- 
mediately from another floor. 
Where transactions—either over- 
the-counter or pick-ups—are for 
cash, payment can be completed 
without leaving the room. A 
separate counter is provided for 
service on pick-ups. 

This effective change has been 

(Continued on page 74) 


Sheet cork with stainless steel 
molding provides an attractive 
backing for the window dis- 
plays. Standard fixtures are 
used and generally the win- 
dows are changed each 30 days. 





Customers for counter purchases or 
“pick-ups” receive prompt service in 
the new “store within a store.” On 
the floor is a stock of representative 
items and one of larger items. 
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These Forms 


Increased Our 


PROFITS on 


Major Lines 


Here are forms which show quickly which cus- 


tomers are buying each line and which lines are 


contributing to profits. 


This is the plan that 


Mr. Hampton described before the Triple Mill 


By Z. B. HAMPTON 


Supply convention at Atlantic City. 


General Manager, Fairmont Supply Company 
Fairmont, West Virginia 


NE of the most important jobs 
O that faces every distributor 
is securing and maintaining maxi- 
mum distribution for each major 
line. The first part of the job is 
deciding what are the major lines; 
selecting those in which there is a 
satisfactory sales volume and a 
sufficient profit after handling 
costs are taken into consideration. 

The principal objective of your 
business is to make a profit. Work 
for your manufacturing connec- 
tions in proportion to the pay you 
receive from each. If a manufac- 
turer’s line does not carry a profit 
and your customer wants to buy 
it, along with other items, yes, take 
his order but don’t spend your time 
selling his line. Sell those lines 
that give you the greatest amount 
of net profit and let the others be 
incidental. 

With our major lines selected, 
the next stop is to insure the 
greatest possible distribution in 
our territory. To do this it is 
necessary to have some convenient 
usable plan for watching the sales 
of each line to each customer. At 
the Fairmont Supply Company we 
have for several years used for this 
purpose the forms shown at the 
top of these pages. 
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There are two sheets for each 
customer so that there can be head- 
ings for the several lines. The 
customer’s name appears on only 
one sheet; the top sheet is shorter 
by about 14 inches. We use single 
sheets for electricians and for 
plumbers on which are included the 
items which they generally buy. 


How the Forms Are Used 


On the top two lines of these 
forms can be shown figures for the 
last two years. The next twelve 
spaces provide for monthly figures 
of the current year. In each of the 
columns for the several lines there 
are spaces in which four invoices 
may be entered each month. 
Usually this is all that is needed 
for the purchases of a customer. 

Just at the right of the date 
column, there is a column for dates 
of calls and for the total sales for 
each period. At the bottom of the 
sheet there is space where the 
monthly figures may be totalled for 
transfer to the sheets used the 
next year. 

Sheets for the customers of each 
salesman are kept in a separate 
loose-leaf book. Thus it is possible 
to sit down with each salesman, 
thumb through the book, and check 
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those commodities the customer is 
and is not buying. Discussion with 
the salesman will develop quickly 
whether there is any possibility of 
selling the customer any of the 
commodities he is not buying or of 
selling more of the commodities 
he is buying. 

The real advantage of the form 
is simply that to those in charge 
of sales, there is immediately ap- 
parent a decrease or a discon- 
tinuance of purchases on any one 
line by any one customer. Total 
purchases by a customer are not 
sufficient. An increase on one com- 
modity might completely cover up 
the fact that on another commodity 
the customer has given to your 
competitor all of his business. 

Each month we send to our sales- 
man a 3x5 card for each customer 
who has discontinued purchases of 
a line. The salesman must return 
this card with an _ explanation. 
Where there is a reason why a cus- 
tomer has discontinued purchase of 
a line, we note the reason directly 
upon the sales analysis sheets. For 
instance, if a buyer of fire ex- 
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tinguishers installs a sprinkler 
system and hence ceases or de- 
creases his fire extinguisher pur- 
chases, a suitable notation is made. 
Thus all the appropriate facts for 
real sales management are be- 
fore us. 

Such records may be kept by 
many methods. Card sytems may 
be used instead of loose -leaf 
ledgers. Whatever plan is used, 
care should be taken that the plan 
is simple; that too much money 
and time is not used up in keeping 
records. We keep this record in 
pencil, posting only to the nearest 
dollar. Of course, the cost will vary 
with the sales volume and the size 
of orders. According to our ex- 
perience, which I think is very 
little different from that of any 
distributor, the cost of keeping this 
record will be approximately one- 
tenth of one per cent of gross sales. 

It often occurs that an increase 
or decrease in a commodity price 
may increase or decrease a cus- 
tomer’s purchases without increas- 
ing the unit or tonnage volume. If 
you are interested in keeping a 


Forms 1 and 2 show dol- 
lar sales by lines for each 
customer on 12 by 19 inch 
sheets. Those for each 
salesmen’s customers are 
kept in one binder. 


With form 3—also a 12 
by 19 inch form—Mr. 
Hampton checks his in- 
ventory turnover, and 
profits by individual lines. 


Form 4—a 5x8 inch card 
—includes notations of 
both incoming and out- 
going shipments, and of 
cost and selling prices. 
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record of your unit or tonnage 
volume this can be accomplished 
with these same sheets and at ap- 
proximately the same cost. 

For a number of years our com- 
pany has arrived at the unit or 
tonnage volume of sales through 
our inventory. A _ perpetual in- 
ventory is kept in unit or hundred 
weight only without any considera- 
tion being given to the dollars and 
cents value of the material. To 
save expense this inventory card 
serves many purposes. The cost 
and selling price of all merchandise 
sold is placed on the order from the 
card record and the experience of 
previous sales, shown on each 
card, is used to arrive at the proper 
amount of this particular material 
to carry in stock. This record is 
also kept in penciled figures. 


We Begin in the Summer 


Sometime during the last half of 
the year — usually in July or 
August — large inventory sheets 
(shown in the accompanying illus- 
tration) are typed using the pre- 
vious year’s inventory and the in- 
ventory card record in order that 
no material will be missed. At the 
time this inventory is typed the 
description of the commodity to- 





“The inventory sheet was largely re- 
sponsible for putting us in black ink 
during the depression,” says Mr. 
Hampton. 
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gether with the previous two years 
sales are copied. This inventory 
sheet is then filed away until De- 
cember 31, at which time it is 
completed. 

As of December 31, an actual 
physical inventory is taken of all 
commodities and the amount on 
hand written on this card in red. 
The sales in units as shown on the 
cards are then added. As soon as 
this is completed, the unit sales for 
the year is transferred to the third 
column on the inventory sheet and 
the quantity on hand as shown by 
red figures on the inventory card 
is placed in the fourth column. The 
unit cost of this material is shown 
in the last column. On this in- 
ventory there is now a positive 
record of unit sales of all com- 
modities for three years. 

Because of its flexibility and the 
fact that the information is avail- 
able monthly instead of yearly, I 
much prefer to check the sales of 
major commodities from the dollar 
figures on the sales analysis sheets. 
This yearly inventory gives me 
sufficient information as to the unit 
or tonnage volume of sales. 

After the information has been 
put on the inventory sheet the in- 
ventory as taken and at cost price 
is extended in the first total 
column. The purchasing depart- 
ment then takes this inventory and 
adjusts it to cost or market which- 
ever is the lower. After this is 
done, this inventory is handed to 
me personally and all items are ad- 
justed on a basis of the last year’s 
sales. 


Each Item Is Checked 


If the inventory shows an item 
that has sold for the two previous 
years but there has been no sales 
during the current year then one 
of several things is done. If the 
item has become obsolete or un- 
salable, it is scrapped. If the mer- 
chandise is good but not moving in 
our particular territory, and it can 
be returned to the manufacturer a 
sufficient adjustment is made on 
our inventory to take care of the 
return freight and_ restocking 
charge, if any. If it develops that 
this is an item which must be sold 
at a sacrifice, for instance at 50 
per cent of its original cost, then 
the item is adjusted to this 
amount. 

This inventory is then returned 
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to the accounting department 
where it is extended, added and 
checked at the adjusted figures. 
This final figure is the inventory 
figure we use for the year. You 
can readily see that all inventory 
losses and adjustments have been 
taken care of in the proper year 
instead of being carried forward. 


We Aim at 60-Day Stocks 


As soon as the accounting de- 
partment has taken the necessary 
figures from this inventory for the 
closing of the year’s books, the 
sheet is turned back to the sales 
department and the overstock and 
inactive stock is figured and placed 
in the next two columns. The over- 
stock is the amount of any com- 
modity on hand over and above the 
quantity necessary to give satis- 
factory service in the territory. 
With us, this amount is an average 
60-day stock as shown by the pre- 
vious three years’ sales. Of course, 
there are exceptions to this rule. 
Inactive stock is all items which 
have ceased to move. 

The turnover and the percentage 
of gross profit are then figured. 
The percentage of gross profit is 
based on the cost price as of De- 
cember 31, as compared with the 
best known retail price as of the 
same date. This inventory is then 
returned to my desk where I make 
a personal study of each item. 
From this study, notations are 
made in the remarks column, such 
as “satisfactory,” “order in smaller 
quantities,” “discontinue,” “return 
to factory,” “scrap,” and so on. 
These notations are then trans- 
ferred to the permanent inventory 
card and become permanent in- 
structions which are not violated or 
changed except after being called 
to my personal attention with any 
new information which may have 
been developed. 

Through these sales analysis and 
inventory sheets it is possible to 
know rather well just what is 
happening in a business. You can 
tell quickly what lines are selling, 
who is buying each line and what 
lines are profitable and are ade- 
quately stocked. The inventory 
sheet was largely responsible for 
putting us in black ink during the 
depression. You cannot help know- 
ing where you stand, with con- 
scientious and intelligent use of 
some such records. 
























By H. W. FAULKNER 


Manager Mechanical Rubber Goods 
Dept., Charles H. Harden and Com- 
pany, Seattle, Washington 


SELLING 


Helpful service pays, says Faulkner. 
The salesman sold no goods when he 
solved this drive problem; gratitude 
soon brought him other business. 


The salesman who values his reputa- 
tion will periodically check proper 
operation of his conveyor belt instal- 
lations. 


Mechanical Rubber Goods 


How Mr. Faulkner sells rubber hose; further tips on han- 


dling belting—a continuation of last Month’s article. 


N interesting type of installa- 

tion to sell is the duplex con- 
veying system. Many times there 
are excessively abrasive or hot ma- 
terials to be handled that are ex- 
tremely hard on the surface of the 
belt. As soon as the surface goes 
and the duck is exposed, the belt is 
finished. Yet the duck carcass rep- 
resents up to 75 per cent of the 
cost of the belt. 

In the duplex system, the power 
belt travels over the regular head 
and tail pulleys. But riding the 
power belt’s back is what is called 
a wear sheet, which passes over 
idler pulleys at each end and some- 
what beyond the power belt pulleys. 


_ therefore 


The wear sheet travels on the 
power belt solely by friction and 
carries no tension load. It simply 
takes the wear off from the surface 
of the expensive power belt, and 
may be renewed at relatively small 
cost. In handling hot materials, 
the wear sheet as it travels loosely 
in loops over idlers under the power 
belt has time to cool off. Further- 
more, it can be made somewhat 
wider than the power belt and 
carry an _ appreciably 
greater load in the case of certain 
relatively light materials. 

One of these duplex belts now 
used in a cement plant was sold as 
the result of a casual inquiry. The 
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operators had seen it advertised 
somewhere, but had not remem- 
bered the source. This inquiry 
was followed up immediately by 
ourselves and the factory repre- 
sentative, and it was not difficult 
to demonstrate on paper that a 
saving could be made in the cost of 
handling hot clinker (300 to 400 
degrees temperature) with this 
system. 

Incidentally, this is one of the 
functions of the industrial distrib- 
utor and his salesmen—to enable 
the manufacturer to get results 
out of his advertising. Many 
times the advertiser makes sales in 
this way that he never knows of, 
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where interest was first aroused by 
his “copy,” and where the dis- 


tributor’s contact made it bear 
fruit. For that reason, I fol- 
low the advertisements in MILL 
SUPPLIES and other publications 
closely, in order to find out what is 
new and so post myself as to be 
able to answer questions concern- 
ing new developments. 


Joints 


Joints, in belts, cannot be passed 
up without a few words. They 
have a direct bearing on operation 
and hence on sales. If I sell a belt 
I try to see that the proper joint is 
made. The wrong type of lacing 
materials, or laces put in wrong, 
not only cause shut-downs, but can 
ruin a belt. I have seen three or 
four inches of lacing give way on 
one side of a belt and the whole 
belt strip down on that side as 
poor insulating tape will strip 
down in unrolling. 

Vulcanizing at the factory, into 
one continuous belt, makes the most 
satisfactory job, where there is 
time to wait for the special order. 
By a new rotary process, vulcaniz- 
ing can be done continuously which 
insures uniform thickness and uni- 
form stretch control, shows no 
press marks or overlaps, and is 
uniformly cured. 

Next to the factory vulcanized 
job is the local vulcanized job. This 
requires considerable equipment 
which it is hardly economical for 
the average distributor to own and 
operate himself. Therefore, he 
prepares the belt for splicing in 
his belt department and sends it 
out to a local vulcanizing plant to 
finish. 

Last comes lacing. Properly 
done, it will serve, but is nowhere 
near as effective as vulcanizing, 
either in operation of the belt or in 
prolonging its life. 


Selling Hose 


In selling hose, as with belting, 
when an inquiry is for some par- 
ticular kind, try to find out what 
the hose is to be used for. Then 
study the installation and, if it 
seems to be advisable, suggest im- 
provements, either in kind or 
quality. Also be on the lookout 
between times, wherever hose is 
used, whether your own or com- 
petitive makes, for wrong applica- 
tions and improvements. 
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For instance, a plant in iny 
territory was replacing its cotton, 
rubber lined fire hose every year. 
I checked this and then recom- 
mended a hose with rubber cover. 
The first cost was less than double, 
but it has already given four times 
the life. 

The point is this. It is not 
necessary to conduct tests or to do 
anything of that sort. Knowledge 
of the product and of why it will 
have a more satisfactory life, and 
contact with and study of the con- 
ditions will turn the trick. 

The principal points to watch in 
connection with steam and air hose 
are abrasion and the pressure to 
be carried. Sometimes the hose 
must be dragged over hot floors or 
sharp edged surfaces. Then the 
best quality is required and such 
recommendations will save money. 
One of the illustrations shows some 
24-inch 8-ply air conducting hose 
where it is subjected to about as 
hard conditions as could be found. 
It is at a dry dock. A pressure of 
125 pounds is carried. The hose 
loops down through salt water on 
which floats oil and scum. It is 
rubber against piles and drawn 
over sharp plates. 

Only the very best hose will 





stand such severe service, and 
preferably the kind that is rubber 
jacketed. Each dock will require 
1,000 feet or more of such hose to 
conduct air from the manifolds to 
the tools. As there are several dry 
docks in the group, some 3,000 feet 
of rubber-covered hose was sold, 
which is a sizeable order. 


Study Requirements Carefully 


Steam hose used to be sold on 
price only. A customer wanted so 
many feet of such and such ply 
hose and there was all there was to 
it. The fellow that came through 
with the lowest price got the order. 
But by analyzing his products and 
thoroughly understanding the re- 
quirements, the distributor’s sales- 
man who was more than an order- 
taker began to see opportunities to 
do some real selling. By taking 
into consideration the actual cost 
of the hose, the requirements of 
operation, pressure to be carried, 
and so on, he found that he could 
often figure a 4-ply hose, say, in 
a certain high grade, that could 
stand as much as a 6-ply hose in a 
competitive and lower grade and 
still be actually better for the pur- 
pose. In spite of the smaller dis- 
count on the high grade, and the 


Handling gravel or crushed rock is a severe test for a conveyor belt. From 
the smile on this superintendent’s face, the salesman is not in for any 
serious bawling out on account of operation. 





MILL SUPPLIES @ JULY 1936 














difference in list, he could still sub- 
mit a lower net price per foot, get 
the order, and give the customer 
a better product for the purpose. 
In no class of installation is it 
more important to follow up and 
check operation periodically than 
in the case of conveyor belt. The 
reputation of a salesman rests 
upon the performance of the 
product which he sells. Short life 





or poor performance of a belt may 
be due purely to neglect on the part 


of the operator. Operating men, 
because they are mechanics, are not 
infallible. They will use a product 
carefully or abuse it according to 
their nature, just as one man will 
drive a car with care as to its per- 
formance and life while another 
will drive it to death. The points 
to watch most carefully in these 
inspections are (1) see that the 
belt is kept in alignment; (2) see 
that it is loaded properly, and (3) 
see that the rolls are well lubricated 
and in good condition. 
Transmission and conveyor belt 
orders are large enough to permit 
the distributor’s salesman to spend 
time in helpful service to place 
himself in a strong position when 
the real order does come up. 


Watch abrasion 
and pressure 
when selling 
hose. This man 
sold 3,000 feet of 
rubber jacketed 
hose for dry dock 
use. 






When selling 
high pressure 
steam and air 
hose, watch for 
chances to sell 
couplings; they 
add up to a 
worthwhile vol- 
ume. 


One plant was having trouble 
where the solution of the problem 
seemed to me to be in the use of a 
Rockwood drive. The specifications 
were gathered and sent to the 
manufacturer. A motor pulley 4 
inches greater in diameter than the 
motor manufacturer’s recommen- 
dation was also suggested, with 
corresponding increase in diameter 
of the driven pulley, to obtain the 
same speed ratio. The change to 
the Rockwood drive was finally 
adopted, though I did not get any- 
thing out of the change. 

It was found that the trouble 
was eliminated and the customer 
was more than satisfied. Then, two 
weeks later, I received an order for 
200 feet of power transmission 
belt, though I had not before sold 
that particular customer. After 
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that experience, it would be hard 
to convince me that it does not pay 
a salesman to go out of his way 
to render service, even though it 
may not be immediately profitable. 


The mechanical rubber goods 
line is one that produces many odd 
jobs for the salesman hunting 
down freak applications. There is 
no way of knowing when the re- 
quirements may run into hundreds, 
or in what way an accommodation 
may lead to business in other direc- 
tions. It pays to spend a little time 
on the freaks. 


Sales Opportunities Are Good 


Much that is pertinent has prob- 
ably been left out of this brief dis- 
cussion, for the field is a very large 
one. For the salesman who has an 
inclination toward the line, and 
who has a natural liking for nosing 
around industrial plants, and study- 
ing out for himself why materials 
are handled in a certain way, and 
how that way might possibly be 
bettered, it is an extremely fas- 
cinating one. There are still op- 
portunities everywhere to improve 
drives and carrier methods, and 
with those opportunities come sales 
possibilities that are better than 
average in volume and in profits. 
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INDUSTRIAL SELLING 
WHERE COTTON IS KING 


How the southern distributor is meeting today’s prob- 
lems, told after calling on 100 houses in the cotton, oil, 
meat packing and lumber country. 


FTER five weeks visiting dis- 

tributors in the south and the 
southwest there was 4,000 miles 
more on my car. The old bus 
conveyed me to calls on approxi- 
mately 100 distributors in 26 
cities in the states of Illinois, Mis- 
souri, Oklahoma, Texas, Louisiana, 
Alabama, Tennessee and Kentucky. 
The point farthest from home was 
Corpus Christi, that good-looking 
city on the Gulf of Mexico, which 
is steadily becoming more popular 
as a seaside resort. 

Before discussing the charac- 
teristics of distribution in this 
area let’s take that question that 
always pops up first, “How did you 
find business?” With the excep- 


Cotton gins are good customers dur- 


ing the ginning season. The Farmers 


Co-operative Society at Amherst, 
Texas, is in a rich cotton producing 
section (below). 


By EDWARD J. McOSKER 
Western Editor 


tion of perhaps three or four dis- 
tributors, everyone reported busi- 
ness better in 1935 than in 1934, 
perhaps an average of 25 per cent 
better. Virtually all houses were 
ahead for the period elapsed in 
1936 over the same period in 1935. 
Almost everyone was optimistic as 
to the future. 

Politics? Of course, there was 
considerable comment on the “state 
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of the nation” so far as govern- 
ment is concerned and the outlook 
for the coming election, but why 
get into that here? There are so 
many sO much more competent to 
write on this subject—and they’re 
doing it—that I’ll be content to 
“stick to my knitting.” 
Distributors in the sections 
which I visited have much in com- 
mon with their brothers in busi- 


Cotton oil seed mills—- 
such as this 120,000- 
pound-a-day mill of the 
Lockney Cotton Oil 
Company, Lockney, Tex. 
—keep cattle for ration 
feeding tests (above). 


ness in other areas. Buildings and 
stocks are much the same, al- 
though, of course, there are some 
lines in which they carry much 
larger and more varied stocks, be- 
cause of the nature of the territory 
they cover, than do distributors in 
other sections. And, conversely, 


they carry smaller stocks of certain 
lines for which there is not as 
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Courtesy “The Oil Weekly.” 


Oil is the big business in Oklahoma, 
Texas and Louisiana. Oil well ma- 
chine shops and refineries receive en- 
ergetic service from distributors. 


Although the lumber business is not 
what it once was in the south, it is 
still an important outlet for indus- 
trial supplies, equipment and tools. 


great a demand in the sectors they 
serve. 

And, it is hardly out of place to 
mention here that the average 
southern distributor probably car- 
ries larger stocks of supplies on 
hand, comparatively speaking, than 
does the average house in the North 
Central or Northeastern sections 
of the country—of necessity, be- 
cause of his greater isolation from 
his sources of supply. 

Generally speaking, these dis- 
tributors are thinking exactly as 
are their contemporaries in the 
North. Sales concentration on 
profitable lines, planned selling, 
salesman education, sales promo- 
tion—all are receiving generous at- 
tention from progressive houses. 
Above all, these houses are one 
with their fellow distributors in 
other parts of the country in the 
modern belief that they are in busi- 
ness not only to render efficient 
service to their customers and effec- 
tive representation for their manu- 
facturers, but to make a decent 
profit on their operations. Price- 
cutting is as distasteful to most of 
them today as it is to the majority 
of distributors in other climes. 

But these distributors have two 
problems that are considerably 
different from those of the dis- 
tributor in the more closely knit 
areas of New England, New York, 
Pennsylvania, Ohio or the Great 
Lakes, for instance. In some re- 
spects, these problems are much 
akin to those of distributors in the 
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Rocky Mountain district, which I 
had the pleasure of covering last 
summer. 

While these southern distribu- 
tors’ salesmen do not have moun- 
tains to traverse, they do have 
great distances to cover. Forty 
miles between calls is not unusual. 
Two calls in one day is often very 
good work. I am glad I had the 
opportunity to make this trip by 
motor. I could never have visu- 
alized what these distances mean 
had I made the journey by train. 
Rolling along townless miles on the 
edge of the ranch territory in 
Texas, or on one of the fine new 
roads of Louisiana, with cattle 
grazing on the edge of the high- 
way, because back a few yards 
there was no grazing to be done 
in the water where trees formed 
individual islands, I couldn’t help 
but think—‘What a far cry from 
old New England, where towns fre- 
quently merge one into the other 
and smoke-stacks are but a stone’s 
throw apart!” 

At the same time, I couldn’t re- 
frain from wondering what would 
happen to isolated cotton mills, 
cotton oil seed plants, saw-mills, 
refineries, and other local indus- 
tries if it were not for the well- 
stocked distributors whose tireless 

(Continued on page 86) 
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NDUSTRIAL distributors and manu- 
facturers selling through distributors 
helped to make the ninth International Petroleum Ex- 
position, Tulsa, Oklahoma, May 16-23, an outstanding 
event. It was the largest in the history of the show 
in every way including the volume of sales made dur- 
ing the show. From 44 states and 18 foreign coun- 
tries, 177,286 people came to see all sorts of drilling, 
production, and pipe line equipment, including 
products used in the machine shops of the oil region. 
Exhibits covered fifteen acres of actual display 
space and were valued at more than ten million dol- 
lars. Among the many of interest to industrial dis- 
tributors were those pictured here. 1. Frick-Reid 
Supply Corporation, Pittsburgh. 2. Gates Hardware 
Company, Tulsa. 3. Gustin- 
Bacon Manufacturing 
Company, Kansas City. 4. 
Oil Well Supply Company, 
Dallas. 5. Well Machinery 
and Supply Company, Fort 
Worth. 6. The Happy 
Belting Company, Tulsa. 7. 
Atlas Supply Company, 
Muskogee. 8 and 9. Ma- 
chine Tool and Supply 

Company, Tulsa. 
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Fort Wayne Pipe and Sup- 
ply Company Holds Exhibit 


N 1896 the Fort Wayne Pipe 
and Supply Company began 

serving the industries of Fort 
Wayne and vicinity. Their in- 
dustrial exhibit, May 19, 20 and 
21, was a celebration of their 
fortieth birthday. 

On Tuesday, May 19, the show 
opened at seven in the evening; on 
the next two days it was open from 
2 to 10 P.M. The exhibits of 38 
manufacturers were viewed by 950 
visitors in the attractively arranged 
Valencia Gardens of the Shrine 
Auditorium on West Berry Street, 
Fort Wayne, Indiana. Manufac- 
turers’ representatives were in 
charge of 25 of the exhibits; the 
others were attended by Fort 
Wayne Pipe and Supply employees. 

(Continued on page 93) 


FORTIETH 
ANNIVERSARY 
CELEBRATED 


A rented hall pro- 
vided fine exhibition 
facilities for this 
three-day show. Four 
page invitations and 
tickets were sent to 
customers and pros- 
pects. 








Fort Wayne Pipe & Supply Co. 
40th Anniversary 




















Industrial Exhibit 
VALENCIA GARDENS - SHRINE AUDITORIUM 
Weet Street 
Number 
re 
ae 
TUESDAY WEDNESDAY THURSDAY 
7:90 to 10:00 p. m. 2 to 10:00 p. m. 2 to 10:00 p. m. 
MAY 19th MAY 20th MAY fiat 1996 


AOMISSION FREE 











Please check names of manufacturers whose 


catalogs you desire us to send to you. 


Firm__ 
Address 
—_———a 
State 


Name____ 


erating With Exhibits. 


Abrasive Company 

Charles Bond Company 
Bonney Forge & Tool Co. 
Brown & Sharpe Mig. Co. 
Chisholm-Moore Hoist Corp. 


Crane Company 

Clipper Belt Lacer Co. 
Delta File Works 

Dodge Mig. Corp 
Everlasting Vaive Co. 
Federal Mogul Corp. 
Graybar Electric, Co. 
Federated Metals Corp. 
Fisher Governor Co. 

J. B. Ford & Co. 

Greenheld Tap & Die Corp. 
lagersoll Rand Co 
Keystone Lubricating Co. 
Keashey Mattison 

Link Belt Company 
Lunkenheimer Company 
Modine Heater Mig. Co. 
MRC Bearings Service Co. 
National Tube Co. 

New York Belting & Packing Co. 
Pittsburgh Plate Glass Co 
Peerless Pump Co 

Charles Parker Co. 

Revere Copper & Brass, Inc. 
Strong Carlisle & Hammond Co. 
Templeton Kenley & Co. 
Union Steam Pump Co. 

J. H. Willams & Co... 
Wood Shovel & Tool Co. 
Wilhamaport Wire Rope Co. 
The Koppers Construction Co 





The Following Nationally Known Manufac- 
turers Whose Products We Distribute Are Co-op- 


Philadelphia, Pa, 
Philadelphia, Pa. 
Allentown, Pe. 


Chicago, Illinots 
Grand Rapids, Mich. 
Philadelphia, Pe. 
Mishawaka, Ind. 
Jersey City, N. J 
Detroit, Mich. 
Chicago, lil. 
Chicago, Iii 
Marshalltown, lowa 











ALVIN M. SMITH 


CARL A. CHANNON 


H. A. BUZBY 





DAVID C. JONES 


I.S.R.B. (1936 MODEL) 
SWINGS INTO ACTION | 


CTING without delay, the 

newly appointed Governing 
Board of the Industrial Supply Re- 
search Bureau met in Cincinnati, 
Monday, June 22, to formulate 
plans for the coming year in ac- 
cordance with the _ resolution 
adopted at the Triple Mill Supply 
convention in May. 

The committee, consisting of 
Alvin M. Smith, appointed by the 
Southern Association, Carl A. 
Channon, appointed by the Na- 
tional Association and Harold 
Buzby, appointed by the American 
Association and supplemented by 
advisory members, David C. Jones, 
Hartley W. Barclay and James A. 
Channon (see MILL SUPPLIES 
for June) wasted no time on pre- 
liminaries and proceeded _ im- 
mediately to the job in hand. Mr. 
Buzby and Mr. Barclay were rep- 
resented by proxies in the persons 
of R. Kennedy Hanson and Harvey 
Conover respectively. 

An advertising advisory com- 
mittee consisting of Carl O. 
Hedner, Yale and Towne Manu- 
facturing Company, J. F. Apsey, 
Jr., The Black and Decker Manu- 





J. F. APSEY, JR. 
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Cc. C. CHAMBERLAIN 


facturing Company and C. C. 
Chamberlain, Jenkins’ Brothers, 
was selected for and accepted, the 
task of devising an advertising 
program for the industry and 
selecting an advertising agency to 
work out the details of such a 
program. 

Arrangements were completed 
for supplying speakers, in the per- 
sons of Messrs. Barclay and 
Channon, for meetings of purchas- 
ing agents and of manufacturers 
and distributors, at. the request of 
subscribers. 

Alvin M. Smith was chosen by 
the Governing Committee as its 
chairman and treasurer, James A. 
Channon as its secretary and Mal- 
colm F. Stith as its assistant 





CARL 0. HEDNER ~~ 
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HARTLEY W. BARCLAY 


treasurer. An adopted tentative 
budget specifies an absolute mini- 
mum of office and executive ex- 
pense in order that the large ma- 
jority of dollars subscribed may be 
expended for advertising the value 
of the distributor’s services to in- 
dustrial buyers. 

It is contemplated that subscrip- 
tions to this movement from dis- 
tributors will total well over 
$10,000, with a like amount being 
subscribed by their sources of 
supply. Such an amount will per- 
mit a consistent, comprehensive 
campaign to all types of industrial 
buyers who are customers of dis- 
tributors. 

It is expected that the advertis- 
ing advisory committee will hold a 
meeting immediately, study the re- 
search material on hand, select an 
advertising agency and _ consult 
with this agency on the forthcom- 
ing campaign in the interests of 
the distributor. 

A letter from the Governing 
Committee, endorsed by the presi- 
dents of all three associations, will 
go to all members urging unani- 
mous support of the movement. 





JAMES A. CHANNON 
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In¥’Selling Welding Fittings 


—Keep These Typical Standard Varieties in Mind 
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Exterior view of the new 
main building of the Shad- 
bolt and Boyd Company, 
Milwaukee, at 413 North 
Second Street. 


HE Shadbolt and Boyd Com- 

pany, Milwaukee, is now estab- 
lished in one of the best laid out 
and adequately equipped “plants” 
in the country. 

While the building now occupied 
is not new—having been taken 
over in the purchase of the Suel- 
flohn and Seefeld Company several 
months ago—it has been com- 
pletely renovated, and combines 
solid, substantial construction with 
up-to-date layout and facilities. 

The planning and follow-through 
which resulted in the occupancy of 
a “tailor-made” home, and the 
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move from a building occupied for 
53 years without confusion or the 
loss of a single day’s business, 
should be listed among the ro- 
mances in the saga of industrial 
distribution. 

The new home of Shadbolt and 
Boyd is a structure with six stories 
and basement, a frontage of 100 
feet, a depth of 150 feet, and a total 
of 105,000 square feet of floor 
space. 

Through the main door you 
enter a large, well-lighted display 
room, containing the “over-the- 
counter” department. You are met 
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HOME FOR 


Price M. Davis, president of 
the Shadbolt and Boyd Com- 
pany (left) and Howard F. 
St. George, vice-president in 
charge of the industrial de- 
partment, in Mr. Davis’ new 
office. 


The 80-foot service counter. 
Note the attractive entrances 
to the especially designed 
stock bins and the many ad- 
vantageous “spots” for dis- 
playing various products. 


by a man who is at all times on 
the job in front of (not behind) the 
service counter to greet you, direct 
you and see to it that you receive 
prompt service. About you will be 
observed displays of woodworking 
machinery, paint spray equipment, 
air compressors, lubricating equip- 
ment and other products. Panels 
spotted at various places in the 
walls display other lines, as do 
show cases in the front part of the 
80-foot service counter. 

When you pass through the 
paneled doorways in the rear of the 
service counter to the first floor 








RAN OLD BUSINESS 


Shadbolt and Boyd moves to new 
quarters without loss of single busi- 
ness day. Careful planning of new 
“plant” speeds up transfer and pro- 
vides ideal operating conditions. 
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stock room, you marvel at the 


planning behind this efficient lay-— 


out. In steel bins are stored 
quantities of all the smaller fast 
moving items for which there is a 
consistent over-the-counter de- 
mand. The bins are not uniform 
in size. They were designed to 
meet the specific needs of the com- 
pany, which were determined in 
advance from turnover records. 
Each section of bins is constructed 
to allow for from fifteen to 25 per 
cent expansion. All items are care- 
fully grouped and labeled. One 
man is responsible for each aisle— 
for its cleanliness and for mainte- 
nance of adequate stocks. Pre- 
cision instruments, because of 
their value, are kept in locked 
cabinets. 


Quick Service Is Possible 


The first floor bins also house one 
of each of every larger item for 
which there is over-the-counter 
call. Thus, a customer inquiring 
for an item in this class can select 
just what he wants, and, when his 
selection is made, the item to 
actually fill his order is sent up or 
down from another floor. 

Seventy-five per cent of the fast- 
moving goods handled by Shadbolt 
and Boyd are stocked on the first 
floor and in the basement. Although 
wooden bins are employed in the 
basement, they are just as definitely 
“tailor-made” as are the metal 
bins on the first floor. They vary 
in size according to the stocks car- 
ried and the sizes of the items. 
Items are logically grouped and 
bins are carefully marked. Expan- 
sion allowance is made in every bin 
section. The backs of most bins are 
screened to allow for ventilation. 

In the basement are carried such 


lines as valves and fittings, stone 
hammers, crowbars, bolts, nuts, 
screws, lock washers, cotter pins, 
taper pins, hoist hooks, vises, 
grinding wheels, and so forth. 
Here will also be found the com- 
pany’s service and maintenance de- 
partment and its machine for bush- 
ing grinding wheels. 

The third floor of the building is 
also an active stock floor. Here are 
maintained overstocks of automo- 
tive supplies, contractors’ equip- 
ment, mechanical rubber goods, 
tackle blocks, crosscut, band and 
circular saws; lawn mowers, belt- 
ing, lumber trade tools, farm tools, 
paint, and so forth. Two men are 
in charge of .this floor. The third 
floor also houses the company’s 
printing department, where price 
changes, new goods announcements 
and sales letters are run off. 

The fourth, fifth and sixth floors 
are used for general warehouse 
purposes, the slower moving and 
more bulky articles being stored 


there. Each of these floors is in 
charge of one man. All floors are 
connected by a freight elevator. 

Going back to the first floor, we 
find in rear of the stock bins the 
packing department, and behind 
that the receiving department on 
one side and the shipping depart- 
ment on the other. 

The offices on the second floor 
are spacious, light, beautifully 
finished, yet practical in every de- 
tail, and conveniently laid out. The 
only private offices are those oc- 
cupied by officer-executives. Oppo- 
site each division head’s office, are 
the desks of his assistants. The 
front portion of the office is given 
over to the accounting department 
and general clerical staff. 

Also on the second floor is a 
sound-proof sales room, which is 
shut off completely from the main 
office. Here the salesmen may go 
to handle correspondence, use the 
telephone, confer with manufac- 
turers’ representatives, make re- 
ports, write up orders, hold sales 
conferences, and so on. 

Following are some especially 
interesting features of the new 
home of Shadbolt and Boyd: 

The office has an accoustical ceil- 
ing and a special asphalt heavy 
duty tile floor and is equipped all 
around with Venetian blinds. A 
total of 19,000 square feet of floor- 
ing was laid in the office. 

All stock bins used by the pre- 
decessor company were completely 
ripped out when _ reconstruction 
began. There are 37,000 board 
feet of lumber in the new wooden 

(Continued on page 89) 


In the active third floor stock room, the wagon wheel, partially shown, sym- 
bolic of the early activities of Shadbolt and Boyd serves a practical purpose. 
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STEEL WAREHOUSE DISTRIBUTORS 
MEET IN CHICAGO 


RALPH J. STAYMAN 


New President, American Steel 
Warehouse Association 


667 AWFULLY, and in accord 

with public interest, to ad- 
vance the welfare of the steel ware- 
house industry, by increasing the 
distribution of steel through ware- 
houses—this, of course, is our pri- 
mary objective,” said Lester Brion, 
president, in opening one of the 
most successful conventions ever 
held by the American Steel Ware- 
house Association, at the Edge- 
water Beach Hotel, Chicago, June 
10. The three-day meeting was at- 
tended by about 200 distributors 
and manufacturers of steel prod- 
ucts, who listened to outstanding 
discussions of steel 
problems. 

Mr. Brion, in further discussing 
the importance of the distributor 
in the distribution of steel, pointed 
out that next to the automotive in- 
dustry, the distributors were the 
largest purchasers of steel and that 
in 1935 their purchases came 
within a million dollars of equaling 
the combined purchases of the rail- 
roads and building industries. 

Walter S. Doxsey, executive sec- 
retary, reported fully on the ac- 


warehouse 
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tivities of the association during 
the past year, stressing the strides 
which have been made in improv- 
ing warehouse differentials. His 
report, illustrated with slides, re- 
ceived enthusiastic applause. 

Charles M. White, vice-president, 
Republic Steel Corporation, a pro- 
duction executive, clearly described 
the mills’ problem in handling 
small orders and urged the resump- 
tion by distributors of purchasing 
in wholesale quantities. Mincing 
no words, Mr. White stressed the 
increasing production difficulties 
emanating from the development 
of new alloys and asked distribu- 
tors for their cooperation in re- 
ducing them. 

Walter S. Tower, executive secre- 
tary, American Iron and Steel In- 
stitute, bore down heavily on the 
growing menace of imported steel 
products and described the ob- 
stacles which the Institute had en- 
countered in its fight to have tariff 
barriers raised for the protection 
of the steel industry. 

B. F. Fairless, president, Car- 
negie-Illinois Steel Company, in an 
address at the banquet on the 
second evening of the convention, 
said, “The merchandising end of 
the steel business must be given 
first place now and for some time 
to come. . . . We are now in the 
second phase of the history of steel. 
In the first phase, operations were 
all important — demand was 
present, sales were thought of 
last. 

“Steel warehouses owe it to the 
mills to stay in the jobbing busi- 
ness. ... Their position is growing 
stronger every day because of the 
many new varieties of steel which 
the mills cannot carry in stock.” 

A series of committee reports on 
various commodity groups outlined 
present price situations and the 
work done during the year by each 
committee. All were full of in- 
teresting data and well presented. 
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WALTER S. DOXSEY 


Executive Secretary, American 
Steel Warehouse Association 


Inspection trips were arranged 
for delegates to the following 
warehouses: A. M. Castle and Com- 
pany, Chicago; W. J. Holliday and 
Company, Hammond; Jones and 
Laughlin Steel Corporation, Chi- 
cago; Joseph T. Ryerson and Son, 
Inc., Chicago; and Scully Steel 
Products Company, Chicago, and to 
the following mills: American 
Sheet and Tin Plate Company, 
Carnegie-Illinois Steel Corporation, 
Inland Steel Company and Wyckoff 
Drawn Steel Company. 

Officials of the Association 
elected for the coming year in- 
clude: Ralph J. Stayman, Jones 
and Laughlin Steel Corporation, 
president; J. Frederick Rogers, 
Beals, McCarthy and Rogers, In- 
corporated, treasurer; A. C. Castle, 
A. M. Castle and Company; 
Clarence Dodge, George F. Blake, 
Incorporated; E. D. Graff, Jos. T. 
Ryerson and Son, Incorporated; 
Charles Heggie, Scully Steel Prod- 
ucts Company, E. L. Parker, Edgar 
T. Ward’s Sons Company and L. H. 
Jostes, Beck and Corbitt Company, 
vice-presidents. 
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THE EXTENSIVE LINE OF OSBORN 
BRUSHES MEETS PRACTICALLY 
EVERY STANDARD REQUIREMENT. 


ASK FOR THIS VOLUME-PRODUCING 
BUSINESS ON EVERY CALL. 
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SALES SLANTS 
AND PERSONAL NEWS 


FROM DISTRIBUTORS’ SALESMEN 


@® The machine shops and foundries 
around New Britain, Connecticut, 
are humming, according to Otto 
Burckhardt, salesman, Page Steele 
and Flagg Company. His sales of 
cutter, drills, taps, small tools, 
Parker-Kalon products, electric tools 
and files are showing the result. of 
this activity and his. 


@® Even though Western Editor 
McOsker does not mention it (see 
page 26), southerners back each 
other up very loyally. B. D. Currie 
of Alexandria, Louisiana, suggests 
that manufacturers never send a 
man out to travel with jobbers’ 
salesmen unless the man knows 
more about his line than the job- 
bers’ men know. That is just what 
T. W. Lewis of Memphis, Ten- 
nessee, told the Triple Mill Supply 
convention in May. Currie says he 
gets the most help when manufac- 
turers’ men make calls with him. 
Building materials are moving 
best of the lines carried by Brown- 
Roberts Hardware and Supply 
Company, Limited, for whom Mr. 
Currie sells. Lumber mills and 
building contractors are his most 


active customers. If he were re- 


making the world he would do 
something, about “those buyers who 
pretend to be all wise; know all 
there is to be known about any- 
thing you have to offer, and think 
they are too busy to look into your 
proposition.” 


® George L. Donham, salesman for 
Seward and Company, Blooming- 
ton, Indiana, is busy these days. 
Business is so good that he is work- 
ing ten or twelve hours a day and 
Saturday afternoons and Sundays. 
Besides that he goes to Lions Club 
and enjoys “that national pastime 
of salesmen, stud poker.” 

But he took time off to tell MILL 
SUPPLIES that the customers 
most active now are road contrac- 
tors, stone mills and quarries. The 
stone mills and quarries, after 
operating as low as 5 per cent are 
now operating at around 50 per 
cent. Many have two shifts, some 
of it due to a three weeks’ strike 


That mud on the fender comes from 
giving good service to road contrac- 
tors. The steam shovel is working 
through a cut for Indiana State Road 
46; new roads means business for 
George Donham, Seward salesman. 
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of one craft. The stone business 
will probably hold up until after 
the first of the year, Donham re- 
ports. He has some good photo- 
graphs of the road work that has 
helped business in Brown County; 
one of them is shown below. 

“No salesman can stress five or 
ten thousand items .every day,” 
says Mr. Donham, “it is up to the 
manufacturer to get the salesman 
interested in his products. Some 
manufacturers expect to have a 
sales meeting, throw tons of dry 
facts at a salesman, keep them in 
session for two or three hours, go 
home and expect the orders to roll 
in. About three weeks later, when 
the large volume does not ma- 
terialize, they wonder why. 


@®“Manufacturers of air-condi- 
tioning, refrigerating and building 
equipment, and machine shops are 
most active out here,” reports sales- 
man L. E. Sterling of the Union 
Hardware and Metal Company, 
Los Angeles. Sterling dislikes two 
kinds of buyers: (1) Those who 
are impolite and walk away before 
he has put over his story; and (2) 
Those who hold orders on their 
desks for one, two or three days 
and then want the stuff rushed. 
All of us have met those difficulties ; 
write MILL SUPPLIES and tell 
how you handle such buyers. ' 

“The most important thing for a 
factory representative to do is to 
sell himself to the salesman,” sug», 
gests Sterling, “he should really ~ 
know the merchandise he is selling ~ 
end not just have a sing-song story. 
He should let you know where to 
find him when you want him.” This 
Los Angeles man likes to have 
manufacturers’ salesmen make calls 
with him. 
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Sales Indicator “Breaks 100” For First Time 


OR the first time in its three-year life the 


Sales 
Indicator, index of industrial supply sales, rests 
at a point over the 100 mark, the actual figure being 
100.6. Thus, over a hundred distributors report that 
their sales in May were a little better than the aver- 
age monthly sales in 1923, 1924 and 1925. The read- 
ing for April, published in the last issue, was 91.7. 
This remarkable rise in the Indicator was featured 
by a sharp jump in Midwestern sales, where the index 
for May reads 102.2 after registering 80.3 the previ- 
ous month. The North Atlantic Indicator bucked the 
trend when it dropped from 109.0 to 102.9, while sales 
in the Southern States, Western States and Pacific 





Coast States pushed their respective Indicators from 
93.5 to 94.0, 107.0 to 119.0 and 136.9 to 140.8. 

For greater convenience to distributors, the size 
of the average order reported and the average num- 
ber of orders received by each reporting house per 
working day will hereafter be carried on the two 
charts immediately above. To clear up confusion 
resulting from overlapping curves, the Sales Indicator 
now appears in a new form. 

Sales to Government agencies amounted to only 
6.5% of the total, as compared with 8.4% the previ- 
ous month. This seems to bear out scattered reports 
that many distributors have given up bidding entirely. 
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Tue Dayton Sates MaNuAL 


GIVES YOU THE STRONGEST AND CLEAREST SELLING STORY EVER TOLD 


99: 
OF V-BELTS 


*The Dayton Sales Manual helps 
Mill Supply Salesmen demonstrate 
Dayton Cog-Belts quickly and effec- 
tively. Itis profusely illustrated with 
pictures which tell at a glance what 
would require a lot of talk to explain. 

By going through the book, with 
a prospective buyer, you can show 
the many advantages of Dayton Cog- 
Belts in logical order and in few 
words. Each point is driven home 
with a dramatic picture and very 
short text. 

The Manual gives sound, con- 
vincing reasons for using Dayton 
Cog-Belts. Itexplains their exclusive 
and patented features. It illustrates 
exactly what they do and how they 
are applied. It contains 200 pictures 
of Dayton installations, showing 


roe! Ce 


TO DAYTON COG-BELT 
SALESMEN 


V-BELTS 


that Dayton Cog-Belt Drives meet 
the individual requirements of every 
power user. 

If you handle Dayton Cog-Belts, 
use the Manual wherever there’s the 
possibility of making a sale. If you 


don’t handle the Dayton Line, ask 
for complete information. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 
World's Largest Manufacturers of V-Belts 
Manufacturers also of Dayton Fan Belts, Dayton 
Red Tube Radiator Hose, Dayton Thorobred Tires, 
Dayco Printers’ Rollers 


COG-BELT DRIVES—F.H.P. V-BELT DRIVES—V-FLAT DRIVES—DAYCOIL 
OIL-PROOF V-BELTS—COMPLETE DRIVES, PULLEYS AND BELTS IN STOCK 
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TERRITORIAL SALES INDICATORS 
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North Atlantic States 


Though still above normal, the Indicator for this section dropped 
from 109.0 in April to 102.9 in May. Orders were smaller, the average 
being $14.49 as compared with $17.38 the previous month. Sales to 
Government agencies amounted to 6.9% of the total, down two full 
percentage points. 


Southern States 


For the second month, the Southern Indicator eased up fractionally, 
this time from 93.5 to 94.0. Government sales accounted for only 5.8% 
of the total, the April figure being 7.7%. Orders were slightly larger, 
the increase being from $17.40 to $17.95. 


Middle Western States 


Most encouraging of all reports is that from the Middle West where 
sales for May pushed the Indicator from 80.3 to 102.2. This figure may 
be slightly distorted through the absence of reports from two large 
distributors but gives a clear picture of the status of most distributors. 
Sales to Government agencies dropped from 8.0% to 6.4%. Orders 
averaged $16.19, as compared with $15.20. 


Western States 


Registering a large increase in the size of the average order received, 
the Western States Indicator jumped from 107.0 in April to 119.0 in 
May. Government sales accounted for 7.0% of the total. Orders aver- 
aged $25.00. 





Pacific Coast States 


Refusing to stay within even the enlarged bounds of the chart, the 
Pacific Coast Indicator for May hit 140.8, against 136.9 the previous 
month. Government orders amounted to 9.3% of the total. Orders 
averaged $26.42, as compared with $23.40 in April. 
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NEWS 
TO YOU 


Two New Lines of 
Adjustable Wrenches 


by 
WILLIAMS 


NEW DESIGN 
NEW MATERIALS 
NEW PERFORMANCE 


WILLIAMS, the best known name in wrenchdom, 
enters the adjustable wrench field with two new 
lines . . . Chrome-Alloy and Carbon Steels. A 
sure-fire sales and profit opportunity for you. 
New design! Square shoulders on jaw shank pro- 
vide positive bearing against working stress—per- 
mit thicker, stronger “web” without increasing 
head thickness. New materials! 


/ Williams’ Adjustable (Carbon Steel) 
(1) Wrenches are drop-forged from a special, 
strong, tough steel—accurately heat-treated for 
uniform, dependable strength. Five sizes, 4, 6, 
8, 10 and 12 inches now ready in natural polished 
steel finish. 


Place your order for these sure big sellers NOW! 


J. iH. WILLIAMS & CO. 
75 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and 
Alloy), Detachable Socket Wrenches, “C” Clamps, Lathe 
Dogs, Tool Holders, Eye Bolts, Hoist Hooks, Thumb Nuts 
and Screws, Chain Pipe Tongs and Vises, etc., etc., ete. 


Os 


ADJUSTABLE 
WRENCHES 
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POWER TRANSMISSION 


Another Twin Cities Hit 
@®The R. G. 
Minneapolis, 


Staude Company in 
Minn., is today an 
outstanding example of the prin- 
ciple of driving by production 
groups in a jobbing machine shop. 
Recently the president of the com- 
pany was about to make the shop 
100 per cent unit drive operation. 
W. H. Erskine, president of the 
Twin Cities Power Transmission 
Club, got the ear of the master 
mechanic and sold him, lock, stock 
and barrel, on the M.G.D. idea. 
The master mechanic in turn went 
to his president, and with a com- 
prehensive array of facts and 
figures, sold him the idea of an 
investigation. The investigation 
was made, and unit drive weighed 
carefully in the balance with 
M.G.D. M.G.D. won. 

Smart business, there! Mr. 
Erskine made a good friend and 
formed a powerful ally in the 
master mechanic—the man who 
can make or break any system in 
the shop. The master mechanic 
played for an unbiased investiga- 


CLUB NEWS 


Conducted by 


VICTOR A. HANSON 
Chief Engineer 
Power Transmission Council 


tion. When you can get that in 
any plant, nine-tenths of your sell- 
ing job is done—for M.G.D., 
wherever it can properly be ap- 
plied, contains inherent advantages 
that outweigh any other system. 


Here’s a New Haven Yarn 


@® Chuck Wallace, Secretary of the 
Connecticut Power Transmission 
Club, writes in about a good piece 
of work done in the home of Eli 
Yale. One of the biggest New 
England manufacturing plants had 
been going progressively to unit 
drive. An engineer in the plant 
saw our advertising and wrote in 
for a Red Book. Chuck delivered 
it forethe Conneéticut Club and 
took the opportunity to preach the 
whole gospel of M.G.D. The engi- 
neer asked for three more Red 
Books, and passed the story on. 
Very shortly thereafter the Gen- 
eral Manager, impressed with the 
economy ideas expounded by the 
Red Book, issued definite orders 
that no further equipment changes 
or additions should be made in the 





A recent dinner meeting of the Twin Cities Power 
Transmission Club, president W. H. Erskine presiding. 
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H. V. Adams, Lewis Supply Com- 
pany, practiced with a ten-gallon hat 
at Memphis in preparation for a 
Texas Centennial visit. 


plant until the engineering depart- 
ment submitted detailed reports 
showing whether group drive or 
unit drive operation would yield 
the best results. 

Later, when the Modern Group 
Drive Demonstrator visited New 
Haven, it was taken to this plant 
and twenty men whose opinions 
would be influential in deciding the 
problems of machinery drive, were 
given a complete demonstration, 
with individual copies of Red 
Books, Demonstrator folders, and 
appropriate case studies. Chuck 
says that every drive problem in 
this plant today is examined with 
the utmost care. 


The Memphis Cotton Oil 
Convention 


@ Regional Engineer Clendinning 
responded to the second invitation 
we have had from the Tri-States 
Cotton Seed Oil Mill Superin- 
tendents’ Association to show the 
Demonstrator, by taking this 
miniature laboratory to the Con- 
vention at Memphis, Tenn., May 











2,994,303 
ADVERTISEMENTS 
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‘ June — July issues of 30 leading national magazines 

and trade publications — the copies on the desks of your 

customers and prospects right now — are featuring the 

following Goodyear Mechanical Rubber Goods Products 
in their specific fields: 














STEAM HOSE COMPASS BELT (Machine shop) 
ad COMPASS BELT (Lumber mill) CONVEYOR BELT (Brick and clay plant) \ 
SUCTION HOSE Vv BELT 
FIRE HOSE (Forestry service) COMPASS BELT (Oil well) 
COMPASS BELT (Paper mill) NEWSPAPER BLANKETS 
AIR HOSE INK ROLLERS 
ROTARY HOSE GARDEN HOSE 
COMPASS BELT (Textile mill) PLIOWELD TANK LINING 
CONVEYOR BELT (Coal mine) FRACTIONAL H.P. V BELTS 
FIRE HOSE (Refinery service) COMPASS BELT (General power service) 
*GASOLINE HOSE RAILROAD AIR HOSE 
\ G.T.M. PLANT ANALYSIS 










HIS is how Goodyear supports its distributors — 
pers consistent bullseye advertising aimed at every 
industry — month after month. That is why Goodyear 
Mechanical Rubber Goods are one of the first three 
profit-makers among all the supply lines handled by 
many leading distributors — year after year! 


A GOLD MIN 
EF 
SOODYEAR DISTRIBUTORS 


S rd = —eve : 
4, tion 7,289 %ta- 





m your 
territory uses 






Several lengths 
of gasoline 
hose, Get this 
business with 
Goodyear Style 
: —the longest. 
wearing g£aso0- 
ine hose built! 






If you are a Goodyear Distributor it will pay you to 
tie-in with current Goodyear advertising by featuring 
the products listed above — now! If you are not, your 
territory may be open — for information, write Good- 
year, Akron, Ohio, or Los Angeles, California. 
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DIETZ 


LANTERNS 





UNIVERSAL DEMAND! 
YEAR-ROUND SELLERS, 


Dietz Red Lanterns afford thorough | 
protection to both contractors and | 
traffic, when used as danger signals on| 
construction work. No other device) 
used for this purpose compares with 
them for low cost and economy of main- 
tenance. 


You doubtless sell Dietz Lanterns with- 
out thought or question of their quality 
and co wrt You know these 
lanterns are always O. K., and so does 
your customer. 


It is this generations-old reputation for 
reliability that gives Dietz Lanterns out- 
standing leadership—creates universal 
demand—makes them the best sellers 
and most profitable to handle. 


If your customer wants Highway Torches | 
you can sell him Dietz Torches with! 
equal assurance that none better are to 


be had. 





R. E. DIETZ COMPANY 


NEW YORK 
MAKERS OF LANTERNS FOR 
THE WORLD . . . FOUNDED 1840 


| 
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Herbert H. Stalke of the Safety Belt 
Lacer Company thought the M.G.D. 
Demonstration at Memphis was ex- 
tremely interesting. 





21-23. He got a truly royal recep- 
tion, and our conquest of the cotton 
seed oil industry becomes more sure. 
Some of the members of various 
Power Transmission Clubs attend- 
ing this Convention are shown in 
the pictures reproduced here, taken 
by Wayne Davies of the Chicago 
Club with his candid camera. 


Two Votes from Allentown 


@Somewhat belated, but encourag- 
ing nevertheless, are these items 
to the credit of the Lehigh Valley 
Power Transmission Club: 

In the early winter The Sarco 
Company, manufacturers of steam 
traps, valves, etc., moved into a 
new plant at Bethlehem, Pa. With 
the exception of a few special 
purpose machines properly oper- 
ated by individual motors, the en- 
tire new plant is Modern Group 
Driven. C. S. McElyea of Wm. H. 
Taylor Co., Allentown, was the Club 
contact man, and evidently did a 
swell job. 

Sterling Silk Glove Company 
(division of Julius Kayser Co.) at 
Allentown has built a three-story 
addition to the old plant to house 
160 circular knitting machines. 





These machines are assembled in 
10 groups of 16 machines each, 
with one 5 hp. motor to each group. 
The drives are M.G.D. throughout. 


Detroii—and the Automotive 
Industry 


® The Detroit Club has come to its 
feet with a bang and is making a 
very thorough study of the pos- 
sibilities of breaking through the 
tough shells of the big automotive 
manufacturers. Plans are being 
laid to merchandise the M.G.D. 
idea to them in earnest. Already 
one of the largest plants has in- 
stalled modern group drives in two 
departments. The results have 
been (as we prophesied) very 
satisfactory. The influence of 
this, together with the concerted 
drive by the Detroit Club mem- 
bers, should turn the tide. 


An Orchid to Atlanta 


@An Atlanta Club member talked 
“drive economy” to one of his 
industrial customers. The customer 
was skeptical. The salesman kept ° 
on talking until he made a dent. 
Finally, the customer’s plant engi- 
neer asked the Georgia Power 
Company to make a load test on 
the entire unit driven plant. 
Shortly after the power company 
engineers reported that, although 
the power supply was only what 
the unit drive set-up demanded, it 
was sufficient to run three plants 
of that size if properly applied. 
The engineers’ report also stated 
that the power bill would be re- 
duced $2,400 a year if Modern 
Group Drive were installed. As a 
result, the Atlanta Club member 
who started the argument shared 
largely in the orders for the in- 
stallation of Modern Group Drive 
throughout the entire plant. 








A recent meeting of the Chicago Power Transmission Club. 
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AN INVITATION 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 





WISH EVERY ONE OF OUR CUSTOMERS could see for himself 

the great progress we have made in the production of Coated Abrasive 
materials! And this progress has been continuous throughout the depres- 
sion years. There must be a reason! 


During the past four years we have added two large buildings and 
are now constructing a third, which will add another 16 thousand square 
feet to our already formidable plant. 


Many new machines have also been installed during this period, but, 
now, we are compelled to add an entirely new 
making unit, which will more than double our 
present capacity. Again, there must be a reason! 


The reasons are not hard to find—more 
satisfied customers—increasingly-greater vol- 


3 
3 
5 


CusTon 


ume—expansion of our merchandising facilities 
—more salesmen and service men—establish- 
ment of six new warehouse stocks in important 
trade centers—and, last but not least, our 
determination to deal fairly with those who 
use our products and those who merchandise for us—to supply them with 
the highest quality goods at right prices and with ample margins to pay 
for their services. 





We extend a cordial invitation to our customers to 
visit our plant—it.is one of the latest, most up-to-date 
and efficient units in the industry—every foot of it breeds 
confidence in the product. 











E. B. GALLAHER: 


CLOVER MANUFACTURING COMPANY Clover Mfg. Co., Norwalk, Conn. 


You may send me, without obligation, samples of: 


NORWALK, CONN,., U. S. A. 


SANDPAPERS 
METAL-WORKING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 





Name 


CLOVER GRINDING AND LAPPING COMPOUNDS Address 


Character of Business 
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Diversified Lines Handled by 


Southern Distributor 


@ In addition to a general line of mill 
supplies and industrial hardware 
handled by Bluefield Supply Com- 
pany, Bluefield, West Virginia, the 
company operates three subsidiary 
companies, two of which handle 
heavy road and railroad equipment 
for contractors and industrialists, 
and one subsidiary which operates 
seven retail hardware and furni- 
ture stores in the southern part of 
West Virginia. 

The Roanoke Tractor and Equip- 
ment Corporation of Roanoke, Vir- 
ginia, recently organized by the 
company, is in charge of W. H. 


The trailer of the Wood Shovel and Tool Company, which was stationed out- 
side the plant of the Knapp Supply Company, Muncie, Indiana, during its 


recent industrial show. 


The gentlemen in the picture are (left to right) 


Messrs. Lynch and Hardin of Wood Shovel; W. C. Hand, secretary and treas- 
urer of Knapp Supply; Wilbur Price, salesman; T. J. Williams, manager, mill 
supply department, and W. E. Price, president of Knapp Supply. 


Mclihany, general manager. 
Charleston Tractor and Equipment 
Corporation, Charleston, West Vir- 
ginia, in charge of H. D. Anderson, 
sells tractors, compressors, shovels 
and other heavy machinery to rail- 
road and highway contractors. The 
Clark Hardware and Furniture 
Company, the retail organization, 
is in charge of E. J. McQuail, 
superintendent. 

Bluefield Supply operates in an 
office building and warehouse with 
two additional warehouses in Blue- 
field. A shop has recently been set 
up for the convenience of contrac- 
tors and industrialists. This shop 





contains all modern equipment. 
Among the lines added by Blue- 
field in the past year are Link-Belt 
stokers; Hotpoint refrigerators; 
Commercial truck bodies and 
Blackstone washing machines. 
The officers of this progressive 
distributing house are W. A. 
Richards, chairman of the board; 
Lon M. Rish, president; W. L. 
Thornton, vice-president; J. Taylor 
Frazier, treasurer, and C. E. Taylor, 
secretary. S. G. Rogers, sales man- 
ager, is in charge of sales and 
merchandising on Philco radios, 
Blackstone washers, Hotpoint re- 
frigerators and Link-Belt stokers. 





Six shots made at the dinner for presidents and ex-presidents of the three associations at the Atlantic City convention. 
Here, off guard, you have in one group the men who have been industry leaders for many years 
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When foot steps carry you toward the office of 
a buyer of industrial rubber goods it is reassur- 
ing to know you are going to talk HEWITT. 
For HEWITT is a nationally recognized leader 
in the production of industrial rubber goods 
and buyers look to HEWITT for advanced de- 


sign and construction. To aid and co-operate 


BUFFALO 





CONVEYOR AND TRANSMISSION BELTS 








with the efforts of distributor salesmen, HEWITT 
has a highly efficient field organization and a 
titantic advertising program is driving home 
HEWITT superiority to every industry. If you 
are seriously interested in increasing your vol- 
ume of industrial rubber goods sales why not 


write us about the HEWITT profit franchise? 


PACKING 
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NEWS 


Buffalo Distributor 

Increases Sales Staff 
@R. C. Neal Company, Incorpo- 
rated, Buffalo, New York, reports 
that due to increased business the 
past year, two outside salesmen 
were added to the sales staff. In 
addition, four inside employees 
were added in the Buffalo office and 
two additional inside employees 

added to the Rochester staff. 
The company further announces 


ATKINS METAL CUTTING SAWS that the floor space of its Rochester 
office has been doubled. 


Adds Oil Burner Line 


y @® Frontier Water and Steam Sup- 

! here Wi ll be ply Company, Buffalo, New York, 
has taken on the line of Peter- 

Nokol oil burners and will dis- 


new Champions | ‘ieee 


New Lines for 


. . . this summer at the Olympic Games. Those Steinman Hardware 


who win will not be just lucky . . . they have @Steinmen Hardware Compeny 


trained for this crucial test. They will deserve Lancaster, Pennsylvania, has 


their championship. added the lines of Gates belts, Thor 
drills and pneumatic tools to its 


Atkins, too, has won its championship. Atkins | line of industrial supplies. 
Silver Steel Hacksaw Blades, Metal Bands and ern ns se 
Circular Saws stand the crucial test . . . they stay 

in action longer, cut easier, faster and better. 





To you this means greater acceptance . . . easier 
selling . . . extra dollars and cents profits. . . 
plus satisfied customers. In addition, you are 
always protected by Atkins guarantee of satis- 
faction. E. C. Atkins and Company, 420 So. 
Illinois Street, Indianapolis, Indiana. 


SILVER STEEL 


aL 


ATKINS 
, AAA: ort 
fi 





‘fins t, 
FREE KN 
Salesmen’s ATKINS 
Catalog 


pages, 

sales helps. Bayside Hardware Company of Ever- 
ett, Washington, has more than one 
string to its bow. In addition to the 
industrial and marine supply depart- 
ments, it maintains a well equipped 
7] | machine shop and a welding shop. 
ATKINS Silver Steel SAWS re a ie: ee oe 
| left, beside Zean Wilson, machinist’s 
A FAMILY OF CHAMPIONS helper. Between and beyond is W. E. 

Clark, welder. 
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Just try to tell him 


that all bolts are the same! 


HERE'S no one better qualified to speak on the sub- 

ject of the fit of the threads on nuts and bolts than the 
man who is constantly putting them together in assem- 
bling machinery. Here an imperfect thread or a slight 
burr on either part means lost time—lots of it. There’s 
a big difference between running a nut down easily by 
hand and forcing it down laboriously with a wrench on 
the nut and one on the bolt-head. 

Bethlehem Bolts and Nuts are produced with meticu- 
lous care and attention to the details of manufacture 
that make them real time- and money-savers on assem- 
bly work. The close supervision of men who know bolt 
manufacture as only men can who have spent their lives 
in the work results in bolts and nuts that almost fall 


together—though fitting with the precision demanded 
by the most exacting specifications. 

And this is only one of the reasons why users of bolts 
and nuts find Bethlehem such a satisfactory source 
of supply. 

Bethlehem’s Lebanon, Pa., Plant is geared to make 
quick shipment, with a warehouse stock of over 3500 
standard items and many more “specials,” 

If special physical properties are required, Lebanon 
Plant can call on all the knowledge, skill and experi- 
ence of a great steel-making organization for the requi- 
site materials. 

In Bethlehem’s Lebanon Plant you will find all of 
the elements of a highly satisfactory source of supply 
for bolts, nuts and related products. 


BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 
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Ruggedly Built to Stand Up to 
Severe, Continuous Service! 


The power-paths of industry are not alone visible in 


plants but chart their regular or irregular courses on 
production costs records as well... For few other 
factors are more pronounced in the final accounting 
than the equipment which transmits power from its 
source to the production machines . . . Dodge Rolling 
Bearings have long been serving all branches of in- 
dustry under all conditions... They are rugged, sturdy 
and reliable and able to absorb the shocks which make 
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A close-up view of 
@ Dodge Rolling 
Bearing installation. 


:- 


ordinary bearings grow "feeble" pre-maturely .. . 


TP 
‘ ay 
— 
m cy > ¥ 
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Dodge includes over 1800 types and sizes of bearings 


— 


a as - Paar 


in its standard line .. . There is a type of hanger bear- 






st ing, pillow block or unit mount for every service . .. E 
For normal or heevy service, for excessive dust or py 

in water conditions there is a Dodge Rolling Bearing de- : 

= signed and built for the job... They all come ready to FE: 

ad install on a shaft... Dodge manufactures a complete : 

" line of power transmitting equipment — "The right 

its drive for every job." 

cs DODGE MANUFACTURING 

in- CORPORATION 

dy Mishawaka, Indiana, U. S. A. 

ike 





Copyright 1936, D. M. Corp. 
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z 
Wipy, 
a l/; X 
A complete new cata 4) Baht | 
6 - x 
é There is Added logue of Dodge Rolling y MY 
= ies Value in the Name Dodge _ Bearings is now ready v4 
* 4 eo. for mailing. A copy will , 


ot tee APM. TF : 
SSE EP ea F be sent on request, 
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No industrial buyer can obtain Allen screws at a lower price 
than he pays the Allen Distributor. 


This policy of Distributor protection has given Allen the 
predominating distribution which, by carrying the line into 
practically every plant in the country, has reacted with ever- 
increasing demand on the Distributor. 

This policy, moreover, has established in the minds of in- 
dustrial purchasors the conviction expressed in a recent survey, 
that “we pay Distributors’ overhead anyhow, so we should use 
their facilities.” 

The Allen re-sale price includes the margin of profit for 
Distributors regardless of whether the order is direct-to- factory 
or through a Distributor. 

The Distributor gets his discount either way, so the sensible 
way is to use the Distributor’s service. 


THE ALLEN MEc. COMPANY 


HArrrorn, Conn. U.$.A. 
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EAVES 


Seggel Heads 
Dodge-Newark Supply 
@L. L. Seggel has been elected 
president and treasurer of Dodge- 
Newark Supply Company, Incor- 
porated, Newark, New Jersey, suc- 


L. L. SEGGEL 


who 
recently died. Mr. Seggel served as 


ceeding Charles S. Reeves, 


secretary-treasurer since early 
1929, prior to which time he was 
branch manager of the Newark 
branch of Dodge Manufacturing. 
Corporation. 

Donald M. Jones, formerly of 
Wilcox-Slidders and Jones, Incor- 
porated of Newark, has joined the 
sales staff of the company. 


New Catalog Issued by 
Slip-Not Belting 


@ An 80-page catalog is now being 
distributed to the industrial trade 
in the Kingsport territory by Slip- 
Not Belting Corporation, Kings- 
port, Tennessee. 

This new catalog features the 
leather products manufactured by 
Slip- Not, including Slip-Not 
water-proof leather belting, Clear- 
hide leather belting, Nuform check 
straps, Balanced loom pickers, Slip- 
Not strap leather and lace leather. 

A portion of the book is also de- 
voted to the products of the manu- 
facturers represented by the com- 
pany, namely, B. F. Goodrich 
Company, Clipper Belt Lacer Com- 
pany, Link-Belt Company, Fair- 
banks Morse and Company, Rock- 
wood Manufacturing Company, 
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“Those Tonean lron Sheets 
have saved me real 


money. Thanks for 
the tip, John 


4 3 | 
shes sees ! Cg IEG Iy /, 
LS f ff / . 


Ne 


Those are mighty sweet words to hear if you’re at the other end 
of the ‘phone — for they mean a happy, satisfied customer, and 
that’s the kind of customers that build a prosperous business. 

Many a new customer has become a steady customer — many 
an old customer has become a better customer because of a COPPER 


MO-LYB-DEN-UM 


little bit of helpful advice, such as, ““Why not use Toncan Iron?” IRON 





And here’s the reason: Toncan Iron is an alloy of refined open- 


There's a Republic sheet for every degree 
hearth iron, copper and molybdenum. It resists rust better than of corrosion-cesiomace—plain carbon steel, 
copper-bearing steel, copper-bearing iron, 


° —— . oe Toncan Copper Molybdenum Iron and 
any other ferrous material in its price class. Its first cost is just a Enduro Stainless Steel. 


little more than ordinary sheet metal, but it 
saves money in the long run because it lasts 


=n Republic Steel 


If you would like to stock rust-resisting 


Toncan Iron Sheets, write us for com- is O R P O R A T | O N 


plete detailed information. GENERAL OFFICES: -CLEVELAND, OHIO 


VISIT THE REPUBLIC EXHIBIT AT THE GREAT LAKES EXPOSITION, CLEVELAND, OHIO, JUNE 27-~OCTOBER 4 


When writing Republic Steel Corp. for further information please address Department M8. 
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These Saws 
Sell Easier ; 
Because They /; 
Cut Easier 





CRESCENT GROUND 
CROSS-CUT SAWS 


Superiority guaranteed. These saws will cut ten per cent more 
timber, same time and labor being used, than any other brand 
of Cross-cut Saw. 


Write for Cross-cut Saw Catalog and Prices. 


SIMONDS 


SAW AND STEEL COMPANY 











1350 Columbia Road 127 So. Green St. 
Boston, Mass. Chicago, Ill. 
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S.K.F. Industries, Armstrong 
Machine Works, Reading, Pratt 
and Cady Company, Chase Brass 
and Copper Company, Clayton 
Mark and Company, John A. 
Roebling’s Sons Company, Globe 
Stainless Tube Company, E. C. 
Atkins and Company and Linde 
Air Products Company. 

In addition to illustrations of the 
different types of units, tables of 
service factors, price-lists and 
dimensional data are contained in 
the catalog. 


Adds Hoist and V-Belts 


® Muskegon Hardware and Supply 
Company, Muskegon, Michigan has 
added the lines of Coffing hoists, 
Gates V-belts and Maurey V-belt 


| pulleys to its line of industrial 








supplies. 


Expands Sales Force 
and Lines 


@The following salesmen have 
been added by the Sawtooth Com- 
pany, Boise, Idaho recently: 

J. E. Parson, former superinten- 
dent of ore concentration, mill de- 
sign and erection throughout the 
west; R. D. Cook, for many years 
with American Hoist and Derrick 
Company of St. Paul, later operat- 
ing his own structural business; 
R. G. Neider, formerly foreman of 
machine shop at Baker, Oregon; 








L. R. Niep, purchasing agent for 
Great Lakes Supply Corporation, 
Chicago. From the above it looks as 
though “Hollywood” has moved to 
Chicago, as Mr. Niep looks as though 
he might be a contender for the title 
| of the movies’ best-looking “gentle- 
| man.” 
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FIG. 375 
WHITE STA 





. FIG. 102 
i WHITE STAR 
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BRONZE AND IRON 


Medium pressure bronze and iron valves 





@ Fundamentally for water, steam, air, oil, or gas lines! 


correct design. Their dependable performance and mini- 


@ Precision in man- 


nssliile” processes mum upkeep appeal to the engineer! 
r . 


That's why he continues to specify Powell. 
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POWELL VALVES 


TOE Oe. POWELt CO. Cl RRR RATI, OH ED 


@ Thorough inspection 
of workmanship. 


@®Renewability 
of wearing parts. 











MEDIUM PRESSURE VALVES 


| 














“Any possible 
comparison 
would favor 





American 


Hand Trucks” 





7 IS 
A statement like this pleases 
us—and should interest 
any man who buys hand 
trucks. It was made by 
the Philadelphia & Norfolk 
Steamship Company on the 
basis of actual experience 
with nearly 400 American 
Pressed Steel Hand Trucks. 
“The service on our piers is 
unusually severe,” writes this user of “American” trucks. ‘We 
transport freight of almost every character, and we use our trucks 
for all sorts of purposes. Although these trucks are light in weight, 
well-balanced and easy running, they stand up well under the 
most severe conditions of service and we assure you that any 
possible comparison either of maintenance costs or length of 
truck life would be greatly in favor of ‘Americans’.”’ 


There is an American Hand Truck to meet your particular 
material handling needs. The sooner you standardize on it—the 
greater your savings. Write today for the American Hand 
Truck Catalog and make your selection. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave., Philadelphia, Pa. 





The labor saving, 
floor saving, rubber- 
tired, roller - bearing 
“American” hand 
truck wheel. 











PRESSED STEEL 


HAND TRUCKS 
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W. K. Shepherdson; Arthur C. 
Tracy; A. L. Veder and J. W. 
Tremaine. 

New lines added by the company 
are Gear Grinding Machine Com- 
pany, Cleveland Tractor Company, 
Reynolds Metallation, Fordson 
Tractor, Rucksteel two-speed axle, 
Galion all steel bodies, American 
LaFrance equipment, DuPont de 
Nemours paints and _ Link-Belt 
stokers. 


Hieronymous Advanced by 
Barrett-Christie 


@J. W. Hieronymous has been re- 
cently appointed manager of the 
engineering department of the Bar- 
rett-Christie Company, Chicago, 
and in this capacity will supervise 
the engineering activities of the 
company. 


J. W. HIERONYMOUS 


The advancement is considerable 
of a compliment to Mr. Hier- 
onymous inasmuch as he has been 
with the company as a sales en- 
gineer for only a little more than 
a year and a half. He was for a 
number of years with the Western 
Electric Company, and previously 
had been a consulting engineer, so 
he is well equipped for his new 
post. 

The Barrett-Christie Company, 
which is a distributor of a number 
of leading steam specialty lines in 
the northern Illinois area, has 
made noteworthy progress in this 
field during the last several years. 
Among the lines handled are Arm- 
strong steam traps, Mason-Neilan 
regulators, Johnson return traps, 
“Electrap” pumps and instant hot 
water heaters, Warwick - Bender 








Ly, 
er 


as 
nis 
rs. 


lan 
ps, 
hot 
der 








UMI 








Tension Control Motor Base |" 


AMERICAN 











requires 








71% Less 

















Initial Belt 
Tension 

































200 Ibs. 
Tension”) Open Drive 
No Base 200 
Constant Ibs 
Tension 
150 Ibs. 
131 Ibs. 
100 Ibs. 
American Pe co i American 
Base wes B. 
ase 
WoBuse Controlled 
Tension 
NO LOAD 2 
Belt Tension 58 00 0 'b 58 Ibs. 
Bearing Pressure 57 195 . 
Tension} 
FULL LOAD 
Belt Tension 131 200 
Bearing Pressure 128 195 
No Load Full Load Peak Load 
PEAK LOAD The test results of the American Ten- 
Salt Tendon 200 200 sion Control Motor Base obtained at 
taoring Pressure og ag pe 











It can be seen that in the tests recorded 
above, at ‘‘no load” the American 
Base showed a reduction of 71% in belt 
tension and bearing pressure. At ‘‘full 
load” the differential was 34%. Yet at 
“peak load” the American-equipped 
drive delivered positive, non-slipping 
power. The Tension Control Motor Base 
responded to the unusually heavy load 
and provided the correct belt tension 
to handle it. 


These results on a 7/2 H. P. spinning 








frame drive furnish new conclusive evidence of the higher overall efficiency 


delivered by American Short Center Drives in the textile field. In other types 
of installations the savings are equally spectacular. Reduced belt tensions 
and bearing pressures assure real savings in any industry in increased 
belt and bearing life, as well as reduced power consumption and 
maintenance expense. This superior performance cannot be duplicated by any 


other type of short center drive / 

















Write today for complete information. If you want to 
make a demonstration of the American Tension Control 
Motor Base in your own plant—for your own satisfaction 
and saving—we'll gladly send you a base on approval. 


everywhere. 





The tests described above were 
conducted at Swarthmore College 
by The American Pulley Com- 
pany, in co-operation with the 
College Engineering Department. 


MERICAN 


PULLEY COMPANY 


4200 WISSAHICKON AVE. 


PHILADELPHIA, PA. 


MILL SUPPLIES @ JULY 1936 





57 














| liquid level controls, Hancock valve 
: | gauges, thermometers and so forth. 
eteete ~s | Another fairly recent comer to 
| the company’s engineering depart- 
| ment is Thomas W. Brazier, who 
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Memphis Supply Houses 
Exhibit in Machinery Show 


[sate @The mill supply houses of Mem- 
| Googyntbatie | phis, Tennessee, took an active 
| division, eo, | part in the machinery exposition 
j Packing and | held in Memphis on May 21, 22 
- 'and 23. Among the distributors 
Supplies, Incor- 


Visor ats th 
thom cat viele | were Industrial 

n beh ; 
Langdon, qi, | porated, Riechman-Crosby Com- 
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3ED Screws, Beep . press | pany, Lewis Supply Company, 
and generat | J- E. Dilworth Company and 








| Pidgeon-Thomas Iron Company. 
| All of these companies had large 
| exhibit spaces, with manufac- 
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| the line of Pomona deep well tur- 
bine pumps to its line of industrial 


Laie Foe 


schitins 


| supplies. 


WRITE 
HOLO.kROmeE 
Today! 













and Now Add 
The key men of Briggs-Weaver Ma- 


. 
T E N- T O R Te st H n g | chinery Company, Dallas, Texas, took 
| time out to pose for Mill Supplies’ 
> / | photograph. They are (standing, left 
Some Progressive Platform! |e saw) w. p. Boyd, manages of 
| the pump and motor department; 
J. B. Dale, a director of the com- 
pany and member of the general sales 
department; Don E. Dale, secretary- 
| treasurer and L. O. Ballard, cashier. 
| Seated: M. Edward Hagan, manager 
| of the heavy machinery department 
and H. R. Perkins of the general 
sales department, who just completed 
| 30 years’ service with the company. 
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AMONG THE PLUS -- FACTORS IN BETHLEHEM PIPE 


We don’t hurry 


in making 


Bethlehem Pipe 


BETHLEHEM Pipe isn’t made in a hurry. Pro- 
duction moves along at a steady, even pace. 
This is one of the reasons for the presence 
in every length of the plus factors that make 
Bethlehem Pipe so economical to install 
and so satisfactory in the service that 
it gives. 

But when it comes to making shipments, 
that’s a different story. It is regular practice 
to make shipments of Bethlehem Pipe, from 
the large mill stocks that are constantly main- 
tained, within 24 hours of the receipt of the 


but we do in sep 








order. When the occasion demands, many 
shipments are made on the same day that 
the order is received. 

These ample mill stocks are assurance to 
distributors and users that they can get 
Bethlehem Pipe when they want it—an im- 
portant plus factor in service to match the 
plus factors to be found in the pipe itself. 
BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District 
Offices at Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, 
Cincinnati, Cleveland, Dallas, Detroit, Honolulu, Houston, Indianapolis, 
Kansas City, Los Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, 
Portland, Ore., Salt Lake City, San Antonio, San Francisco, St. Louis, 


St. Paul, Seattle, Syracuse, Washington, Wilkes-Barre, York. Export 
Distributor: Bethlehem Steel Export Corporation, New York. 


BETHLEHEM STEEL COMPANY 
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NEWS 


Former “Champ”’ Sells 
Industrial Supplies 
@Guy C. (Bill) Harden, brother 
of Charles H. Harden, Chas. H. 


Harden and Company, Seattle, 
Washington, is now vice-president 


Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


‘Hallowell’? Work-Bench of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven’t done so. 

The “HALLOWELL” Line is an _ honest-to-goodness 


money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 





G. C. HARDEN 


and sales manager of that com- 
pany. He also has an active list of 
customers who insist on buying 
their industrial supplies from him 
personally. 

Back in 1920 he had a totally 
different line of customers, for at 
that time he was the professional 
welter-weight champion of the 
Pacific Coast. He fought under 
the name of Billy Wright, and took 
on the best of them coming up 
and going down, including Bat 
Nelson and Kid Herman. He was 
never knocked out and lost only 








OUR BEST SELLERS 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 


“HALLOWELL” Steel Work-Benches four decisions. 
Semi-Portable 


HALLOWELL” Steel-Wood Work-Bench In the accompanying photo- 
i. ”” Steel- ork-Benches é : : 
“HALLOWELL” Steel-Wood Work-Tables graph, the one time Billy Wright 











“HALLOWELL” 
“HALLOWELL” 
“HALLOWELL” 
“HALLOWELL” 
“HALLOWELL” 
“HALLOWELL” 








Steel Bench Drawers 
Steel Chairs 

Steel Stools 
Foremen’s Desks 
Steel Shop-Furniture 
Steel Floor Trucks 


“UNBRAKO” Hollow Set Screws 

“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 

“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 






































is presented as he looks today, in 
characteristic pose, as near as he 
can remember the pose. This is 
done for the purpose of “feeling 
out” the eastern contingent of 
MILL SUPPLIES readers. 


New Lines for Valley 
Foundry and Machine Works 
@The following new lines have 


been added to the stock of in- 
dustrial products handled by Valley 


Foundry and Machine Works, 
STANDARD PRESSED STEEL CO. Fresno, California: Rockwood 
TRNCnEs erry) paper pulleys, Bond casters, Gar- 
BOSTON JENKINTOWN, PENNA. NEWYORK lock packing, Yale and Towne 
DETROIT Box 519 ST.LOUIS hoists and Cling-Surface belt 
dressing. 
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Vogt 


drop forged steel 


SMALL GATE VALVES 
Still the Greatest 
VALUE 











‘VOGT DROP FORGED — Your Best Sewice Gurnee 
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HENRY VOGT MACHINE CO., Inc. 


LOUISVILLE, KENTUCKY 


NEW YORK PHILADELPHIA CLEVELAND DALLAS 
CHICAGO CINCINNATI KANSAS CITY - 
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Whether for... 


— coolant 

— hydraulic systems 

— maintaining pressure 
— forced feed lubrication 
—or general circulation 


Se ll Brown & Sharpe Pumps 
for dependability — Geared, 
Vane and Centrifugal— including 
Motorpumps for Horizontal or 
Vertical Mounting. 


Alert dealers will profit by asking for com- 
plete pump catalog, including data, per- 
formance charts, etc. 


Brown G& Sharpe Mfg. Co. 


Providence, R. I. 
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RENE 


To Distribute SKF Power 


Transmission Appliances 


| ®The Strong, Carlisle and Ham- 
| mond Company, Cleveland, Ohio, 

has been appointed distributor of 
| S.K.F. self-aligning ball bearing 
| power transmission appliances, 
| manufactured by S.K.F. Industries, 
| Incorporated, Philadelphia. 


Manufacturers Supply An- 
nounces Personnel Changes 


| @The following changes in per- 
| sonnel have been announced by 
| Manufacturers Supply Company 
| of Grand Rapids, Michigan: A. M. 
| Comey, who replaces John J. De 
Vries as purchasing agent, due to 
the death of Mr. DeVries on 
| May 28. 
| Arthur Leopold, former shipping 
| clerk has been promoted to inside 
| sales and C. A. DeBlaey has been 
added as shipping clerk. 
| The company has recently en- 
| larged its office and redecorated its 
store due to a pick-up in business 
| conditions during the past six 
months. 


Jennison Hardware 
Increases Warehouse Space 


@®The Jennison Hardware Com- 
pany, Bay City, Michigan, has 
added 144 feet to its steel ware- 
house, thereby increasing its build- 








It’s a common thing for S. D. Conant 
and S. A. Boedeker of the Sligo Iron 
Store Company, St. Louis, to get to- 
gether to go over sales problems, 
so this snapshot of the two is a 


| “natural.” Mr. Conant (right) is 


secretary-treasurer of the company, 


| while Mr. Boedeker is manager of 


industrial sales. 
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1F You SELL PERMITE READY-MIXED ALUMINUM PAINT 


HERE is no reason why your paint 

department can’t make a showing like 
that above —if you meet modern times with 
a modern paint. With Permite Ready-Mixed 
Aluminum Paint, you sell to a fast-growing 
market, and make your fair profit on 
every sale. 


In Permite you offer your customers a paint 
that greatly increases the use of aluminum 
paint because it is ready-mixed. No mixing 
on the job, no waste. Just open and use. 


One coat usually covers. Permite’s exclusive 
synthetic vehicle and vacuum-exploded pig- 
ment keep it brilliant and protective long 
after ordinary paints would fail. Best of all, 
Permite actually costs less “by the foot” than 
the average paint, because of its 50 per cent 
greater coverage. 


Look at your fast-growing aluminum paint 
market! Think how Permite can help you 
win it! Then write for full details of the 
attractive Permite Aluminum Paint Franchise. 


ALUMINUM INDUSTRIES, Inc. 
CINCINNATI, OHIO 


PERMITE“PAINT 


COSTS LESS “BY THE FOOT” 
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This Message UUdd scbbed loLun ken ame) 


Dishubulerss and Sha Salesmen. 





Recommend the “King-clip’’ 


And help Your Customers 


Save in Valve Maintenance 















BRONZE STEM 


BRONZE 
STUFFING BOX 


BRONZE GLAND 


BRONZE BUSHING 
(An Original 
Lunkenheimer 


Feature) 


DRAIN 
CHANNELS 
(An Original 
Lunkenheimer 

Feature) 


BRONZE DISC 


BRONZE 
SEAT RINGS 








Recommend the “King-clip” for the | 


many places where small gate valves 
are used. Your customers will appreci- 
ate the satisfaction this sturdy valve 
will give. The “King-clip” is built to 
stand up under hard usage. It’s the 


kind of valve they'll like to use—one that at the present time it is 


they don’t have to coddle. 


All internal parts are of bronze, in- 
cluding the bushing cast in the bonnet 





ager of the Corpus Christi, Texas 
branch of the Alamo Iron Works, 
San Antonio, and J. H. Mueller, as- 
sistant manager, against some scenic 
background across the street from 
the branch office. 





ing to 350 feet long by 100 feet 


| wide. 


The company also announces 


| carrying the largest and most com- 


(an original Lunkenheimer feature). | 
The drain channels in the bonnet are | 


likewise original with Lunkenheimer. 
The “King-clip” gives all the advan- 
tages of a good bronze valve with the 
added advantage of the rigidity of an 
iron body valve. 


able. 


All parts are renew- 


Iron Body Bronze Mounted patterns 
are for steam, oil, gas, air, water and 
gasoline lines—and the All-Iron for 
handling solutions which attack bronze 
but not iron. They'll stay tight—they’ll 
help lick the valve maintenance bug-a- 
boo. They’ll give the added long serv- 
ice life that means a tangible savings 
in dollars. 


Circular 504 fully illustrates and 
describes all “King-clip” gate valve 
patterns. Have you a supply for dis- 
tribution? 


THE LUNKENHEIMER SO 


“QUALITY 
CINCINNATI, OHIO. U.S. A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT. 318-322 HUDSON ST. NEW YORK 
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plete stock of steel in Michigan 
outside of Detroit. 


Riechman-Crosby Company 
Adds New Lines 


@The Reichman-Crosby Company, 
Memphis, Tennessee, has been ap- 
pointed exclusive representative for 
the lines of Chain Belt Company, 
Milwaukee, and Jeffrey Manufac- 


_ turing Company, Columbus, Ohio. 











Over-the-counter business always has 
been an important phase of the ac- 


| tivities of the St. Louis Machinists 


Supply Company, St. Louis, and Hade 
Rubelmann (left) president of the 
company, spends much of his time 
serving the trade. At the counter 
with Mr. Rubelmann (left to right) 
are M. Raatz, L. Ludwig and H. 
Miller of the inside sales force. 
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These Shovels Certainly Can 


"TEM, CROSS - 


INGERSOLL PROCESS STEEL 


is surprisingly tough, light in weight, and 
holds its cutting edge unusually well. 
Ingersoll Shovels are available in all 
types and grades for every purpose, and 
in a price range to meet competition. 
Round or square point, black or polished 
finishes. (The Alloy, A and B grades, 
heat-treated.) 


“A Borg-Warner Product” 


YOULL FIND THEM 
On the Jot 


"THE 


“Take it on the Nose” 


Here’s why they resist splitting and 

curling at the edges so much better 
All Ingersoll Shovels are made from TEM-CROSS Steel ...a specially 
processed steel rolled in our own mills. One of the outstanding qualities of this 
Steel is the interlocking mesh-grain structure obtained by two-way rolling. The 


finished product instead of having a one- way grain that splits and curls easily, has 
a cross-grain that enables these Shovels to “take it on the nose” in hard service. 


Send for new Ingersoll Shovel Catalog. Distributors are find- 
ing the Ingersoll Sales Franchise is increasingly valuable. 


Write for further information. Address Dept. MS. 


INGERSOLL STEEL & DISC DIVISION 


BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 


INGERSOLL SL 


NDEPENDENT LINE’ 
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HEAVY DUTY 


BIT BRACE 
for Industrial Use 


@ Maybe the men in your shop don’t make 
a habit of dropping tools from ladders to a 
concrete floor. But certainly the every-day 
tools come in for their share of hard usage. 


@ That’s why it pays to buy tools like this 
Stanley 923-A Bit Brace. It’s built and 
recommended for men who don’t “baby” 
tools. Unbreakable head and handle of 
aluminum. Ball bearing head is bronze 
bushed, steel reinforced. Box ratchet. 
Forged universal jaws. Nickel plated, 
mirror finish. 





® This same advertisement, running in 
current metal-working magazines, is sell- 
ing your customers on the true economy 
of quality tools. Making the Stanley Line 


easier and more profitable to sell. 
& ee 
STANLEY TOOLS, New Britain, Conn. 





STANLEY ano STANLEY-ATHA TOOLS 


NAIL HAMMERS SLEDGES RULES 
FARRIERS HAMMERS LEVELS 
MACHINISTS HAMMERS arate | ae PLANES 
BLACKSMITHS TOOLS COLD CHNSELS WOOD CHISELS 
COOPERS HAMMERS PUNCHES MITRE BOXES 
TINNERS HAMMERS BIT BRACES HAND DRILLS 
BRICKLAYERS HAMMERS SCREW DRIVERS ®8REAST DRILLS 
SOFT FACE HAMMERS STEEL SQUARES ANVIL TOOLS 
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= he. 


The Marshall Supply and Equipment 
Company, Tulsa, Oklahoma, under 
the direction of W. P. Marshall, Jr., 
president, has recently revamped its 
show-room and service counter, and 
a corner of the new layout is shown 
above. The men in the picture are 
D. C. Brooks (left) and W. H. South- 
wood. 





Barkley Heads 
Charleston Rotary Club 


@Rufus C. Barkley of Charleston, 
South Carolina, president of 
Cameron and Barkley Company, 
was recently elected president of 
the Charleston Rotary Club for one 
year. 

Mr. Barkley has just served 
as president of the Charleston 
Chamber of Commerce. 


Adds New Line 


@Williamson Supply Company, 
Williamson, West Virginia, has 
announced that it has added the 
Brownhoist line to its line of in- 
dustrial supplies. 





Charles S. Seamans, sales manager, 
The Bittenbender Company, Scran- 
ton, Pennsylvania, caught during a 
luncheon discussion at the recent At- 
lantic City convention. 
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A “Shelf item” 

delivered 
completely 

assembled 






Mail 
campaigns 


to Specific 
Groups 





Service 
Warehouse 
Stocks 





Journal 
advertisements 















throughout the 
country 










industries 


ALL INDUSTRIES USE THEM 





1. Compact design— 
Motor and pump in 
one unit. 

2. Operates in any posi- 
tion —no special 
foundation required. 

3. High efficiency — 
lowers power costs. 





A few MOTOR PUMP features 


4. Rugged construc- 
tion — it withstands 
severe and continu- 
ous service. 

5. Immediate delivery 
from the factory or 
branch warchouse 
stock. 











The MOTORPUMP is a big seller because it is an 
outstanding example of modern pump design, and 
because it gives the user a lot for his money. Every 
industry uses these pumps for one purpose or another. 

The MOTORPUMP is a highly efficient pump with 
a built-in electric motor. It is compact. It can be 
mounted anywhere and in any position without 
special foundation, and it is available with motors 
for all current conditions. 

Your salesmen will like to sell it because it is so 
easy to select the proper pump for any job, and be- 
cause all sizes and types are carried in stock for 
immediate shipment. Also because the unit is widely 
advertised in trade journals and by mail campaigns. 

Let us tell you more about these units. 
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Approved by 
Underwriters’ 
Laboratories 


(Neo. 6505R) 


Just One of a 
Complete Line 


McGILL Lamp Guards are 
made in a wide variety of 
types to meet every require- 
ment: Portable. Stationary. 
Wall type. With wood, rub- 
ber or metal handles — or 
without. Snap-on, slip-on 
or lock-on. All widely ad- 
vertised and backed by the 
world’s largest lamp guard 
manufacturers. All attrac- 
tively designed, priced to 
sell, with good discounts, 
and sold only through job- 
bers. 


WRITE FOR CATALOG 
(P.O. Box 669) 


==| MICGILL [= 


Lamp Guards 
ie 
Portable 


No. 650 


MSGILL 
Portable 


Lamp Guard 


with Rubber Hook Handle 


Here’s a robust, fine looking newcomer in 
the live McGILL line that is winning 
friends wherever it is shown—friends and 
profits both, for jobbers’ salesmen. The 
welded steel cage is made of No. 10 gauge 
wire, making it very strong. The rubber 
hook handle makes it handy to use in any 
kind of work. Fully up to McGILL quality 
in every detail. 


This new No. 650 series provides a 
wide variety of models—with or without 
reflector or switch, and for 40 to 100 watt 
lamps and 50 watt rough service lamps. 
Send for samples on open account, if 
McGILL Lamp Guards are not already in- 
cluded in your stock items—subject to re- 
turn and cancellation of charge. Write 
today. 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 1004 


VALPARAISO - INDIANA. 


Soldering Flux 
e 
Chane 
angers 
Etc. 


Stationary 
Wall Type 
Lock-On, Etc, 
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| The extensive property occupied by 
| the Corpus Christi, Texas branch of 

the San Antonio Machine and Supply 
| Company. At the left is a portion 
| of the main building, and in the rear, 
| one of the warehouses. The ware- 
| houses of the company back right up 

to the waters of the Gulf of Mexico 
| and stocks are elevated as a precau- 

tion against high water. J. B. Roberts 
| is manager of this branch. 


New Lines for 
Alexander Grant’s Sons 


| @ Alexander Grant’s Sons, 


Syra- 
| cuse, New York, has announced 
| the addition of rotary files, manu- 
factured by M. A. Ford Company, 
and goggles, manufactured by 
C. H. Dockson Company, to its line 


|of industrial supplies. 


Southern Distributor to 
Handle Goodrich 


@ Montgomery and Crawford, In- 
corporated, Spartanburg, South 
Carolina, has been appointed dis- 
tributor for the general mechani- 
cal rubber goods line of The B. F. 
Goodrich Company, Akron, Ohio. 
A complete warehouse stock of 
standard items in mechanical rub- 
ber goods will be maintained. 


Henry A. Schlingman 


@® Henry A. Schlingman, 86, presi- 
dent of American Plumbers Supply 
Company, Toledo, Ohio, died in 
Toledo hospital recently after a 
ten days’ illness. Mr. Schlingman 
came to Toledo 72 years ago and 
founded the American Plumbers 
Supply Company more than 50 
years ago. 











KABLE KORD 


..makes 
difficult 


Bitehmelai ass 
behave 


HIS flat drive is in the plant of D. L. Clark Co., 
Pittsburgh, makers of the famous Clark Candy 
Bar. It operates a 12“ x 12“ Ingersoll-Rand compressor from a 75 aos 
h. p- 1160 R. P.M. motor. No place for a “lily-livered” belt... but Sh \N Tourer sacker 
PROTECTS ALL 
just the job for Kable Kord. The 12” x 25‘ 4” heavy Kable Kord by ee 
Endless Belt was installed in 1934, and a recent report from its aes 


owners reads: “We are more than pleased with Kable Kord. Ever TW Oo = 6 b LTS 
since its installation, it has been turning in a perfect performance.” 
IN-ONE 


If your prospect is “from Missouri,” have him try Kable Kord, endless We hence wah neti 
orin roll,on any flat drive...the tougher the better...and Kable Kord’s ae dienes. one eam ae, 
efficiency and durability will convincingly confirm your own words. awake Mill Supply House in 

every sales territory. If 


L. H. GILMER COMPANY, Tacony, Philadelphia you’re progressive and in- 
terested .,.let’s get together. 


Manufacturers OF COMPLETE LINE OF POWER BELTING 


V belts — Kable ord Roll and Endless Fiat ing Planer B »seedage fF $5 


Roving Frame Belts ' Moulded bber Belts Ww jer Belts ° Spinner Belts °-Refrigerator and Washing Mact 


Round Roli and Endless Fab Be 


SPECIALISTS IN QUALITY BELTS SINCE 1903 
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KENNEDY .... 


the valves you can depend on 
to win re-orders 


LANT engineers who have once 
bought Kennedy Valves and Pipe 
Fittings quickly standardize on them 
because of their sturdiness, their 
clean-cut appearance and machine 
work, and their dependable service. 
When you offer Kennedy products to 
your customers, you will find that 
sales come easily and re-orders come 
automatically. The large Kennedy 
line includes a type and size for every 
standard requirement, and the two 
large Kennedy plants and warehouses 
Kennedy Valves located in principal industrial centers 
and assure prompt shipment for any re- 
Pipe Fittings quirement. 
are sold only 
through The Kennedy Valve Mfg. Co. 
distributors Elmira, N. Y. 











From a Profit Angle 
SELL WINTER TAPS and DIES! 


Since 1900 WINTER TAPS have built an enviable 
reputation for accurate and economical thread 
cutting. 


Which means that WINTER TAPS offer Distribu- 
tors much more than good tools to sell. Along 
with a quality product, which marks the Distribu- 
tor as a source of supply for dependable mer- 
chandise, there is a customer preference that makes 
sales easy, and profitable repeat business assured. 


Investigate the advantages of handling the Winter 
line of TAPS AND DIES. 


TAPS »’ DIES 


WINTER BROTHERS CO. WRENTHAM, MASS. 


TAP AND DIE DIVISION 
OF THE NATIONAL TWIST DRILL & TOOL COMPANY, DETROIT, MICHIGAN 
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NEWS 


New Jersey Power Transmis- 
sion Club Sponsors Outing 


@The Power Transmission Clubs 
of New Jersey and New York held 
their annual outing on June 12 at 


| Essex Fells Country Club in Essex 


Fells, New Jersey. The outing 


| was sponsored by the New Jersey 
| Power Transmission Club. 


George Roden of Rockwood 


| Manufacturing Company was 
| chairman of the outing, in charge 
| of entertainment. He was assisted 
| by Howard Dayer of Abrasive Ma- 


chinery and Supply Company and 


| E. Pennell of Whiting Leather 
| Belting Company. 


Low gross was won by F. A. 


Hubert, vice-president and sales 
| manager of Johnson-Mandeville 
| Company of Newark, with a score 
| of 79. Second low gross was won 








| by Carl V. Schieren of Schieren 


Company with 82, and low net by 
Otto R. Schilling, president of 


| Squier, Schilling and Skiff of 


Newark, New Jersey. 

Approximately 80 members and 
guests attended the outing, which 
was followed by dinner and enter- 
tainment. 


Receipts and Formulas 


@Workshop Receipts (5 vols.)— 
-Distributed in United States by 
Chemical Publishing Co., Inc., 148 
Lafayette St., New York, N. Y. 
Each volume with over 500 pages 
and many drawings; 54x8 in. Cloth. 
Price $2.50 per volume. 

No one can be a specialist in 
every field. But every man at 
some time wants to know a par- 
ticular formula, process, method or 
“kink” that will solve an im- 
mediate problem. This series of 
books has gathered together many 
such helps, printing them alpha- 
betically for ready reference. The 
fifth volume is a supplement con- 
taining data on latest develop- 
ments and subjects not covered in 
the first four. 

Most interested in the set will 
be production and operating men, 
although it may also contain point- 
ers for the salesman who must 
answer a technical question or 
supply a hint to make a sale. 
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“Action” is the watchword of this 
hustling crew of The Murray Com- 
pany, Dallas, Texas. In the rear 
row, left to right, are Wortham 
Power, manager of the mill supply 
department; J. T. Wilson, G. C. Alex- 
ander and O. D. Upton of the Boston 
Woven Hose and Rubber Company. 
Front row are W. A. Middleton, J. O. 
Baldwin and O. L. Cundiff. 





Expands Line and Sales Force 


@Norris Supply and Machinery 
Company, Gastonia, North Caro- 
lina, has added Reginald Norris to 
its sales force as road salesman, 
and Turner Williams as floor sales- 
man. 

New lines added are Fairbanks- 
Morse Company’s stokers, both in- 
dustrial and domestic and Crosley 
electric refrigerators, coolers, 
washing machines, ironers and 
radios. 











Irving L. Lloyd, president and 
treasurer of The Lloyd Company, 
Everett, Washington, is still as ac- 
tive as ever in the business, and each 
year sees him more and more the 
philosopher and humorist. He came 
out to the Puget Sound region from 
back east in 1871, the year after the 
golden spike was driven on the com- 
pletion of the Union and Central 
Pacific. 








Dats « Rabe ye leon 


BETTER HAcCKsAWw BLADE 


One way to judge a line is to learn what other 
distributors think about it. Distributors every- 
where are enthusiastic about Barnes products 


and Barnes service. Here’s just one example 
out of many— 


“It is a pleasure to do business 
with a company giving co- 


operation beyond antici- 
44 


pation 


—Arthur Yorke, Hansen & Yorke Co., Inc., New York, N. Y. 


“Lines such as Barnes Hacksaw Blades are the real worth- 
while ones from the jobbing point of view,” says Mr. Yorke. 
“We have sold Barnes for many years and appreciate the 
completeness of their line and the advantages of their definite 
sales policy.” 


The desirability of the Barnes line is testified to by count- 
less other distributors, all of whom have been in the Barnes 
“family” for many years. Extensive co-operation is given 
these men by factory-trained representatives in all major 
centers, and our help in suggesting proper stocks assures fast 








turnover. 
There is a Barnes blade for ever 

BARNES BLADES . y 

hacksaw job—they are used wher- 
Red Arrow Blades lis 
Special Unbreakable ever metal Is cut. 
All-Hard Tungsten 
The “600” Let us send you complete details 


Flexible Hand 


aie Gasane teed on the Barnes sales policy which 
saws provides definite protection and 
a oan attractive distributor margins. 























S 





W.O.BARNES CO.INC. 


1297 TERMINAL AVE. DETROIT MICH. 
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ALWAYS 
READY 


For fifty years the Trimont Manu- 
facturing Company has always been 
ready to deliver quality tools. 

Today this long established com- 
pany has every modern facility for 
meeting the needs of your customers. 

Sell TRIMO Tools with confidence 
— they will perform to the satisfac- 
tion of your customers — they will 
bring profitable repeat orders to you. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 


TRIMO ALLOY 
PIPE WRENCH 


The strongest, safest wrench you can sell. 
Made throughout of Chrome Molybdenum 
Nickel Alloy Steel. Handle Drop Forged Steel. 
A strong grip. A quick release. Always 
identified by the Red Tag. 


TRIMO SAWING 
VISE 
SET 


Saves its com- 
plete cost in 
first job. Every 
cut one hun- 
dred per cent 
square. En- 
dorsed by lead- 
ing manufacturers of thin wall copper tubing 
because it prevents waste. 


TRIMO PIPE CUTTERS f} . : qv 
TRIMO-Barnes-and C= {| 


Saunders Type je} 





INEWS 


Rubber Salesman Gives 
Market Tips 


@ Addressing a sales meeting of 
the force of James McGraw, In- 
corporated, Richmond, Virginia, 
Ed Heckman, representative of 
the Diamond Rubber Company, 
analyzed the distributor’s possibili- 
ties in the marketing of rubber 
goods in an unusually clear fashion. 

After outlining and describing 
the local market, Mr. Heckman 
pointed out to the McGraw sales- 
men that getting their share de- 
pended upon (a) close coverage of 
the field; (b) a dependable prod- 
uct; (c) an aggressive and 
systematic mail-sales campaign, 
and (d) the ability to serve cus- 
tomers from local stock. 

He urged the men to look into 
such possibilities as small matting 
accounts, miscellaneous hose users 
and sub-dealers for farm belting 
and supplies. 

The most forceful part of Mr. 
Heckman’s presentation, however, 
was his analysis of the distribu- 
tor’s place in the industrial picture. 
Quoting from Industrial Supply 





Research Bureau reports, he traced 
the growing importance of in- 
dustrial distributors. 

James McGraw, Incorporated, 
has handled the diamond Rubber 
fine for about twenty years. A 
complete stuck is carried in the 
Richmond warehouse. 





A. H. d’Evers, secretary and purchas- 
ing agent of the Sunde and d’Evers 
Company, Seattle, Washington. The 
company card reads: ship chandlers, 
ship riggers, ship stores, sail makers, 
but its activities extend far inland 
from the docks and they are indus- 
trial distributors as well, with sales- 
men reaching the lumber and logging 
industries, as well as the industries 
in the metropolitan area. 


The dock warehouse of the Sunde and d’Evers Company, Seattle, Washington. 
The setting is quite different from that of the usual industrial distributor’s 
headquarters, though they do a large industrial supply business just the same. 
The small boat alongside is that of a halibut fisherman. He is outfitting for a 
three weeks’ cruise, taking on for supplies everything from cordage to salt 

| in bags. Instead of loading onto a truck, the shipping department lowers the 
supplies over the side of the dock with a rope. 
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The Morse Line 
includes: 


High Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 

TAPS AND DIES 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 
SOCKETS 
SLEEVES 














NEW YORK STORE - 130 LAFAYETTE ST. 


A Conveniently Located Morse Distributor 
Will Give You Prompt Service 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD - - - MASS., U.S.A. 


CHICAGO STORE - 570 WEST RANDOLPH STREET 
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Do Buyers Use 
Up-to-Date Catalogs? 





Briggs-Weaver Machinery Co. of Dallas are now distributing their 
40th Anniversary General Catalog. From a flood of letters being 


received by them: 


From a machinery manufacturer— 


“We have already had occasion to 
use it.” 


From an engineering contractor— 
“We assure you it will be used in 
specifying material for various 
contracts and operations.” 


From the engineer of a large institu- 
tion— 
“Very helpful in many ways. Every 
engineer receiving a copy will be 
proud,” 


From a manufacturer of castings— 
“We assure you it will be used. 
Easy to locate desired items.” 


From the Water Department of a 
Municipality— 
“A time and labor saver. Of great 
help in securing necessary infor- 
mation.” 


From an oil corporation— 
“You have kept yourself in the 
buyer’s position. We look forward 
to further pleasant relationships.” 


It will cost you nothing to get full information. 


R. R. DONNELLEY AND SONSICO. 


350 EAST TWENTY-SECOND 


STREET, CHICAGO 
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Good Display 
Attracts New Trade 
(Continued from page 19) . 





made without discommoding in any 
way the stock-keeping arrange- 
ments of the company. Rather, as 
a result of the change, stock- 
keeping has been improved. While 
some items, such as bolts and nuts, 
have been moved to another floor 
for stocking purposes, all other 
goods that were formerly stocked 
on the first floor, and some addi- 
tional items, are still stocked there, 
but in a back section only. This 
has been accomplished by the in- 
troduction of new shelving with 
less depth for compartments than 
in that previously used, 30 a 
greater amount of material is now 
stored in a small area. 

Officials of H. Channon Company 
emphasize that they have no inten- 
tion of taking retail trade. Rather, 
the new arrangement is intended 
only to serve plant and shop repre- 
sentatives, contractors of various 
types, others who are entitled to 
the regular trade discount. 

The opening of the new depart- 
ment was announced with a cir- 
cular entitled: “You Can Save in ‘A 
Store Within a Store.’” The cir- 
cular emphasized “inspection, selec- 
tion, purchase and delivery in one 
room”’—‘“complete displays of all 
items carried in our seven-story 
warehouse” and “large service 
stocks for immediate over-the- 
counter delivery,” among other 
things. 

It concluded with the statement: 
“These facilities are backed by the 
Channon name and Channon repu- 
tation, and a $400,000 inventory. 
We invite you to take advantage 
of our complete service today,” 
and then the Channon slogan— 
“Industry Buys . . . Channon Sup- 
plies.” 

This piece is another effort in 
Channon’s energetic program of 
direct-mail sales promotion, in- 
augurated recently, which is 
characterized by frequency of mail- 
ings and careful planning. Another 
noteworthy effort in the program 
was a 4-page mailer, giving de- 
scriptions and prices on tools and 
equipment for outside maintenance, 
gardening and landscaping. 

The striking window displays 
which Channon is now presenting 
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READY f)) 
TO START ) 


READY TO START ON A SELLING TRIP ? 


Read this ad. It has already reached your cus- 
tomers. Back it up by urging the men you 
call on to test these files. The results will get 
business for you. 
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... THERE IS A 
BELMONT 
SERVICE 
TO HELP YOU 
SELL THEM 


Crna 



































Belmont Packings are easier to sell because 
the entire sales program of the Belmont 
Packing Line is built to support distribu- 
tors’ sales efforts—to help you profit from 
every call made. 


For example, illustrated above are the Bel- 
mont Service Folders. They are miniature 
catalogs that help packing buyers select the 
proper type of packings to fit their re- 
quirements. 


In addition, the Belmont Line of Packings 
has other Sales Stimulators such as the 
Sample Kits which help you to show the 
QUALITY of the major types of packings, 
the advertising in trade magazines which 
tell the Belmont message to over 70,000 
packing buyers every month and the catalog 
pictured and described below. These im- 
portant factors simplify packing sales for 
Belmont Distributors. 


A few territories are still open 
. write for details. 


THE CATALOG— 

Shows the complete line of Belmont Packings. Engi- 
neering and application data make this catalog espe- 
cially valuable to plant maintenance engineers. 


are further evidence of the sales 
promotion mindedness of the big 
Chicago organization. Standard 
fixtures are employed in setting up 
the displays. The backing, com- 
posed of sheet cork with stainless 
steel molding, is unusually attrac- 
tive. The corner window, displaying 
heavier equipment, is provided 
with spotlights for effective night 
showing. The various displays are 
set up in cooperation with the 
manufacturers. Generally, it is 
the plan of the company to change 
these displays every 30 days, tieing 
them in whenever possible with 
sales promotion and special sales 
efforts on specific lines. 

The company has recently taken 
on a complete stock of copper, brass 
and bronze products. A _ special 
stocklist has been issued on this 
line, and one of the windows is 
devoted to a display of copper, 
brass and bronze goods. 

Announcement has also been 
made by the company that it has 
recently taken over exclusive dis- 
tribution of the General Re- 
fractories Company line. 








How ‘Ve Sell 
Portable Electric Tools 
(Continued from page 18) 

















THE BELMONT PACKING & RUBBER COMPANY 


Butler & Sepviva Streets 


* * + Philadelphia, Pa., U.S. A. 
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As is the case with practically 
any other line the distributor 
handles which requires real selling 
effort, we must be sure to get to the 
right man or men in every plant or 
shop or other institution on which 
we call in our efforts to sell electric 
tools. Generally speaking, it is our 
experience that in selling these 
tools, it is necessary to reach the 
superintendent or factory manager, 
as well as the purchasing agent, and 
sometimes the department or job 
foreman. Where an attempt is being 
made to sell electric tools for pro- 
duction service, there is sometimes 
a superintendent of production who 
must be sold. Where competitive 
makes of electric tools are being 
considered, the plant electrician is 
sometimes called to examine a tool, 
particularly its motor. 

We are always glad to have the 
man at the bench who would ac- 
tually use a tool try it out, but we 
never direct our solicitation to him, 
as it might prove rather tactless. 
We never address our remarks to 











NOW -Soldered lines, too, 


may have Jenkins Valves 




























































































PLAIN SWEATED 


ANNOUNCEMENT of a new line 
of Jenkins Solder-End Valves for 
150 Ibs. service, will be welcome 
news to all concerned with low 
pressure copper pipe installa- 
tions. It means the end of com- 
promising. It makes available to 
any solder joint job the same 
trustworthy, lifetime service that 
Jenkins Valves have provided on 
threaded installations for more 
than 70 years. 

In every respect except the 
ends, these new valves are iden- 
tical with standard Jenkins 
Valves. The globe, angle and 
lift check patterns have the same 
features which made the Jenkins 
Fig. 106 and its family of Renew- 
able Composition Disc valves so 
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A choice of either "'Streamline’’* or plain sweated type ends is offered at same price. 





famous. The gate patterns pos- 
sess all of the stamina-building 
features of Jenkins Fig. 370. In 
the Regrinding Swing Check is 
found the superior Jenkins seat- 
ing arrangement. 


AN OPPORTUNITY TO 
EXPAND VALVE BUSINESS 
There is a decidedly worthwhile mar- 
ket for these new valves...ready-made 
...asking for valves.of Jenkins quality. 
Take advantage of this ideal condi- 
tion. With little effort you can “fol- 
low through” on thespecialadvertising 
which begins this month and profit- 
ably expand your valve business. Send 
for the new Folders Nos. 166 and 

167, and full details. 


JENKINS BROS., 80 White St., New York; 
510 Main St., Bridgeport, Conn.; 524 Adiantic 
Ave., Boston; 133 N. Seventh St., Philadel- 
phia; 822 Washington Boulevard, Chicago; 
JENKINS BROS., Lid., Montreal; London. 


*''Streamline’'— trade-mark of Mueller Brass Co. of which Jenkins Bros. is a licensee 









The Imperial Brass ge gener, Company offers exceptional profit 
opportunities because all Imperial products are sold under one strong 
distributor set up. Let us send you complete information. 


Brass Fittings Copper Tubing 


Markets for Imperial brass fittings exist wherever 
oil, gas, air and chemical lines call for tubing. 
All types are made—Compression, SAE, Hi- 
Duty, Brass Pipe Size, Aluminum, and Solder. 
The Imperial line will enable you to serve every 
customer's requirements, involving gas, oil, or 
ait lines on automobiles, trucks, oil burners, 
refrigerators, or air-conditioning. 


Imperial SeamlessJSoft Copper Tubing is 
double-annealed and cold-drawn to size 


AY )) IND Sm from the best quality copper, and is of uni- 
js |] »)))a) HN) mM) wy” + 2 form temper, with smooth exterior and in- 
terior surfaces. No finishing defects. 
Furnished in 25-ft. coils, in attractive caitons. 


Wherever copper tubing is used, | M p i’ te | A # K R ASS 


there is need for copper tubing ser- 


vice tools. Send for our complete MANUFACTURING CO. 


catalog. 511 S. Recine Avenue 
aware A G&G O 


For leather, rubber and composition 
belts, sell the old favorite giant, red- 
labeled bar of Dixon's Solid Bele t Dress- 
ing. Nothing better to prevent belt 
slip and preserve belt life. Quick and 
easy to apply—just hold it up against 
the running belt. 


Sell Dixon's Paste Belt Dressing, the 
water-proofing belt preservative, to 
make belts cling by restoring pliability 
without imparting a sticky, dust-catch- 
ing surface. Nothing like it for manila 
transmission ropes—keeps fibres flexi- 


DIXON’S ble, increases traction, waterproofs, 


prevents rotting. Applied running or 


3) 2ST LCR idle, from collapsible tubes or from 


cans, with saddle or brush. 


Booklet 0-71 gives 
complete information. 


JOSEPH DIXON CRUCIBLE CO. 
ee > 4 a fi. 


(> ge GUN 
SEND FOR CIRCULARS 


@® 6200 
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him unless he asks us a question or 
we have some direct instruction to 
give him regarding the operation 
of the tool. Yet, that man is often 
an important factor in influencing 
the purchase of a tool, and we like 
to see him sell himself by using it. 

As will be gathered from the 
last few sentences, we _ believe 
thoroughly in demonstration of elec- 
tric tools. It is the only way they 
can be sold effectively. 

However, before demonstration 
must come build-up—the awakening 
of desire on the part of the prospect, 
the development of the psychologi- 
cal moment. 

Recently, I was approached by a 
manufacturer’s man who banged a 
sample of a new item down on my 
desk and exclaimed: “Isn’t that a 
peach?” There was no build-up, 
no attempt to get me curious or 
eager to see the tool, no appeal to 
my emotions. It happens we took 
on that line, but we did it in spite 
of the man’s method of presenting 
it, rather than because of it. 

I have used samples a lot in sell- 
ing, and so have our other men. (A 
midget electric drill brought out by 
our manufacturer is ideal for this 
purpose.) One of my favorite 
“stunts” is to set the sample, or the 
actual tool I hope to demonstrate, 
down on the desk, partly concealed, 
but still in such a position that the 
buyer can get a glimpse of it. Then 
I start in at the job of awakening 
his selfish interest by presenting 
owner advantages, without making 
any reference to the object on the 
desk. All the time I am talking he 
is becoming more and more anxious 
to see this tool, to handle it, and 
when he has reached the proper 
frame of mind, I show it to him 
and explain why that particular 
tool will answer his desire. 

The one rule to follow in awaken- 
ing the desire of a customer is to 
show him how the tool you are try- 
ing to sell him will benefit him. 
Supposing, for instance, you are 
trying to sell a prospect an electric 
screw driver. You can ask him: 
“Do you use a ‘Yankee’ screw- 
driver?” If he answers in the af- 
firmative, you inform him that here 
is a tool that will do anything the 
“Yankee” will do. At the same 
time, it will do the job more easily, 
and will increase his production— 
advantages to him. If it’s an elec- 
tric tapper, you point out how it 





BELTING 


that is known for 


long, satisfactory — ance 


J 


—— economies in many major industries 
have resulted from the long life and superior opera- 
tion of Thermoid transmission and conveyor belting. 


Years of extensive field research and painstaking crafts- 
manship in laboratory and factory are responsible for the 
efficiency of Thermoid belting. Ply separation and ex- 
cessive stretching, for instance, have been practically 
eliminated by the careful selection of materials and the 
ceaseless development of constructions to meet every 
industrial need. 


There is a Thermoid belting designed to suit your 
requirements. If the problem appears unusual, an out- 
line of the operating conditions is all that we require to 
respond with helpful suggestions. 


THERMOID RUBBER COMPANY 


FACTORY AND MAIN OFFICES 
TRENTON, NEW JERSEY 


hermol 


i, : “il 








Thermoid offers a 

complete line of 

beltings including 

these standard types 
* 

Conveyor Belting 

Transmission Belting 

Grader Belting 

Canners Belting 

Bucket Elevator Belting 

Grain Elevator Belting 

Agricultural Belting 

Hog Scraper Belting 

Endless Thresher Belting 

Oil Country Belting 

Axle Lighting Belting 





BELTING - HOSE - PACKING - BRAKE LININGS 
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will save him money on taps, since 
it operates on a straight line, with- 
out a constant up and down motion, 
S E pr b AT & A L E ¢ with less danger of tap crystalliza- 
tion—and you emphasize the fact 
5 . that it will speed up his production. 
are made by proving economies Savings! Faster production! Ad- 
vantages to him! 
The amazing speed, power, and reliability of When you're trying to sell an 
ADVANCE car movers win customers for dis- electrical tecl Sor matatenanse ues, 
: you can lay stress on the fact that 
tributors, and keep them. in case of breakdown, the prospect 
Wherever cars are moved on plant sid- = get things back ae order more 
ings, the ADVANCE line is ready to | quickly and more easily than by 
Tas tases eT ccs oo | POWER BOY other means. 
margins, ADVANCE distributors com- For average At any rate, if you’ve sold the 
bine service to their customers with ve prospect on the idea that he stands 
= 5 uate Write for com- a good chance of benefiting from the 
purchase of a tool, you in turn 
stand a good chance of being invited 
POWER KING e POWER BOY | to “come out in the plant and show 
BADGER CAR MOVER | us how it works,” or at least, you 


NEW BADGER CAR MOVER will generally find him receptive to 
ADVANCE SAFETY CAR your suggestion of a demonstration. 


WRENCHES Then you start to work to show him 
why your tool is the tool he needs, 


| and when you’re convinced that he’s 

The ADVANCE POWER KING sold on the quality of your product, 

CAR MOVER COMPANY, ine. “a sania you follow in with your points on 
APPLETON, WIS. 


| the prestige of the manufacturer 
cads é 
Canadian Advance Car Mover Co., ° and _—— oe house, and the — 
Welland, Ontario, Canada you are prepared to render him. 
Before concluding this article, I 
want to mention the fact that we be- 
lieve in carrying adequate stocks of 
all the various types of portable 
electric tools we sell, as we are de- 
termined to provide immediate de- 
livery, except where the order is un- 
usually large. We don’t want to run 
the risk of losing the sale to a com- 
petitor because of our inability to 
e supply the tool immediately out of 
The Watson-Stillman Sales Pol- : stock. 
icy was especially formulated to ‘ ay! The line of portable electric tools 
allow distributors to do an ag- [|e ee we handle is of such quality that the 
gressive selling job at an attrac- | 4 matter of adjustments is hardly a 
tive profit. problem with us. We are so sure 
ae it improper service will be so rare that 
Distributors who are stocking and we could afford to supply an entirely 
selling Watson-Stillman Forged ; 1 new tool where a complaint might 
Steel Fittings have found it a arise. 
highly satisfactory and profitable Re A good line of portable electric 
line to sell. ¥ tools offers untold opportunities for 
distributors today. The market is 
unlimited. The “customer bene- 
fits” are impressive. The tools are 
perfectly adapted to demonstration. 
After serious, conscientious study 
and trial, we are convinced that they 
are worth major sales effort on our 
part, and we are putting forth that 
effort for our own benefit, that of 
the manufacturer we represent— 
and for the benefit of our customers. 
































Investigate the Watson-Stillman 
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has made VICTOR MOLY the choice of metal 
cutting industry. Even on the hardest steels and 
toughest alloys these outstanding hack saw 
blades reduce metal sawing costs because they 
cut faster and last longer. 


Sold only through distributors. ‘e 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 








T is widely recognized 
that the distributor's 
major opportunity for 
new business exists among 
the larger users of sup- 
plies and equipment in all 
industries. These larger units represent ap- 
proximately 50 per cent of the total market 
for industrial supplies and equipment. 


Mill Supplies has developed a publishing 
plan for September to aid the mill supply in- 
dustry secure its full share of this important 
market. 


This issue will do two important jobs: fur- 
nish mill supply salesmen and executives with 
complete, effective selling ammunition to use 
in their daily calls on industrial users ; and, by 
means of special distribution, drive home to 
buying and specifying officials in 5,000 of the 
country’s most important industrial plants the 
economies of purchasing through mill supply 
distributors. 


These selling points for mill supply distri- 
bution will be presented by means of convinc- 
ing case studies, Cost analyses made in typical 
manufacturing establishments and among dis- 
tributors will furnish the facts. 


Mill Supplies will thus strengthen the posi- 
tion of the distributor in the very plants which 
represent the biggest sales opportunity — the 
large industrial users. And, most important, 
it will reach top executives not ordinarily 
available for. interview by the distributor’s 
salesmen. 
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will help you get 
New Business / 


VERY distributor will benefit from the publishing plan 
which Mill Supplies has developed for its September 
issue. This issue will provide convincing facts and figures 
to aid in securing important new markets for industrial 


supplies and equipment. Details of the plan are given 





at the left. 














Be sure to take full advantage of this outstanding pub- 2 


. . . r . , ~ Wal ! 
lishing service. The extent to which you can profit from for my prospects! 








Mill Supplies’ industry-wide effort will depend upon how Yes —TI want to be sure of maximu 
results in my territory from the Se 


you follow through. tember issue of Mill Supplies! 


Distributors and salesmen will study the September I shall distribute special copies to 





prospects, and am sending this ord 









issue carefully and use it in their selling. And to assure 
’ NOW because I realize these reques 


maximum results in their territories, many distributors must all be in before publication. 


are ordering special copies to send to their prospects. Please send me......copies of yo 


September issue. 







You can order copies for your own distribution now by 
(Price: Single copies, 50 cents; qua 


using the accompanying coupon. tities of 50 or over, 25 cents). 









Company 






Address 


Magazine for Distributors and their Salesmen 
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lurcavine DIES MUST BE ACCURATE 


WITHIN ONE THOUSANDTH OF AN INCH 


e In the manufacture of Upson bolts, many little things take place behind 
the scenes to insure perfection. Take roll threading dies as an example. 


The tool steel used in the die blocks is a special grade developed by Upson 
to give the greatest life. Blocks are machined to the requisite size. The 
threading forms, milled into the working surface of the blocks with suitable 
hobs, must be accurate to within less than a thousandth part of an inch to 
give the required accuracy to the threaded bolts that they will later produce. 
This careful work in the machine shop is necessary to produce the quality 
for which the Upson name is famous. 


When you examine a handful of Upson bolts, you see the results of Upson’s 
painstaking attention to the little things—every bolt with clean, sharp, full 
threads that run easily, withstand power wrenching, speed up production, 


hold tightly and save valuable time and money. 
Bolts and nuts in all stand- 


ard and special shapes, sizes, It’s just such operations that you 
alloys and finishes. Standard UPSON NUT DIVISION never think about that make 
and special rivets of all kinds. Upson products precision prod- 
precede * ucts—that make possible opera- 
dlisted, Cpu 1C tee tion on a production basis—that 
sd products forevery use. Your 


afford better bolts at low cost. 


C O R Pp O K A T I O N For quality headed and threaded 


products, specify Upson in your 
GENERAL OFFICES:---CLEVELAND, OHiO next order, and note the difference. 


specialties are our specialty. 


VISIT THE REPUBLIC EX- 
HIBIT AT THE GREAT LAKES 
EXPOSITION, CLEVELAND, 


ie lia ee aa 


When writing Republic Steel Corp. for further information please address Department MS 
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1. What five kinds of bonds are 
extensively used today in grinding 
wheels? (1) Ist mortgage, 2nd 
mortgage, street improvement, 
gold, and waterworks. (2) Hand- 
cuffs, leg irons, shackles, fetters 
and hog-ties. (3) Vitrified, silicate, 
Bakelite, rubber and shellac. (4) 
Friendship, brotherhood, common 
interest, nationality, association. 
(5) There are only two, silicon car- 
bide and aluminum oxide. 


_—S, 


i 


2. How many shapes, cuts, and 
lengths of files are there? (1) 30 
shapes, 6 cuts, lengths from 3 to 
12 or 14 in. (2) 50 shapes, 20 cuts, 
6 to 24 in. (3) 100 shapes, 5 cuts, 
10-20 in. (4) No definite number. 
(5) What’s the difference. 


3. How much load can a ball in 
a ball bearing carry? (1) About 
100 lb., (2) None, unless supported 
by the races, (3) Quite a bit, (4) 
Not as much as a plain bearing. 
(5) About 50,000 lb. on a 3-in. 
bearing. 


4. A flexible coupling is: (1) a 
universal joint, (2) to correct for 
hanger misalignment, (3) to ab- 
sorb slight misalignment of shafts, 
(4) to give more “spring” when 
the shaft takes load, (5) to allow 
for vibration. 


5. What three metals are com- 
monly used in valves? (1) Bronze, 
iron and steel. (2) Brass, iron and 
stainless steel. (3) Stainless, 
Monel, and Stellite. (4) Iron, 18-8 
steel, and alloys. (5) Iron, steel 
and nickel. 


6. A positive type tapping at- 
tachment is best for: (1) high- 
speed tapping, (2) low-speed tap- 
ping, (3) pipe tapping, (4) large- 
diameter fine threads in thin ma- 
terial, (5) door knockers. 


7. A friction-type tapping at- 
tachment is best for: (1) high- 


GUESS 


WHAT! 


All salesmen will want to try their hands at 


checking the correct answers. 


When you have 


finished, turn to page 123 for the author’s list. 


speed tapping, (2) bottoming holes, 
(3) through-tapping, (4) low-speed 
tapping, (5) driving tacks. 


8. Large grinding wheels give 
higher efficiency than small wheels 
because (1) they run faster, (2) 
they’re stronger, (3) inertia is 
greater, (4) grit cost per usable 
cubic inch is lower, (5) wheel con- 
tact with work is longer. 


9. On abrasive grain, the nu- 
meral Ne. 60 means:.(1) from bin 
No. 60, (2) it has been passed 
through a 60-mesh screen, giving 
particle size of about 0.016 in., (3) 
it is a manufacturer’s designation, 
(4) 60% abrasive and 40% filler, 
(5) 60% as abrasive as it could be. 


10. V-belts are used on primary 
drives because: (1) if one belt 
breaks, it doesn’t tie up the drive, 
(2) power-transmitting capacity is 
greater, (3) if an overload occurs, 
they slip, hence save the drive, 
(4) they aren’t used on primary 
drives, only on secondary, (5) I 
don’t know. 


11. Files should be tested by: 
(1) a skilled mechanic, (2) by try- 
ing for hardness on a grinding 
wheel, (3) by hammering to see if 
teeth smash down, (4) by filing 
hard steel, (5) by striking to get a 
clear “ring.” 
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12. Why a swivel-base vise? Or 
why not? (1) Not as strong as the 
stationary-base type. (2) Allows 
all sides of a piece to be worked 
on. (3) Permits it to be swung for 
convenience in tightening. (4) May 
get a man confused. (5) For better 
light or working position. 


13. What is a swivel-jaw vise? 
(1) The jaws swing to either side. 
(2) Jaws are rotatable in a 
vertical plane. (3) “Swivel” is a 
special diamond-toothed jaw. (4) 
Back jaw is held by a pin, which 
when removed, allows it to be 
swung. (5) There is no such thing. 


14. It is used for (1) holding 
odd-shaped pieces, (2) holding 
slippery pieces, (3) not used, (4) 
for flexibility, (5) don’t know. 


- 
Ee 


cell 
A 





15. Self-aligning shaft hangers 
are good because they: (1) make it 
easier to align the shaft, (2) re- 
duce friction, (3) reduce overheat- 
ing, (4) reduce abnormal wear on 


bearings, (5) they make up for 
distortion caused by belt pull. 


16. Which takes a harder grind- 
ing wheel, soft steel or hard steel? 
(1) Soft steel. (2) Hard steel. 
(3) The same wheel on either. 
(4) Hardness has nothing to do 
with it. (5) All steel is the same 
hardness. 


17. When surface speed of a 
grinding wheel is doubled, what 
happens to internal wheel strain? 
(1) Nothing. (2) Doubled. (3) 
Increased four times. (4) In- 
creased eight times. (5) Goes 
beyond safe limits. 





MARVEL 


HACK SAWS 


iain up Features 
and you'll count out 
Competition 


Check over the features of the 
MARVEL and you see why 80% of 
the dry cutting general purpose 


Hack Saws in use are MARVELS. 


Heavier, sturdier construction with 
(1) Heavy Rigid Frame, (2) V- 
Bearing with Screw Take-up, (3) 
Adjustable Blade Tension, (4) 
Swivel Vise, (5) Automatic Stop, 
(6) Feed Pressure Adjustment, (7) 
All-Front Control, (8) Adjustable 
Stroke, (9) Stationary or Portable, 
Belt or Motor Driven Models, (10) 
Low Price: No. 1 Capacity 6x6” 
$42.00; No. 2 Capacity 8’x8” 
$72.00. 


The most complete Line 
in Metal Sawing Machines 


GENERAL PURPOSE HACK SAWS— 
me td iy No. 1 pa amd 4” x4") 
MAR L No. 2 (Capacity 8” x 8”) 

LIGHT DU TY HIGH SPEED sSAWS— 
MARVEL No. 4B (Capacity 6” x 6”) 

HEAVY-DUTY HIGH SPEED SAWS— 
MARVEL No. 6 (Capacity 6” x 6”) 
MARVEL No. 9 (Capacity 10” x 10”) 

AUTOMATIC PRODUCTION SAWS— 
MARVEL No. GA (Capacity 6” x 6”) 

MARVEL No. 9A erry! 10” x 10”) 

METAL-CUTTING BAND SAW— 
MARVEL No. 8 (Capacity 18” x 18”) 
The most universal saw built. 

A oly 4 4 18” MARVEL HACK SAW— 
MARVEL No. 18 (Capacity 18” x 18”) 


The only unbreakable 
High-S peed-Edge Hack Saw 
Blades 


Tough Alloy 
Steel Back 


Genuine 18% 
Tungsten 
ig 


Speed Steel 


Edge 
Patented s 


oeene 
Write for Catalog 
ARMSTRONG-BLUM MFG. CO. 
"The Hack Saw People’ 
353 N. Francisco Ave., CHICAGO, U.S.A. 
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| salesmen 
| thoroughly and conscientiously. 
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Industrial Selling 


Where Cotton Is King 
(Continued from page 27) 





track the territory 

It is to be understood, of course, 
that some 8f the larger cities of the 
area covered in this report are 
quite active industrially, but, by 
and large, the average distributor 
has to go out into the highways 


| and by-ways for a considerable por- 
‘tion of his business. 
|time and expense to give the kind 
|of service his manufacturers and 


And it takes 


his customers want. 
As a result of the great dis- 
tances to be traveled by distribu- 


tors’ salesmen in the area I covered | 


on this trip, they must be more 
self-reliant, if anything, than sales- 
men in more crowded sections. 


| While many executives make it a 


point to get out in the field as much 
as possible for calls with salesmen 
on customers, and while manufac- 





turers’ men and specialty men do| 


considerable field work, still these 
activities are naturally more 


| 


limited than in sections where dis- | 


tances between calls are consider- 
ably shorter and individual terri- 
tories are much more confined. 


Right here I want to make one | 
That is, | 


very significant point. 
that the personal element is an 
even stronger factor in building 
sales in the South than it is in 
other parts of the land. Distribu- 
tors and their salesmen have built 
followings in the trade they cover 
that are so strong that they could 
hardly be shattered by anything 
less than death or disaster. But 
bear in mind the fact that these 
followings are not built simply on 
pleasing personalities. Good con- 
scientious service and a real per- 
sonal interest in the welfare of the 
customer are the basis of the 
loyalty that is so evident. 
Another factor governing sales 
and service activities in the region 
traversed is the restriction of in- 


| dustrial and other activities to a 
| comparatively 


few lines of en- 


deavor 


| 








in each community. Of | 


course, when you get around to/| 


Birmingham, frequently called 
“The Pittsburgh of the South,” in 


you find widely 
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|the heart of one of the richest | 
| mineral producing sections of the 
diversified | 





NULL Ltt 


One Source 
For Your 
Screw Products 


No need to shop around for stand- 
ard screw products when you buy 
from “Western” because the line 
is complete. 


Modern manufacturing facilities 
from the raw product to the fin- 
ished part is under the supervision 
of our metallurgists, engineers 
and production men—assuring you 
and your customers a uniform 
product at all times. 


Best of all—Western has always 
co-operated with the distributor. 
From 1873 to 1936—63 years of 
experience and fair dealing behind 
the line. 


Standard Products Illustrated 
Above 


Hexagon Head Cap Screw 
Fillister Head Cap Screw 
Flathead Cap Screw 
Square Head Set Screw 
Headless Set Screw 
Milled Steel Stud 

Milled Taper Pin 
Hexagon S. F. Nut 
Hexagon Castle Nut 


Socket Products of 


Alloy Steel Heat Treated 
Socket Set Screw 

Socket Head Cap Screw 

Socket Screw Wrench 

Socket Head Stripper Bolt 

Square Head Dog Point Set Screw 


THE WESTERN 
AUTOMATIC MACHINE 
SCREW CO. 
Established 1873 
Main Office & Factory—Elyria, O. 


Cleveland Office 
541 Engineers Bldg. 


Detroit Office 
1477 E. Atwater 











J&L Seamless Steel Boiler 
Tubes for Strength, Safety 
and High Ductility 
J & L Seamless Boiler Tubes give 
full assurance of easy installation 
and dependable, trouble-free service 
over a long period of time. They are 
rolled from a solid billet. There are 
no welds; no weak spots. J & L Boiler 
Tubes meet all standard specifica- 
tions and are supplied in a full range 

of sizes. 
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Jab 
STEEL 


Climb... 


ae with J & L Steel Products 
6 


Added sales value, satisfied customers, repeat business and 
extra profits—these are important advantages you get when 
you feature J & L steel products. 

You get these advantages because all J & L steel products 
are of uniform high quality—quality that your customers know 
they can depend on. 

The extensive national advertising campaign in trade maga- 
zines which Jones & Laughlin is conducting is building added 
sales value into J & L steel products every day. This adver- 
tising is reaching your customers regularly and consistently 
with the J & L quality story, and is creating a preference for 
J & L steel products that makes new sales and profits for you. 

Jones & Laughlin also provides its distributors with helpful 
sales promotion material which you can use to advantage in 
your own sales work. 

Gain the additional sales and profit advantages that so many 
mill supply jobbers are enjoying in handling J & L high quality 
steel products— products that include, in addition to those 
pictured here, J & L Cold Finished Shafting, J & L Hot Rolled 
Bars, Plates and Shapes, and J&L Nails and Wire Products. 

For complete information on J & L steel products, write to 
the Jones & Laughlin Steel Corporation, Pittsburgh, Pa. 


JONES & LAUGHLIN STEEL CORPORATION 


American iron Awo Steer WORKS 


JONES & LAUGHLIN BUILDING, PITTSBURGH, PENNSYLVANIA 


J & L Pipe Quality Brings Satisfaction to Users 
J&L Pipe gives satisfactory performance in all types of installations. It is 
straight and free from excess scale and injurious defects. Accurate mill threads 
ind free cutting qualities assure easy cutting and threading on the job. 
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Users Get Better Performance from J & L Cold Finished Steel 


J & L cold finished steel—in rounds, squares, hexagons, flats and special shapes, will 
meet all your customers’ requirements for cold finished S.A.E. carbon grades, Bars 
can be supplied magnetically tested for imperfections at a slight extra charge 








HERE’S WHY 


DARTS SELL FASTER 


... and pay you 
HIGHER PROFITS 


Get the inside story on Darts! 
You'll see why they have such buy- 
ing acceptance at a higher price— 
why they’re more profitable to you. 


1. True ball joint—2 bronze seats of 
special alloy that resists corrosion, 
elec'rolysis—that has the resilience 
to assure leakproof seating under re- 
peated use. 


2. High-test, air-refined malleable 
bodies have lower elongation than 
steel—higher resistance to break- 
age, distortion, stretch. 


What's more, sales are set up for 
you with trade advertising and di- 
rect mail. Make the most of your 
sales time and expense—sell the 
union that pays you most. Tie in 
with Dart! 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 
Sales Agents: The Fairbanks Company, New York, 


Canadian Factory: Dart Union Company, Ltd., 
Toronte, Canada 














VALLEY Grinder Performance 
LEADS to Profitable 


Distributor Sales 











® Distributors who have 


investigated our fran- 


chise are specializing on 
Valley Grinders with 
profitable results. In- 
dustrial plants ever y- 
where use them where 
accuracy and perform- 
ance count. 


Valley Grinders are Val- 
ley powered—they are 
driven by Valley motors. 
Thus every unit is built 
to a single high standard 
of quality, protected by 
the Valley Guarantee. 


The Valley reputation for quality 
tools is your assurance of making new 
customers with this line of Bench and 
Pedestal Grinders. Sizes from } hp. 
Bench to 5 hp. Pedestal. 

We will be glad to give you prices 
and data on the Valley line of 
Grinders. 


VALLEY ELECTRIC CORP. 


4221-27 Forest Park Boulevard 


ST. LOUIS, MO. 
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activities, including the iron and 
steel industries, bituminous coal, 
coke and other by-products; chemi- 
cals, cast-iron pipe and fittings, 
soil pipe, heavy machinery, special 
castings, textiles, lumber, house- 
hold furniture, clothing and food 
products. Likewise, you will find 
Nashville to be the center of an 
area of widely diversified industry. 

But in most sections of this 
territory, everything centers 
around a few principal activities, 
largely determined by geographical 
location, supplemented, naturally, 
by the industries which are com- 
mon to practically every center. 

It was impressed on me that 
there is one very distinct advan- 
tage possessed by the distributor’s 
salesman who covers an area in 
which the variety of industrial ac- 
tivity is limited. He has the op- 
portunity to know a lot about the 
industries he is canvassing. And, 
generally speaking, he does know 
them thoroughly. Often he has at 
one time or another been employed 
in at least one of these fields. A 
New Orleans distributor told me 
that many of his important sales- 
men were hired to sell certain in- 
dustries because of their previous 
experience in these industries. His 
railroad man had been in the pur- 
chasing department of a railroad. 
Other men had worked in the oil 
business, the paper mills, sawmills 
or whatever fields they are selling 
today. As a result of this earlier 
training, they know intimately the 
characteristics and problems of the 
industries they are covering, and 
are well equipped to do a “special- 
ized” selling job. 

And the distributor in this area, 
because of his thorough knowledge 
of the industries he serves, has a 
very good line on the stocks he 
must have on hand to answer the 
requirements of his customers. 

I came back from my southern 
trip more strongly sold than ever 
on the economic importance of the 
industrial distributor. Let me re- 
peat a statement made earlier: I 
can’t see for the life of me what 
the industries in this great region, 
and the manufacturers whose 
products they use would do without 
the fine array of supply houses who 
serve them, and the intelligent, 
hard-working salesmen who repre- 
sent these houses. To them I take 
off my hat. 
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New Home for 
an Old Business 
(Continued from page 33) 











bins in the basement. The total 
weight of the new steel bins and 
the metal counters on the first 
floor is 100,000 pounds empty. It 
required 10,000 feet of paper to 
label the bins on the first floor 
alone. No stock bin is higher than 
eight feet at the top. 

The telephone company installed 
in excess of 11,000 feet of wire, 
without cable, in the interior tele- 
phone system, in addition to 26 
cable lines with 16 wires to the 
cable and 16 cables with 22 wires 
to the cable. On the long service 
counter on the first floor are five 
telephones, spaced at intervals to 
place them conveniently for service 
men at any position at the counter. 
A call coming in on any of the 
telephones can be answered on any 
one of the others. A light on the 
key-cabinet, which is connected 
with each of the telephone instru- 
ments, indicates which phone a call 
has come in on. It is also possible 
to transfer a call coming in on any 
one of these telephones to another 
department without going through 
the central switchboard. A special 
telephone in a booth in the first 
floor stockroom enables a counter 
salesman to check the credit of a 
customer with the accounting de- 
partment before charging an order. 
A chime call system is in operation 
throughout the building to locate 
officers and other executives. 

A pneumatic tube system is used 
to conduct cash transactions be- 
tween the downstairs counter and 


-the cashier on the second floor, and 


to send orders from one department 
to another. 

An entirely new electric system 
was installed in the new home, in- 
cluding the adaptation of alternat- 
ing current in a direct current dis- 
trict. There are close to a 
thousand outlets, providing con- 
venience outlets wherever you turn. 
In the display room alone there are 
60 convenience outlets, making it 
possible to demonstrate any piece 
of electrical equipment on the floor 
right in its place. The building 
has measured light throughout. 
Every desk in the office was checked 
by light meter to be sure it had 
tb» proper candle power, the entire 











is a Lite Insarance 


Occurrences of this nature are common... and 
oftentimes, results are more disastrous . . . because 
of failure to use reliable rope. 


FITLER FIRST QUALITY MANILA ROPE insures 
the life of the workmen, protects the equipment, and 
assures the dealer steady and satisfied customers. 


FITLER ROPE is not only safe—the self-lubrication 
feature makes it easier to handle and minimizes internal 
friction (which determines the life of the rope). 


The famous diamond trade mark of FITLER has been 
the symbol of Quality Rope for 132 years. Tie up with 
FITLER ROPE—you will find it profitable. Full de- 
tails on distributor agreements will be gladly supplied. 


There is a FITLER ROPE specially designed for every 
purpose and requirement. 


FITLER 


Manila Rope 
Bolt Rope 
Hoisting Rope 





Transmission Rope 
Tarred Hemp Cordage 
Sisal Rope 

Lathyarn Rope 


Look for the Blue & Yellow 
colored yarn trademark Regis- 
tered No. 245091 U. S. Pat. 
Office in all Fitler Brand Pure 
Manila Rope. 


THE EDWIN H. FITLER CoO. 


PHILADELPHIA CORDAGE WORKS 
Established 1804 


PHILADELPHIA, PA. 
Chicago 






wane 


New York New Orleans Houston 
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Leader... 
in a Speedy 











Made in two sizes 
No. 8—Capac- 
ity 8x16”. 


See Your Local Dealer 


WELLS 


Metal 
Cutting 


BAND SAW 


Enthusiastic users say they ‘“‘couldn’t 


get along without it.” 


Records show 


that 30 to 50% reduction in metal 
cutting time can be made with this 
fast, accurate unit that requires no 
coolant—even when operating con- 
tinuously at high speed. 


Extreme 
Precision 


Cuts Any 
Metal 


Cuts Any 
Shape 


Portable 
Durable 


Hundreds of duplicates 
can be cut without show- 
ing a variation of .005". 


Easily handles hot or cold 
rolled steel, machine and 
carbon tool steel, monel 
metal and other alloys. 


This includes: bars, ‘ftats, 
rounds, angles, -squares 
and tubing. Two-piece 
swivel vise speeds han- 
d'ing. No time lost re- 
aligning material. 


No special installation 
needed. Saw can be 
moved anywhere in the 
plant at a moment’s no- 
tice. Sturdy construction 
insures Jong life despite 
hard use. 


Priced right. Mainte- 
nance cost practically nil. 
Low blade cost and long 
blade life’ Every metal 
using plant can afford it. 


Learn more about the advan- 


tages 


SAW. 


of the WELLS BAND 


Send for descriptive 


folder today. 


WELL 


MFG. CORP. 


315 Seventh Ave. 


Three Rivers, Mich. 





| (office) are heated by unit heaters. 
|The latter is equipped with con- 
| vection 
| controlled. 


/be made from the old home to the 
/new without interruption of busi- 


| planned in 
| Davis designated Harold W. Nor- 
|man, vice-president and sales man- 
| ager, 
|and Mr. Norman laid out the job 





| moving into the new home, blue 
| prints of the new layout were sent 
over to the old address and divided 
|among crews on week-ends for as- 
| sembly of goods which were specifi- 
| blueprint was carefully marked as 
/in each bin were assembled in 
| boxes. 
| then placed on a hand truck and 


| motor trucks. 


| lishment was matched by a similar 
crew at the new home, which, how- 








job being supervised by the illumi- 
nation engineer of the light com- 
pany. There are 122 lighting fix- 
tures in the office, with bulbs rang- 
ing from 300 to 500 watts. The 
building is also equipped with 220-| 
volt, three phase, 60 cycle power | 
lines with outlets up to 15 horse- 
power, which permits electric weld- 
ing right at the machine. 


All floors except the second 


heaters, thermostatically 


Realizing that if a move were to 


ness activities, it must be well 


advance, President 


“generalissimo” in charge, 
so carefully that the entire move 
was effected without a hitch. 

Stocks that were in the building 
when it was operated by Suelflohn 
and Seefeld first had to be taken 
care of. While remodeling of the 
building was in process, these 
goods were sorted into live and 
obsolete groups, the former being 
sent over to the building then 
occupied by Shadbolt and Boyd and 
the obsolete items being disposed of 
otherwise. 

When the time arrived to start 


cally assigned bin for bin. Each 


to aisle number. The goods to go 


regular small wooden packing 
All boxes containing ma- 
terial for bins in one aisle were 


rolled onto one of the company’s 
The crew loading 
the hand trucks in the old estab- 





ever, was 50 per cent greater in| 
man power, | 
The office was the last depart- | 


ment to be moved. On the week- 


end when this job was accomplished 


one girl from each department was | 
assigned to see that every desk) 
(which had been located in advance 


. . | 
| by blueprint, in the same manner | 
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FRANK SUMMERS 
Manager 
of the 
Mill Supplies Department 
JOHN PRITZLAFF 


HARDWARE COMPANY 


MILWAUKEE, WIS. 


" AXDVERTISING IN FACTORY HELPS 
MILL SUPPLY MEN”... . 


Here's a picture of Mr. Frank Summers, manager of 
the Mill Supplies department.of the John Pritzlaff 
Hardware Company in Milwaukee, Wisconsin. 
Serying manufacturing establishments in and 
around Milwaukee for 86 years, this company 
is now one of the oldest and best known houses 


of its kind in America. 


The long and successful experience of this com- 
pany gives added importance to what Mr. 
Summers has to say about how monufacturers can 


help their Mill Supply dealers. 


Here is what Mr. Summers says: 


“When industrial products are advertised in the 
right way, to the right men, it takes a load off the 
Mill Supply salesman, because it is easier for him to 
sell high-class products to men who know some- 
thing about the products and appreciate how they 
will assist in cutting operation or maintenance 
costs.” a 


“Advertising in FACTORY is doing a real job for 
manufacturers of industrial equipment and supplies, 
and it helps the Mill Supply men mainly because 
this publication gets attention—and action—from 
the men whom we Mill Supply dealers must sell— 
Plant Operating Officials.” 


“That’s why we are always glad to see the lines of 
merchandise we carry advertised in FACTORY.” 


MANAGEMENT 


AND 


MAINTENANCE 





MILL SUPPLIES 


DIRECTORY 


Distributors Everywhere Are Enthusiastic About lt 


“We used the 1935 Edition until it was practically 
worn out, and it was of much benefit to us.” 


J. M. TULL METAL & SUPPLY COMPANY 
Atlanta, Ga. 


“It has a prominent place on my desk in New 
York.” Wm. W. Edwards 


FEDERAL HARDWARE COMPANY, INC. 
New York, N. Y. 


“Someone in our Purchasing Department grabbed 
on to my copy first thing, and refuses to let go of 
a” A. R. Smith 
THE BOYER-CAMPBELL CO. 

Detroit, Mich. 


“This edition is a valuable office reference and al- 
most indispensable in our purchasing depart- 
ment.” G. E. Wilkinson 


MILL-POWER SUPPLY COMPANY 
Charlotte, S. C. 


“A very complete book of its kind.” 
A. H. Groesbeck, 


DELTA HARDWARE COMPANY 
Escanaba, Mich. 


“The Directory is kept on my desk for reference. 
It is a very fine piece of work.” E. W. Jones 
THE W. M. PATTISON SUPPLY COMPANY 
Cleveland, Ohio 


“Contains a very complete and comprehensive 
directory of great value to anyone using it. You 


are to be congratulated.” H. V. Waterman 
HENDRIE & BOLTHOFF MFG. & SUPPLY CO. 


Denver, Colo. 


“Compliments upon the Directory. We will refer 
to it frequently.” Wm. B. Paulscraft 


R. K. CARTER & COMPANY 
New York, N. Y. 


“Mill Supplies’ Directory Edition is gy mer 
It is put to work every day.” Fred’k. H. A. Oppel 


OPPEL, GLANFIELD & ROWE, INC. 
Newark, N. J. 


“We find this extremely valuable in our business, 
and it is in almost daily use.” R. C. Duncan 


R. C. DUNCAN COMPANY 
Minneapolis, Min. 


“Very valuable . . . the trade name index and ad- 
vertisements add to the value.” J. R. Schoenfeld 


SCHWABACHER HARDWARE COMPANY 
Seattle, Wash. 


“It is very helpful in locating manufacturers of 
many items, which we should not be able to find 
elsewhere.” Arthur G. Stange! 

J. J. STANGEL HARDWARE COMPANY 


Manitowoc, Wis. 


“It has a lot of useful information and we shall 
keep it on file for the next year.” A. C. Rynders 


WHITE STAR COMPANY 
Wichita, Kan. 


“A dandy reference. Complete and Useful.” 
R. F. Ketchum, Jr. 
KANSAS CITY RUBBER & BELTING COMPANY 


Kansas City, Mo. 


The Magazine for Distributors and Their Salesmen 


MILL SUPPLIES e 


330 WEST 42nd ST... NEW YORK 
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as the stock) was completely 
equipped with stationery, pens, 
pencils, ink, and so forth, so that 
every worker could walk in on Mon- 
day morning and start to work 
without a minute’s delay. 

The entire move was made on 
week-ends, starting March 14, and 
the job was completed on April 18. 
Crews started working in shifts 
at 12 o’clock on Saturday noon, and 
if necessary the work was con- 
tinued until late Sunday evening. 
But the schedule was beaten every 
week-end. The peak in production 
was reached when cap screws, ma- 
chine bolts and other heavy hard- 
ware were moved at the rate of 24 
to 27 tons per hour. The time re- 
quired to load hand trucks onto a 
motor truck, carry them to the new 
building and unload them there 
was only five to seven minutes. 

Officers of the company today 
are: Price M. Davis, president; 
Irwin R. Shadbolt, Herman W. 
Hummel, F. Hamilton Suter, 
Howard F. St. George and Harold 
C. Norman, vice - presidents; and 
John §S. Blakney, secretary-treas- 
urer. 





Fortieth Anniversary 
Celebrated 


(Continued from page 29) 





Admission to the exhibit was by 
ticket only. Invitations and tickets 
were sent to officers, purchasing 
agents, superintendents, tool-room 
men and foremen of customers and 
prospective customers. The _ in- 
vitation used was a _ four-page 
leaflet with the announcement on 
the first page. On the third ap- 
peared a list of exhibitors. The 
second page had space for a name 
and address and a suggestion that 
there be checked the names of 
manufacturers whose catalogs were 
desired. The ticket had a per- 
forated numbered stub to be used 
for a prize drawing. Names and 
addresses on the tickets provided 
a check on the company’s mailing 
list. 

The Fort Wayne Pipe and Supply 
company provided refreshments 
and a buffet luncheon in the ex- 
hibit building. A long list of door 
prizes—given away the last even- 
ing—were furnished both by the 
Fort Wayne company and by the 
exhibiting manufacturers. 















































ARMSTRONG 


CUTTERS — BITS and BLADES 











The only Complete Line of 
High Speed Steel and 
Carbide Tool Holder Cutters 


When you sell ARMSTRONG HIGH SPEED 
you are above competition for most cutting steels 
sold by the pound do not compare with these 
Bits, Blades and Cutters. Made of special analysis 
steel that permits greater speeds and feeds, indi- 
vidually cut to size, heat treated and hardened, 
each is strictly speaking a fine cutting tool ready 
to grind or ready-ground, that will out-perform 
most other cutting steel. Wherever introduced, 
ARMSTRONG HIGH SPEED builds steady 
repeat business,—many tool buyers will accept 
no cutting steel that does not carry the 


ARMSTRONG HIGH SPEED decalcomania. 


Armide (Carbide-Tipped) Cutters are important 
to industrial distributors for they open a rapidly 
growing market heretofore closed to on 
Coming in standard cutting shapes, in sizes that 
fit standard ARMSTRONG TOOL HOLDERS, 
they bring within range of the smallest shop 
the advantages of cutting carbides—speeds 
and feeds limited only by the capacity of the 
machine tool; saving of tool grinding time (an 
Armide Cutter will hold its edge from 20 to 100 
times longer); and the end of many cutting 
problems. Armide simplifies the machining of 
hard and tough alloy steels, soft brasses and 
scale-covered castings; makes practical the 
machining of bakelite, white metal, hard rubber, 
aluminum, etc., etc. 

A few moments reflection will call to mind among your 
customers many users of cutters, bits and blades—a 
profitable business you can develop by pushing 
ARMSTRONG HIGH SPEED STEEL and ARMIDE 


Cutters. 





Write for Catalog and Circulars. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 











305 N. Francisco Ave. CHICAGO, U.S. A. 
New York Office and Warebouse: 199 Lafayette St. 
San Francisco London 
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PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PACES FOR DETAILED DESCRIPTION 
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SALES POSSIBILITIES IN NEW PRODUCTS 


SEE PAGE 94 FOR PRINCIPAL MARKETS 





Bench Grinder 





A 6-inch bench grinder has 

been added to the Thor line 
of Universal electric tools, which is 
fitted for general grinding, polishing, 
buffing and wire brush work in fac- 
tories, garages and so forth. Unit is 
ball bearing construction throughout 
and has completely enclosed motor 
with adjustable tool rests and sub- 
stantial wheel guards. It is fur- 
nished for a.c. or d.c. and has free 
speed of 3,550 R.P.M. Its weight is 
354 pounds. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
mance superintendent, foreman and 
master mechanic.—Independent Pneu- 
matic Tool Company, 600 West Jack- 
son Boulevard, Chicago. MILL SUP- 
PLIES, July, 1936. 


Vuleanizer 





A recent development by this 

manufacturer is No. 28 alu- 
minum one-man _ vuleanizer for 
vulcanizing splices in transmission or 
conveyor belting up to 28 inches wide, 
also vulcanizing narrow transmission 
belts up to 10 inches wide, 6-ply in- 
clusive in one heat. Unit is available 
in 110 or 220 volts a.c. and d.c., 110 
and 220 volts, a.c., 110 or 220 volts 
a.c.-d.c. D.C. types may also be used 
for a.c. of equal voltage by changing 








plug-in connections on side of vul- 
canizer. Unit comes equipped with 
curing pad and galvanized _ sheet 
covers. No clamping bars are neces- 
sary. Weight is under 300 pounds 
and either of two platens can be 
handled by one man or entire vul- 
canizer lifted by two men. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superintend- 
ent, maintenance superintendent and 
master mechanic.—The B. F. Good- 
rich Company, Akron, Ohio. MILL 
SUPPLIES, July, 1936. 


Wheelbarrow 














Hyb-lum wheelbarrow made 

of aluminum in_ two sizes, 
namely, 45 cubic foot and 24 cubic 
foot capacities, has been placed on 
the market. Through the use of alu- 
minum alloy pan and structural type 
frame, manufacturer states that total 
weight has been reduced 40 pounds. 
Average wheelbarrow loads are from 
225 to 250 pounds. Unit also has 
pneumatic heavy duty Goodyear tire, 
size 4 by 14 inches. Primary buying 
officials to be contacted in introduc- 
ing this product are plant manager, 
purchasing agent and chief engineer. 
— Sheet Aluminum Corporation, 
Jackson, Michigan. MILL SUP- 
PLIES, July, 1936. 


Pillow Block 





4 A self - aligning pillow block 
has been developed to simplify 
alignment of shafts and to take care 
of light or heavy shock loads at either 
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high or low speeds, according to 
manufacturer. Among its features is 
its ability to withstand greater shock 
load than shaft of corresponding 
diameter, due togaousing construction 
which is of cast steel. Bearing 
operates on true ball and_ socket 
principle inasmuch as housing is ma- 
‘chine finished to spherical surface 
and fit that permits free oscillating 
movement of about three degrees 
maximum in any direction, and at the 
same time maintains an unbinding 
accurate alignment of shafts. Pillow 
block is mounted with Hyatt heavy 
duty precision bearing in machined 
finished housing made dust and dirt 
proof. Primary buying officials to be 
contacted in introducing this product 
are plant manager, superintendent, 
maintenance superintendent, chief 
engineer and master mechanic. — 
Palmer-Bee Company, Detroit, Michi- 
gan. MILL SUPPLIES, July, 1936. 


Abrasive Cut-Off Machine 





Universal cut-off machine has 

been developed recently which 
provides both Cho-cut stroke and 
draw-cut stroke, either one or a com- 
bination of both which may be used 
to suit requirements of any particular 
cutting job. It is also claimed that 
machine is not limited to cutting at 
right angles with work, but will cut 
at any desired angle by swinging head 
to desired position with relation to 
the table. Exact position of head is 
indicated by graduated scale on ma- 
chine. In addition, if it is desired to 
cut very heavy work that cannot be 
supported on table, head may be 
swung into any desired position, away 
from table, to handle this work. It 
is further claimed that such close ac- 
curacy may be maintained that ma- 
chine may be used to finish cut pro- 
duction pieces to size. Machine is 
adaptable for cutting dry, various 





95 


materials ranging from cold rolled 
steel and non-ferrous metals to cin- 


Cap italize on the der blocks and brick; with auxiliary 


coolant system it is adaptable for 
cutting wet, all types of stone, con- 


crete, porcelain and tile, and with 

REPT ITATION special trough for submersion of 
work, it is adaptable for cutting high 
speed and other alloy steels, glass, 

> synthetic plastics, and so _ forth. 

of the CAPITAL Line Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent and master mechanic.— 
Bethlehem Foundry and Machine 


® Users everywhere rec- 4 > Company, Bethlehem, Pennsylvania. 
ognize CAPITAL RED Es Buy EBON MILL SUPPLIES, July, 1936. 
CAP industrial brushes m ECONOMY Hot-Jaw Pliers 
and brooms as a line of \ eng 

guaranteed value. Al- 

most half a century of 

high quality manufacture justifies this con- 
fidence. The line is complete—it is your 
logical source of supply. 











—— 


@ We sell through mill supply houses. Our 


: : ie Known as “Thermo-Grip” pliers, 
policy assures profits to the distributor. 


this portable electric heating tool 

is a new item in the company’s line of 
j N D | A N A P Oo L | S motor maintenance equipment and 
electrical specialties. When wire 

connections are plugged into any al- 

Brush & Broom Mfg. Co. ternating current lighting circuit, 
Established 1890 current passes through transformer 
ag aB St Indi lis. Indi and heats jaws to white hot tempera- 
a oS a oe po, Sas ture. Tool has numerous uses in in- 
dustrial field, electrical manufactur- 
ing, contracting and field work for 
small soldering and heating jobs. 


Pliers have renewable carbon jaws, 
insulated fibre handles, “Hi-Lo” heat 
control and “Off-On” switch. Cur- 

(73 C AN OPER ATE rent is consumed only when pliers 


are in use. Unit weighs 14 pounds 

7 and is shock-proof. Cord connection 
T a { Ss 5 «= T Oo he | '@) ! 5 T is 10 feet long. Transformer and 
pliers are connected by two 6-foot 
lengths of heavy duty cable. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superinten- 
dent, maintenance superintendent, 
foreman, chief engineer and master 
mechanic.—Ideal Commutator Dresser 
Company, 1427 Park Avenue, Syca- 
more, Illinois. MILL SUPPLIES, 
July, 1936. 





Hydraulic Lift Truck 


A 15-ton hydraulic lift truck with 
unusually large capacity for hand 
lift-truck was built for a firm mak- 
ing automobile stampings and used 


Here’s the last word in five-ton * load : : : 
hoists for economical, heavy-duty Parallel drum _ al- by this company for transferring dies 


suspension. 


monorail operation. It is especially 


lows lifting from to and from their large stamping 
serviceable for unloading cars. With 


any part of the presses. It may be pulled by hand 
it one man can lift, traverse, and floor within hook by means of handle provided, or towed 
spot his loads quickly, easily, reach. Compact construction gives by power truck. Hydraulic rams op- 
and safely. Symmetrical design lowest headroom and maximum lift. erated by hand hydraulic pump raise 
insures exact balance and proper Push this model for heavy duty elevating frame. Carrying platform, 
’ which is 30 inches wide by 84 inches 

Sold Through Mill Supply Houses Everywhere long, has a lowered height of 9% 
You get the 


mite on inches and elevates 33 inches. Two 
we'll “help you clove it A 0 D i | N S & M Y 7 R S front wheels and four rear wheels 
tin 6161." Ive full. of are equipped with large ball bearings. 
—, ee et Turning is facilitated by large thrust 

HOIST AND CRANE DIVISION @ SPRINGFIELD, OHIO and radial bearings in fifth wheel 
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steer. Main and elevating frames 
are made of heavy structural mem- 
bers, electric arc welded. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent and superin- 
tendent.—Lyon Iron Works, Greene, 
New York. MILL SUPPLIES, July, 
1936. 


Air Hose 

Sterling cord air hose which fea- 

tures a revolutionary new cord 
construction principle has been an- 
nounced. The hose is built much like 
a tire, with cords laid in tough rub- 
ber cushions and isolated from ad- 
jacent plies. Chief among the ad- 
vantages of this hose are lighter 
weight, more flexibility and greater 
resistance to pressure, according to 
manufacturer. It is further claimed 
that extra durability of hose is due 
to internal structure, which makes 
shearing action impossible. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, superintendent and master me- 
chanic.—New York Belting and Pack- 
ing Company, Passaic, New Jersey. 
MILL SUPPLIES, July, 1936. 


Circulator Fan 








A line of circulating fans has 
been announced recently. The 





fan, which can be operated at 












































“Lock-On” —a patent- 
ed and exclusive fea- 
ture of Blackhawk 
Socket Wrenches. 





W 
. 


With “Lock-On”, sockets cannot 
come off to drop into gear boxes 
or machinery housings. 


Bridge and building coné’truction 
crews like labor-saving and accident 


Lock-On.” 


prevention features. of 


There's nothing better than ‘’Lock- 
On” for high production nut setting. 
More nuts per socket mean low cost. 


MILL SUPPLIES @ JULY 1936 


Millwrights like “Lock-On”’ for over- 
head work. Sockets cannot drop into 
machinery or injure workmen below. 


"T OCK-ON” sockets, handles and extensions, 
that “click” together, into one sturdy, effi- 
cient tool have won the respect and endorse- 
ment of mechanics and shopmen in industry. 
In close quarters and hard-to-get-at places, 
especially, “Lock-On” saves time and temper, 
prevents accidents, conserves man-power! The 
sketches show only a few applications in which 
“Lock-On” has proven itself. Hundreds of 
similar jobs for “Lock-On” are waiting to build 
profitable socket-wrench sales for you! 


LET BLACKHAWK“LOCK-ON” 
CLICK PROFITS FOR YOU — 


as it is for other Mill Supply Dealers! You, too, 
will find the Blackhawk reputation an easier 
path to sales and profits. Your men will get a 
kick out of pushing these gleaming, matched 
sets of speedy, rugged DEPENDABLE Black- 
hawk Socket Wrenches—their large units of sale 
—generous profit spread—substantial reorders! 


Blackhawk business paper advertising —power- 
ful and consistent—plus forceful direct mail— 
is driving Blackhawk profits “right down your 
alley.” The Blackhawk Sales Department offers 
real cooperation. Write? Right! 


BLACKHAWK MFG. CO., Milwaukee, Wis. 
Sole Canadian Distributor 
The Canadian Fairbanks-Morse Co., Limited 
Branches in all Principal Cities 

*’’Lock-On” is a patented Blackhawk feature. Sockets 

and attachments are locked securely to handles and 

extensions by a spring backed plunger in drive 

chank engaging unit hole in socket wall. Combina- 

tions are quickly disassembled by a built in thumb 

release button. 
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CHICAGO RAWHIDE 


for Industrial Use 
Sell Mechanical 
Leathers 


It is impractical if not impossible for 
the industrial distributor to gain 
expert knowledge of mechanical 
leather. In selecting the leather 
products you sell, your safest rule 
is to standardize on “Chicago Raw- 
hide”’ all the way. The “CR” shield 
guarantees certainty of performance 
—the exactly suited hide, tannage 
and treatment, and accurate fabrica- 
tion; the goodwill of a known, well 
advertised name assures consumer 
acceptance, and complete satis- 
faction. 


The “CR” Line is a complete line 

including: 

@Rawhide Faced Hammers (with replace- 
able insert faces of Java Water Buffalo 
Hide) 

@Rawhide Mallets and Mauls (all sizes). 

@Formed leather packings in all sizes and 
shapes 

@Leather Belting 

@Round Belting (5 grades) 

@Twisted Rawhide Belting 

@Rawhide Gears and Pinions 

@Rawhide Pins for Metal Belt Lacing 

@Leather Dust Covers, Boots, Guards 

@Cut Lacing (for Belting) 

@Slide Lacing 

@Safety Lacing (gut) 

@Leather Wa aan and Gaskets 

@Hand Leathers 

@Leather Aprons 

@Mechanical Leathers 

@Perfect Oil Szals 


Write for Circulars 


CHICAGO RAWHIDE MFG. CO. 
1290 Elston Ave. 
Chicago 


Branches 
New York Pittsburgh 
Boston Cleveland 
Philadelphia Detroit 
Cincinnati S u 


jeither of two speeds, is distinguished | 
by amount of air flow it supplies and | 
by its thrifty use of current, accord- | 
ing to manufacturer. It is made in 
floor model type, adjustable in height 
from floor to center of fan 5 ft. to 8 | 
ft.; ceiling model, side wall model and 

low stand bench or counter model. It 
is finished in pearl grey baked enamel. 

Primary buying officials to be con- | 
tacted in introducing this product are | 
plant manager, 





intendent.—Propellair, 
| Springfield, Ohio. MILL SUPPLIES, | 
| July, 1936. 


Welding Torch 


= 








ing torch, known as “Weld- 
master,” has standard tip weighing 
174 ounces. An alloy that can be 
forged, extruded and heat-treated and 





lused in construction. According to 
manufacturer torch is perfectly bal- 
|anced as a result of weight elimina- 
tion and can be manipulated by oper- 
ator with maximum flexibility and 
minimum effort. Unit has improved 
jcircle mixer and_ spring-tension 
equipped wheel handles. Wheel 
handles are fluted design and grip is 
thin with wide fluting. Grip is an 
electrically applied blue finish with 
balance of handle contrasting silvery 
'type alloy. Torch is made in standard 
land super-type. Primary buying of- 
ficials to be contacted in introducing 
this product are purchasing agent, su- 
perintendent, maintenance superin- 
| tendent, foreman, chief engineer and 
master mechanic—The Modern Engi- 
neering Company, St. Louis, Missouri. 





purchasing agent, su: | 
| ote earyg and maintenance super- | 
Incorporated, | 


l An ultra-light weight weld- | 


has tensile strength of mild steel is | 
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Crane Gears 


4 





$$$ ——__—_i 


1 1 A new means of fabricating 

gears through use of welding 
| with rolled steel for use on traveling 
leranes has been announced. Iillus- 
|trated herewith are two types of 
|gears with helical and spur cut teeth 
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INDUSTRIAL 
GOGGLES 


For Every Use 


Super-Drednaut Goggles 
for MAXIMUM Protection 


““Safety-Service” Accident Prevention 
Equipment has been on the market 
for over twenty years and is well and 
favorably known throughout the 
country, and wherever goggles are 
used Super-Drednaut Goggles are re- 
garded as the highest standard of Eye 
Protection. They incorporate out- 
standing features not found in any 
other goggle. 


With such outstanding features, 
backed by National Trade Paper and 
Direct-by-Mail advertising, fine Cata- 
logs and other types of advertising 
matter, the complete line of “Safety- 
Service” goggles is easy to sell and 
returns a big profit. No competitive 
line shows such modern designs, fine 
workmanship and highly protective 
qualities as does the “Safety-Service” 
line. It will put you well in advance 
of your competitors. 





GENERAL CATALOG No. 10 


Send for your copy of this NEW 
Catalog just off the press and our 
complete Merchandising plan. 


The Safety Equipment 
Service Company 
(Buell W. Nutt, President) 


1228 St. Clair Avenue, Cleveland 


Manufacturers of a Comptes Line of 
Accident-Prevention Equipment 











al 
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showing how gears are built up with 
arms or webs of rolled steel rein- 
forced with gear bands welded in- 
tegrally. Entire unit is normalized 
to provide greatest possible strength, 
according to manufacturer. It is 
further claimed that through this 
type of construction, all danger of | 
casting flaws is eliminated. There is 
also the advantage of being able to 
select special steels for members 
which are subject to high stress. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent, maintenance superin- 
tendent, foreman and chief engineer. 
—The Harnischfeger Corporation, 
Milwaukee, Wisconsin. MILL SUP- 
PLIES, July, 1936. 


Lead Seal 






‘BESTOLIFE 


LEAD SEAL 


l Bestolife lead seal is a 

product consisting of finely 
divided metallic lead in practically a 
collodial form mixed with a suitable 
vehicle and used on all types of 
threads and gaskets. It is claimed by 
manufacturer that it forms a perfect 
seal under all pressure and tempera- 
ture conditions. Metallic lead in 
vehicle works into threads forming 
perfect gasket of lead throughout 
joint. It is further claimed that it | 
enables engineer to screw fittings 
closer making tighter joint with less 
effort than other compounds. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superintend- 
ent, maintenance superintendent, 
foreman, chief engineer and master 
mechanic.—I. H. Grancell, 2905 East 
Ist Street, Los Angeles. MILL SUP- 
PLIES, July, 1936. 





Lift-Jack Unit 


l Clark lift-jack unit of steel 

welded construction consists 
of reinforced steel housing enclosing 
fulcrum lift mechanism designed and 
guaranteed to produce lifting power 
of 6,000 pounds distributed weight 
with only 76 pound handle pressure, 
according to manufacturer. The 
mechanical design makes it possible 
to contact and lift platform skid from 
right or left angles. Unit weighs not 
more than 42 pounds and is equipped 
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S STANLEY g 


ELECTRIC TOOLS cA 


~ 

oy With the complete Stanley line, you are able to 

= get all regular electric tool business. In addition, 
cs you get exclusive business on several unusual 
= Stanley Electric Tools—business you would have 
= to pass up, without Stanley. Aggressive adver- 
tising and merchandising support and selective 
distribution make Stanley a major profit line. 


Tno Electric “Handy Men” 














STANLEY PORTABLE 
( GRINDER no. s6 


Many uses—polishing, clean- 
ing, and grinding — in every 
shop. Strong aluminum alloy 
housings, seal type bearings, 
nickel steel gears and safety 
switch are among its quality 


features. 





STANLEY TOOL ROOM 
GRINDER wo. ses 


A full %-H.P. Universal motor 
provides a grinding speed of 18,000 
R.P.M. An ideal tool for grinding 
dies, punches, special cutters and 
lathe centers, machining brass 
templets, aluminum patterns and 
innumerable internal and external 
grinding operations. 


Tool holders permit its use on a 
lathe, shaper or milling machine. 


Picture shows No. 585 grinding dies 
for heading Clinch-on Nuts. 


STANLEY ELECTRIC TOOL DIVISIO 


The Stanley Works yA 
r New Britain, Conn. 4 
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U. S$. TOOLS 


U. S. Grinders Build Business 


@ USS. Portable Electric Tools are profitable because 
they permit you to sell fine quality at competing 
price. Here are shown two of. the large U.S. 
“family” of popular grinders: 





Standard of Quality 
Since 1897 


Type XX 


PRECISION 
GRINDER 


For either exter- 
nal or internal 
grinding, and wide 
range of accurate 
work; adaptable for 
use with lathe, plan 
er, boring mill, mill- Model 10 
ing machine, etc., on 
ac. or dc., % to 5 


(Tilustration 
5 > 
horse power. 


shows 5 . 
14” x 3”) 
Capable of heavy 
duty service, and 
rated for continu- 
ous service at full 
Check these U. S. Sales Advantages: Ah 
FULL LINE © SUPER QUALITY @ with remote ‘con: 
ECONOMICAL PRICES © PROTECTION trol. Furnished 
* * r 550 volts, al- 

PROFIT SALES AIDS .S a 
rect current. 


THE U. S. ELECTRICAL TOOL CO. 
2498 West Sixth Street Cincinnati, Ohio 
In Canada: Maple Leaf Electrical Tools Ltd., Toronto 


























for those WAREHOUSE jobs 


Ros eae 
— 


WEST ie ao 
— a ace cal 


No. 1090 . . « LARGE or SMALL 
LANCO WARE- 
HOUSE TRUCK = truck is strongly made for 
S eavy loads and is made in various 
BALL BEARING = size platforms. Side and end rails 
CASTERS are 2 x 6-inch hardwood, dressed. 
Platform is countersunk flush with 48% for 
side rails. The pipe handle is bent Bulletin, 
out at top. Prices, etc. 


LANSING COMPANY, Lansing, Mich. 


CHICAGO KANSAS CITY MINNEAPOLIS SAN FRANCISCO 
WEW YORK BOSTON PHILADELPHIA 
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with two wide face semi-steel wheels, 
8-inch diameter, equipped with Hyatt 
type roller bearings. Rubber-tired 
wheels may be furnished, if desired. 
Handle is of tubular steel and when 
platform is engaged, handle is en- 
tirely free, enabling operator to move 
load with handle at any angle that 
provides greatest ease and leverage. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent and maintenance super- 
intendent.—All Steel Welded Truck 
Corporation, Rockford, Illinois. MILL 
SUPPLIES, July, 1936. 


Spur Geared Hoist 


1 Precision-ground bearings to 

minimize friction, including 
inner and outer races, as well as bear- 
ing rollers, feature an improved spur 
geared, hand chain hoist just intro- 








yur 





duced. This type is used for mate- 
rial handling for the most part in 
capacities from }{ to 6 tons. Hoists 
of 3-ton capacity and up are of 
double-line type and have precision 
ball bearings on idle sheave axles. To 
lift its rated load capacity one foot, 
14-ton hoist requires chain overall of 
35 ft. and chain pull of 100 pounds; 
3-ton hoist, 70 ft. chain overall and 
101 pound chain pull, and 6-ton hoist, 
133.5 ft. chain overall and 117-pound 
chain pull. Safety load chain guide 
keeps chain from riding out of pocket, 
fouling or leaving wheel. Chain is 
electrically welded with high tensile- 
strength, elastic-limit and _ elonga- 
tion, according to manufacturer. 
Hooks are of “safety” type, drop- 
forged, heat-treated and tested. All 
parts of hoist in suspension are 
made of steel. Primary buying 
officials to be contacted in introduc- 
ing this product are plant man- 
ager, superintendent and chief engi- 
neer. — Conco Engineering Works, 
Mendota, Illinois. MILL SUPPLIES, 
July, 1936. 


Convection Heater 


l Electromode convection heater, 

a ? kw. unit which utilizes 
natural rise of warm air for circula- 
tion, is made of cast aluminum con- 
struction. Heating is done by means 
of a calrod, around which aluminum 
is poured. Shrinking of metal in 
cooling causes calrod to become an 
integral part of heating element and 
eliminates all hot wires and dead air 
Space, according to manufacturer. 
Unit is compact in size, being 44 
inches wide, 94 inches long and 16 
inches high, completely insulated. It 
is available in any finish necessary to 
match up furnishings of home or 
office. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer and 
master mechanic—The Electric Air 
Heater Company, Division of The 
American Foundry Equipment Com- 
pany, Mishawaka, Indiana. MILL 
SUPPLIES, July, 1936. 








SOMETHING 
” CHEW ON 


You have them. Every dealer has them. Those customers who 
carefully weigh first costs against a product's proven operating 
economy, upkeep and length of service life. 


In order to sell these customers, you have to give them “something 


to chew on.” 


For years, Quincy Compressors have been designed and built to appeal 
to just this class of customer. Because Quincy Compressors have cer- 
tain extra features that they can “chew on.” These extra features 
make your selling job easier and your customers’ satisfaction more 


complete. 


Decide now to investigate Quincy Features and our Dealer Plan. 
Send today. Simply fill in and mail the coupon below. 


QUINCY COMPRESSOR CO., Quincy, Illinois 










































































Branch Offices: 
205 W. Wacker Dr., Chicago 
30 Church St., New York City 




















UINCY 








Compressors 








This is a Model WWD Water Cooled Quincy Compressor. Quincys are made in both air and water 
cooled models with capacities from 1 to 130 CFM. 


peer —-- COUPON TODAY- — — — —— 


FREE 


COMPRESSOR 
DATA BOOKS 
Contain belpful Engineering Data, 
Charts, Tables, etc., pertaining to 


Compressed Air. Handy size. Sent 
FREE, Use Coupon. 
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QUINCY COMPRESSOR CO., Quincy, Ill. Dept. M-7. 


Without obligation, please send me Quincy Literature and 
Dealer Plan, Also send ...... FREE "‘Compressor Data 
Books.”’ 




















Firm Name 

Address ..... 

City . 

State . phase (x2tsBenebetes 


Your Name... 







































SERVICE is a matter of giv- 
ing customers what they want 
when they need it. You can 
serve your customers better 
if you keep your stock of 
Starrett Tools, Dial Indica- 
tors, and Hacksaws complete. 
Do you need extra copies of 
Starrett Catalog 25 EG or 
the Starrett Dial 
Catalog? 


Indicator 


THE L. S. STARRETT CO. 


ATHOL, MASS., U.S.A 





Sell — 
Starrett 
Tools 


16 A rotary knife switch con- 
trol which brings all amper- 
age changes under one switch ar- 
rangement to be used in connection 
with a.c. welders has been announced. 
Control is marked in amperes so oper- 
ator knows exactly what amperage 
he is getting under any setting of 
switch. Switch is of heavy duty con- 
struction and can be rotated in either 
direction. Contact between knife 
blade and welding lead is made 
through large copper disk. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
jager, purchasing agent, maintenance 
superintendent, foreman, chief engi- 
neer, master mechanic and welding 
engineer.—The Miller Electric Manu- 
facturing Company, Oshkosh, Wiscon- 
sin. MILL SUPPLIES, July, 1936. 


Roofing Cement 


| 
| 


l 7 A roofing cement known as 

“Longlife” recently an- 
nounced is a pure asphalt, unadulter- 
ated with solvents, chemicals, sludge 
or foreign matter. It is elastic, flex- 
ible, rubbery and will not “string,” 
seep, drip or “bleed” through roofing 
membrane, according to manufac- 
turer. “Longlife” is spun and sus- 
pended in water and can be used with 
trowel or in gun in plastic form, or 
thinned with water and used with 
mop, brush or broom. It will remain 
plastic at temperatures from 300 deg. 
F. to 50 deg. below zero. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superintend- 
ent, maintenance superintendent, fore- 
man, chief engineer and master me- 
chanic. — Flexrock Company, 800 
North Delaware Avenue, Philadel- 
phia. MILL SUPPLIES, July, 1936. 
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CUTS arouno CORNERS 


Gets anywhere—under and around 
obstructions, over edge of beams of 
framework, into corners flat against 
floor, wall or ceiling. Cuts in any 
and every position with same pow- 
erful action. Not an experiment, but 
of time-tested Porter construction. 
Has the same powerful lever and Sage ae- 
tion as other Porter cutters. Available in a 
number of Porter standard cutting jaws 
which are interchangeable with Porter rigid 
type tools. A valuable cutter in every shop. 
Saves time. Saves labor. Saves tool damage. 
Send for folder. 





convert a Porter 
New Easy rigid 
cutter into a 
Swivel Head eas- 
ily and economi- 
cally, by means of 
a smail - of 

rts supplied in 
a Swivel Head 
Kit. Send for 
folder. 


PORTER 


BOLT CLIPPERS 


Porter Bolt Clippers have for more than 
half a century, been the standard for two 
hand metal cutting tools. There is a Porter 
model for every metal cutting requirement. 
Send for a catalogue of the complete Porter 
line. Use the coupon below. 


H. K. PORTER, INC., EVERETT, MASS. 
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Slotted Nut 


l Cooke micro slotted nut with | 

closer adjustments offers from | 
10 to 22 adjustments per turn (de- 
pending on size) instead of usual 6| 
per turn, according to manufacturer. | 
Micromatic adjustment is achieved by 
locating keying wedges off center to | 
one another so that keying positions | 
are possible for each slot. At keying 
position, a wedge centers hole. If hole 
and wedge are not in keying position 
at first trial, a slight tightening will 
bring wedge into position at one end 
or other of hole, for key can be in- 
serted from either end. Key is set 
by tapping it in with hammer. Key 
spreads automatically, curving out- 
ward and filling space between wedge 
and sides of hole, locking bolt, nut 
and key immovable. A special key 
accompanies each nut. End of key 
is trimmed off to an internal V-shape | 
so that it spreads readily around key- | 
ing wedge on nut, never catching on | 
wedge. Primary buying officials to | 
be contacted in introducing this prod- | 
uct are plant manager, purchasing | 
agent, superintendent, maintenance | 
superintendent, chief engineer and | 
master mechanic.—The Blatchford | 
Corporation, 80 E. Jackson Boulevard, 
Chicago. MILL SUPPLIES, July, | 
1936, 


Floor Truck 





l Number 1595, “Q” type floor 

truck has one piece steel 
frame, arc-welded throughout, smooth 
flush hardwood top steel bound all 
around, roller bearings in all wheels 
and casters, and equipped with indus- 
trial-balloon tires. Truck can be made 
in any size, height or capacity, with 
flat top of wood, steel, or any other 
material, with or without end racks, 
push bar handles, pipe stakes, shelves, 
box top or any other superstructure to 





NEW BIGGER ADVERTISING PROGRAM 





Long recognized as the leader in quality, Cling-Surface 
now assumes advertising leadership among belt treatments. 
Four additional magazines now carry the story of “The 
Efficiency Arc’”’— economical, slack operation made possible 
by Cling-Surface—to more than 40,000 new prospects. 


In these advertisements, Cling-Surface is able to talk 
facts—not theory; for the practical experiences of thousands 
of plants over the past forty years provide a wealth of 
amazing proof that Cling-Surface stands alone in its field. 


Cling-Surface is the only belt treatment which both pre- 
serves drive belts and stops slipping so completely that all 
belts and rope drives can be run easy (slack) under full loads. 
Thousands of plants have proved that using it instead of the 
ordinary by-product belt dressing results in remarkable sav- 
ings, which may reach hundreds of dollars annually. This 
successful experience is shown by Cling-Surface’s amazing 
“repeat” record —500 reorders from one plantis notunusual! 


If you do not stock Cling-Surface, contrast with the line 
you have, this picture of a highly successful product and 
powerful advertising support. With the new advertising 
program introducing its remarkable features to thousands 
of new prospects, now is the time to sell this better belt 
treatment which invariably increases your volume and profit 
per customer. Get the complete story and you can judge for 
yourself. Write for full particulars, without obligation. 


Cling-Surface Co., 1017 Niagara St., Buffalo, N. Y. 


CLING-SURFAC 


Preserves Power Belts -Prevents Slipping 
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NATIONAL 


Dynamic Action 


CUTTING TOOLS 





A Complete Line of 
TWIST DRILLS, REAMERS, HOBS, 
MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S.A. 


Tap and Die Division: WINTER BROS. CO., WRENTHAM, MASS. 


NEW YORK CHICAGO PHILADELPHIA CLEVELAND 
157 Chambers Street 1144 Washington Blvd. 43 North Sixth Street 709 St. Clair Ave., N.W. 























WHEEL BRUSH WITH 
“DI-BILT” WIRE 
WHEEL BRUSH S t e a d y lhe; eta 


VOLUME and PROFIT 


@ Milwaukee Brushes produce steady business at attractive profit. 
The demand is great, for every plant is a logical prospect. Milwaukee's 
complete line—bristle, wire, and fibre hand and power brushes, 
standard and special types—enables you to meet every need. Mil- 
waukee quality insures repeat orders. 


®@ Milwaukee's sales policy is designed for favorable distributor mar- 
gins. Write for complete information today. 











THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street MILWAUKEE, WISCONSIN 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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meet individual needs. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, maintenanc: 
superintendent, foreman, chief engi- 
neer, master mechanic and welding 
engineer. Lewis-Shepard Company, 
Watertown, Massachusetts. MILL 
SUPPLIES, July, 1936. 


Flexible Coupling 





2 A new type, non-lubricated, 

heavy duty flexible coupling 
designated as L-R type “W” has been 
announced. Individual load cushions 
are free floating between metal jaws 
and rest upon central hub, being 
firmly secured in place by spiral steel 
spring. Cushions are free to move 
and adjust themselves instantly to 
any momentary position of jaws. 
Load cushions are always in plain 
sight for inspection and can be re- 
moved and replaced in a few minutes 
when necessary. In operation, one 
half of cushions are idlers (ex- 
cept on reversing loads), hence 
there is always a set of new 
cushions in coupling. Coupling is 
also furnished with one body made 
as a flange for bolting to flywheel. 
Flange-body design reduces overall 
length of coupling by one-third, ac- 
cording to manufacturer. Coupling 
is made in standard sizes with bores 
from 3 to 14 inches (18 to 2,000 hp. 
at 100 R.P.M.). By application of 
suitable materials and design, capac- 
ities can be materially increased with- 
out change in overall dimensions. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer and 
master mechanic.—Lovejoy Tool 
Works, 4955 West Lake Street, Chi- 
cago. MILL SUPPLIES, July, 1936. 


Grinder and Buffer 


2 This company has recently en- 

larged its line to include both 
1 hp. and 3 hp. grinders and buffers, 
available in single-phase, three-phase 
and direct current. It is claimed by 
manufacturer that entire unit has 
been designed with rugged service- 
ability in view. Heavy guards meet 
all Safety Code requirements and dis- 
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mount easily for wheel replacement. 
Tool rest makes it possible to use 
various wheel sizes and be able to set 
tool rest for any desired grinding 
angle. Grinders are furnished with 
or without pedestals. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are superinten- 
dent, maintenance superintendent 
and master mechanic. Marathon 
Electric Manufacturing Corporation, 
Wausau, Wisconsin. MILL SUP- 
PLIES, July, 1936. 





Metallic Coating 


22 “Amco” metallic coating, 
brand “A” pure tin and 
brand “E” zinc, is a preparation that 
may be used for replacing tin or 
galvanized surfaces that have been 
worn, damaged or burnt away by 
welding, and so forth, according to 
manufacturer. After powder has 
been sprinkled on metal surface the 
resulting coating is equal to hot 
dipped process. Primary buying 
official to be contacted in introducing 
this product is chief engineer. — 
American Solder and Flux Company, 
Wayne Avenue and Berkley Street, 
Philadelphia. MILL SUPPLIES, 
July, 1936. 


All-Steel Platform Truck 


2 This light “Lanco” all-steel 

platform truck has end rails 
and side rails pressed from one sheet 
of steel and corners electrically flow 
welded. It is equipped with 8-inch 
by 24-inch and 16-inch by 3-inch 
Woodruff moulded demountable rub- 
ber wheels with Hyatt roller bear- 
ings. It can be furnished with any 
size platform desired. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, superinten- 








ALL-ALLOY 


ALI Wrench Strength and 
Performance Are Unbeatable 


nei 


@ With its all-over oil hardened chrome molyb- 
denum alloy jaws and new alloy housing and 
handle, this FRU meets all Government 
and U. S. Navy tests. Housing is guaranteed 
unbreakable. And the adjusting nut in open 
housing spins easily in all sizes 6” to 60”. 
Made in End Pattern for pipes against flat sur- 
faces. These features explain why RIGeXIDs 
| are popular with wrench users, why they ‘‘sell 
|| themselves." You should be stocking and 
| 

| 

| 













selling them for greater profits. 





THE RIDGE TOOL CO., ELYRIA, O. 


RikzIb 


Reg. U.S. Pat. Off. 





Rikaib 
Pipe Tools 
o 
WRENCHES 
CUTTERS 
THREADERS 
VISES 
EXTRACTORS 
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The 
LUBRIPLATE FILM 





Monthly High Spots for Distributors 





ST. LOUIS, MO.— —————— Glass Company, 
located near this city, has just rounded out two 
years of very successful lubrication of Lehr bear- 
ings with LUBRIPLATE No. 320. These high 
temperature machines run twenty-four hours a 
day, seven days per week. 


MINNEAPOLIS, MINN.—McGlynn Oil Com- 
pany, LUBRIPLATE Distributor, advises that No. 
107 excels all other lubricants for gear cases of 
outboard motors operating in the cold waters of 
the northern lakes. We have also received very 
favorable comments on this application from 
Long Island and other points where outboards are 
extensively used. 
e 


PASSAIC, N. J.—Under extreme bean 
ressures and water conditions, 
No. 130-A excels where other 
———— Rubber Co., 
“‘LUBRIPLATE No. 
for hydraulic plungers.’ 


and gear 
RIPLATE 
Rn fail. 
states emphatically 
130-A is the best lubricant 


PEABODY, MASS.— -—————— Leather Co., 
finds LUBRIPLATE No. 110 ney ensable for 
ball bearing wheels of shop trucks. BRIPLATE 
No. 110 gives weeks of perfect A — where 
previous greases lasted but one or two days. This 
and other LUBRIPLATE products used on their 
production machinery with great satisfaction. 


BROOKLYN, N. Y¥.— ————— Pie Company 
gives their reason for using LUBRIPLATE No. 25 
in gear cases of large ice cream freezers. ‘‘Before 
discovering LUBRIPLATE, cylinder oil was used 
and had to be changed every TEN DAYS. With 
LUBRIPLATE No. 25, interval between changes 
averaged FOUR MONTHS, in spite of severe 
water conditions.”’ 


THE EFFICIENCY OF eee Phy MACHIN- 
ERY DEPENDS VERY MATERIALLY ON 
PROPER LUBRICATION. THOUSANDS OF 
FIRMS ERRONEOUSLY BELIEVE THEY ARE 
‘ECONOMIZING”’ BY THE USE OF ORDI- 
NARY LUBRICANTS. THE SAVING THAT 
CAN _ BE SECURED THROUGH _ BETTER 
LUBRICATION IS INDEED ASTOUNDING 

LUBRIPLATE ENJOYS A_ PHE Z:NOMENAL 
RECORD OF ACCOMPLISHMENTS IN EVERY 
MANUFACTURING INDUSTRY—A RECORD 
= a AND SATISFACTION EVERY- 


ALL OF OUR DISTRIBUTORS WILL TELL 
YOU THAT LUBRIPLATE IS NOT ONLY 
PROFITABLE IN ITSELF—BUT ON ACCOUNT 
OF ITS GREAT SALES APPEAL SERVES AS 
AN ENTREE MEDIUM THEREBY BENEFIT- 
ING THEIR OTHER LINES 








Economy! 








LUBRIPLATE DIVISION 


FISKE BROTHERS 
REFINING CO. 
Established 1870 


24 STATE ST. NEW YORK, 


Plants: 











N. Y. | 
NEWARK, N. J. and TOLEDO, OHIO | 


dent, maintenance superintendent and 
foreman.—Lansing Company, Lansing, 
Michigan. MILL SUPPLIES, July, 

1936. 


Propeller Fan 





“Air Flow” propeller fan has | 
a large two-blade propeller | 
scientifically designed stream- 
lined inlet, according to manufac- 
turer. Fan is constructed of light 
metals with steel panel frame and 
aluminum fan blades. Square steel 
panel eliminates necessity of con- 
structing wooden panel to hold fan 
in wall after hole has been cut. Mo- 
tor is totally enclosed, radiation 
cooled with ball bearings and thrust 
combination, and may be obtained in 
constant speed or with two-speed con- 
troller. Motor is suspended from 
motor bracket supported by three 
arms welded to steel panel. Primary 
buying officials to be contacted in in- 
troducing this product are plant 
manager, purchasing agent, superin- 
tendent, and chief engineer.—Na- 
tional Fan Blower Corporation, Chi- 
cago. MILL SUPPLIES, July, 1936. 


24 


and 


Micrometer Caliper 


2 A new design for Micrometer 

Calipers Nos. 12 and 13 has 
recently been announced. Calipers 
combine the utility of the “C” type 
frame with the advantages of the 
old Nos. 12 and 13 design, according 
to manufacturer. Narrow anvil end 
of frame allows for measuring deep 
in slots. “C” type frame permits 
convenient finger grip and_ full 
measuring capacity. Primary buy- 
ing officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superinten- | 
dent, maintenance’ superintendent, 
foreman, chief engineer and master 
mechanic.—The Brown and Sharpe 
Manufacturing Company, Providence, 
Rhode Island. MILL SUPPLIES, 











July, 1936. 
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Wolverine 


The Copper Tubing 
That Cuts Sales 


Resistance 
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The man who has tried Wolverine 
Copper Tubing doesn't have to be sold 
the second time. He knows it has 
quality. 


The high quality virgin electrolytic 
copper used — the extrusion process — 
the rigid inspection — combine to 
make tubing that is uniformly superior. 


You can sell Wolverine Tubing with 
assurance that it means repeat business 

- whenever the customer is in the mar- 
ket. 


There is volume business at excellent 
profit in copper tubing. Refrigeration 
and air conditioning work is running 
into large figures. It calls for copper 
tubing and lots of it. The trend of 
modern heating is toward copper and 
brass pipe. 


With Wolverine Tubing you can get 
and hold your share of this business. 


Refrigeration Tubing better than 
Wolverine is not to be had. Uniformly 
soft, it is perfect for bending and easy 
installation. The clean, bright, mirror- 
like interior is completely free of dirt 
or scale which might clog valves or 
strainers. Dehydration is complete and 
kept so by the W seal. 


Let us send you prices. 


Wolverine Copper Water Tubing 
(¥%"’ to 2") for underground gas, gaso- 
line and oil connections has been 
tested and listed under Re-examination 
Service of Underwriters’ Laboratories. 


SEAMLESS COPPER 


DETROIT MICHIGAN 


1411 Central Avenue 
























TEN YEARS AGO IN MILL SUPPLIES 


GES IN THE 
MILL SUPPLY FIELD 


o/ a 2 
1, 4Gs Humans rg R.. Biccs, LATE PRESIDENT OF Bi66s 
Ge KY a Y/, AND COMPANY, WICHITA FALLS, WAS RECORDED 
© AS HAVING DISPOSED OF HIS INTERESTS IN THE 
/ HARDWICKE-ETTER COMPANY, SHERMAN, TEXAS, 
OF WHICH HE WAS VICE PRESIDENT. 








»PLY 


An 












N DECADE AGO THE CORBY SUPPLY 
fi), COMPANY, ST.LOUIS, WAS MOVING INTO ITS 
F797]! NEW BUILDING, WHICH IT HAD RECENTLY PURCH- 
ASED AT 3942-3946 WEST PINE BOULEVARD. 


The WEAKS SUPPLY COMPANY, MONROE, 
LOUISIANA, TEN YEARS AGO WAS ERECTING A 
3 NEW BUILDING AT FOURTH AND JEFFERSON 
as STREETS, TO TAKE CARE OF ITS INCREASING 

¢ BUSINESS. 


Tre TALK OF 


JOHN B. CRIMMINS, 
OF MILLS AND LUPTON 
SUPPLY COMPANY, 
CHATTANOOGA, 
DELIVERED AT THE 
JOINT MEETING OF ? 














PROMINENT 


ONE OF THE MOST 
MEN IN SOUTHERN 
WHO HAS BEEN VICE 
ETTER COMPANY, SHE 
DISPOSED OF HIS IN 


Ty 


UZOAVENT 






















































THE SOUTHERN AND 
AMERICAN ASSOCIA- 
TIONS, REGARDING 4 
THE NEED FOR 
PROTECTION IN 
THE MILL SUPPLY 
FIELD AGAINST THE 
$0 CALLED 
“CURBSTONER, ‘ 
GAVE RISE TO AN 
EDITORIAL IN THE 
JULY, 1926 ISSUE OF 
MILL SUPPLIES. 


i. 7 


J.T. WING MOVED 
8 Ane Cin 
Twi . 
INTO ITS NEW SITE AT CARLISLE AND 
“fetes, | YA eee Rao 
, W IRST VI E 
feo2, YEARS SPENT IN iTS THE NATIONAL PIPE AND SUPPLIES 
ga; OLD LOCATION. ASSOCIATION AT THE ANNUAL CONVENTION 
SBfh HELD AT WHITE SULPHUR SPRINGS, WEST 
VIRGINIA, TEN YEARS AGO. 
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by N. J. Clarke, vice-president in 
charge of sales of Republic Steel 


, New Members for 
Corporation, Cleveland; Ohio, Jen- 


sen-Byrd Company, Spokane, American Association 
Washington has been appointed ®The following new members have 
distributor of Enduro stainless joined the American Supply and 
steel, and will distribute this Machinery Manufacturers’ Asso- 
product in the Spokane territory. ciation within the past few weeks: 
The Cameron and Barkley Com- Fiske Brothers Refining Com- 
pany of Florida will distribute a pany, New York City; Arro Ex- 
complete line of Republic’s tubular pansion Bolt Company, Marion, 


products. The company’s Jack- Ohio; Edwin H. Fitler Company, 
sonville and Miami warehouses will Philadelphia; Supply Publishing 


stock and distribute the Republic * Company, Cleveland; North Bros. 
line including lap, butt and electric Manufacturing Company, Phila- 
weld steel and copper bearing pipe delphia; Bemis and Call Company, 
and Toncan copper molybdenum Springfield, Massachusetts; Morse 
electric weld pipe. Chain Company, Ithaca, New 


The New York branch of Van Dorn Electric Tool Company, Towson, Mary- 
land, maintains an elaborate display of all tools made by the company and 
sales clinics with distributors’ salesmen and executives are held in the display 
room where the complete line is available for demontration and discussion. 
Distributors’ salesmen familiar with the display can bring their prospects 
here whenever possible. The group above is part of the sales staff of Federal 
Hardware Company, New York City and includes Ray Horner, New York 
manager of Van Dorn, George Everitt, David F. Daly, Gordon Brown, Bill 
McDonough, Art Chariter, all of Federal Hardware, and Bill Dugdale of 
Van Dorn. 
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New continuous strip-sheet mill built by Bethlehem Steel Company at Lacka- 
wanna, New York, as viewed from the air. The buildings contain twenty-two 
acres of floor space and have complete facilities for both hot and cold rolling 
of strip and sheets and for continuous processing of strip and sheet material. 








— — This is the largest single enterprise undertaken by the Bethlehem Steel Com- 
New Distributors for pany in rounding out its facilities in the producing of consumer goods. The 
Republic Steel new mill had its formal opening on June 30. 


® According to an announcement — $e 


York; The Peck, Stow and Wil- 
cox Company, Southington, Con- 
necticut; The L. S. Starrett Com- 
pany, Athol, Massachusetts; Alu- 
minum Industries, Incorporated, 
Cincinnati, Ohio; Johnston-More- 
house - Dickey Company, Pitts - 
burgh, and Oliver Iron and Steel 
Company, Pittsburgh. 


American Foundry Appoints 
Sales Engineers 


@®The American Foundry Equip- 
ment Company, Mishawaka, In- 
diana, announces the appointment 
of the following territorial sales 
engineers: 

George H. Walsh, Buffalo, New 
York, who will service New York 
state with the exception of the 
counties bordering the Hudson 
River and counties of Fulton, 
Montgomery and Schenectady. 

Harry G. Mouat, Birmingham, 
Alabama, who will represent the 
company in the states of South 
Carolina, Georgia, Florida, the 
north two-thirds of Alabama and 
Tennessee, except within a 50-mile 
radius of Memphis. 

Frank Roder Smith, New 
Orleans, who will handle Louisiana, 
Mississippi, southern Alabama and 
the western corner of Florida. 

T. C. Ruhling and Company, 
Dallas will handle the line in 
Texas, Oklahoma and part of 
Arkansas. 

M. B. Heisner, Denver, who will 
represent the company in Colorado, 
Wyoming and New Mexico. 




















































We don’t spread 
liam ltii-atoo thin... 














ADEQUATE VOLUME.... 
as well as adequate profit 
margin....is assured to 
Parker-Kalon Distributors 
With the interests of our Distribu- 


1 tors genuinely at heart we do every- 
’ 
2 thing possible to make the Parker- 
- Kalon line profitable to handle. 
el We begin by providing for an 
adequate profit margin which is 
assured on every sale through strict 
Ss maintenance of resale prices. Then, 
realizing that it takes sales volume 
to multiply profit, we consistently 
P- adhere to a sound plan of selective 
n- ° P P 
distribution. 
nt 
es As Point No. 2 in our Policy states, 
the distribution of Parker-Kalon 
od Products is confined to recognized 
“ distributors, and is limited on a 
he THE PARKER-KALON POLICY : 
-_ ; given product to the number of 
1 PRODUCTS: (a) To maintain our position of 6 PRICE MAINTENANCE: To establish and a : 
yn, leadership in the manufacture of the most ex- strictly maintain resale prices to assure dis- outlets which a territory Can profit- 
tensive line of Hardened Self-tapping Screws and tributors a fair profiton every sale, and other bene- bl Bec: ‘ 2 
other fastening devices. (b) To develop and add fits which result from a stabilized market. aoly support. ecause we do not 
m, to our line products of proven merit. (c) To main- 2g > Si 2 ‘ 
he tain the highest standards of quality in every 7 po trae eal oe SS ee ae spread the business beyond that 
; Parker-K > ; To main ic . ae ’ : oe ; 
th arker-Kalon Product entials to protect jobbers who carry a repre- limit, Parker-Kalon Distributors 
a 2 ee Rt ene sentative stock against those who do not. obtain a satisfying volume and a 
tribution of a given product to the number of job- N SALES PROMOTION: To create and increase substantial profit 
nd bers a territory can profitably support. the demand for Parker-Kalon Products by P ° 
i] consistent direct-mailand publication advertising. ¢ 
ie PROFIT MARGIN: To provide an adequate Also to furnish adequate and effective printed More important than our statement 
margin of profit for our distributors. matter and other sales helps to our distributors. hi 2 t Poli > 
on this point in our OC is our 
ew 4 PROTECTION AGAINST PRICE DECLINES: 9 SALES COOPERATION: To maintain a force P é Y 
_ Todo everything reasonable to protect our of trained sales engineers whose sole func- known record for practising what 
na, distributors against losses through price changes. tion is to develop business for our distributors by ‘ 
ind 5 PROTECTION AGAINST “DEAD” STOCK intensive missionary work in the field. it preaches. 
To protect jobbers against unsatisfactory ORDERS AND INQUIRIES: To refer to n 
; turnover by exchanging any slow moving stock 10 our distributors orders and inquiries re- PARKER KALON CORPORATION 
ny, for faster selling merchandise. ceived direct from users and prospects. 192 Varick Street, New York, N. Y. 
in 
of 
PARKER-KALON FASTENING DEVICES 
will Go 
do, 





A_ HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY 
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S. E. Race, sales manager of the 
Lansing Company, Lansing, Mich- 
igan, who is very proud of his com- 
pany’s long record of dividend pay- 
ing. The company manufactures 
wheelbarrows, trucks, carts, casters 
and so forth. 


Nelson Company Acquires 
Manufacturing Rights on 
Bertossa Equipment 


@®The Nelson Company, Detroit, 
Michigan, has taken over the manu- 
facturing rights to manufacture 
and distribute nationally the Ber- 
tossa power heater and allied air- 
conditioning equipment, and will be 
handled by the manufacturing divi- 
sion of the Nelson company. 


Donohue and McLin Rejoin 
New York Belting 


@® The New York Belting and Pack- 
ing Company, Passaic, New Jersey, 
has announced that J. O. Donohue 
and J. D. McLin have rejoined the 
sales staff of the company to con- 
tact and assist distributors. 

Mr. Donohue will make his head- 
quarters in Baltimore, Maryland. 
and will cover Maryland, Delaware, 
Washington, D. C., eastern and 
northern Virginia, eastern North 
Carolina and West Virginia. Be- 
fore leaving the company in 1931, 
Mr. Donohue represented New 
York Belting in the Baltimore ter- 
ritory for nine years. 

Mr. McLin will make his head- 
quarters in Dallas, Texas, from 
which point he will cover Nebras- 
ka, Kansas, western Missouri, 
Oklahoma, Texas, Arkansas and 
Louisiana. Mr. McLin had been 
connected with the company for 


110 


sixteen years prior to his leaving 
in 1932 to enter another phase of 
the rubber industry. 


Armco Appoints Mercer 
Advertising Manager 


@®The American Rolling Mill Com- 
pany, Middletown, Ohio, has an- 
nounced the appointment of Harry 
V. Mercer as advertising manager 
of the company. This is a newly 
created office at Armco. 

Mr. Mercer has been associated 
with Armco since May 1, 1916. 
During 14 of his 20 years of serv- 
ice he has been identified with 
practically all phases of the com- 
pany’s publicity and advertising, 
and in his new position, he will ad- 
ministrate Armco’s program of ad- 
vertising. 


Kennedy Valve Appoints 
Guiry Chicago Manager 
@The Kennedy Valve Manufac- 
turing Company, Elmira, New 
York, announces the appointment 
of R. M. Guiry as manager of its 
Chicago branch office and ware- 
house. Mr. Guiry has been con- 
nected with the Kennedy Chicago 

office for the last nine years. 


Oil Mill Machinery 
Manufacturers Elect Officers 


@ At the recent joint convention of 
the Tri-States, National and In- 
terstate Superintendents Associa- 
tions, held in Memphis, May 21, 22 


and 23, the following officers of 
the Oil Mill Machinery Manufac- 
turers and Supply Men’s Associa- 
tion were elected: H. L. Cook, 
Graton and Knight Company, 
Dallas, Texas office, president, suc- 
ceeding Richard Alcott of Riech- 
man-Crosby Company; T. W. 
Lewis, Lewis Supply Company, 
Memphis, was elected vice-presi- 
dent and Jack Dale of Dallas, 
secretary. 


Olmstead Joins Morse Chain 


@ George E. Olmstead, New Haven, 
Connecticut, who has been operat- 
ing as a manufacturer’s agent in 
Connecticut, has joined the staff of 
the New York office of Morse Chain 
Company, Ithaca, New York. He 
will continue to cover the state of 
Connecticut. 


New Officers for 


American Chain 


@ At the annual meeting of the 
Board of Directors of the Ameri- 
can Chain Company, Incorporated, 
Bridgeport, Connecticut, held re- 
cently, the following officers were 
elected: Walter B. Lashar, chair- 
man of the board; William T. 
Morris, president; Wilmot F. 
Wheeler, executive vice-president 
and treasurer; Arthur P. Van 
Schaick, vice-president in charge 
of sales; Charles G. Williams, vice- 
president in charge of production, 
and William M. Wheeler, secretary. 


Enlarged plant of Macklin Company, manufacturers of abrasives, at Jackson, 


Michigan. 


The floor space was increased 50 percent, providing additional 


room for the factory and a new and completely modern office building. The 
company was organized in 1927 and in 1929 additional kilns and floor space was 
built. Each year since that time, due to increased business, new improvements 
and developments were added. The present factory building is built with 
thoroughly modern equipment and the new modern office building is com- 


pletely air conditioned. 


Sales offices and warehouses are located in prin- 


cipal cities of United States and stocks are maintained there. 
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NEWS 


Thomas Robins Elected 
President of Hewitt Rubber 





@ At the recent annual organiza- 
tion meeting of the Board of Direc- 
tors of the Hewitt Rubber Cor- 
poration, Buffalo, New York, 
Thomas Robins, Jr., was elected 


president; F. G. Cooban, vice- 





THOMAS ROBINS, JR. 


president and E. K. Twombly, vice- 
president and treasurer, and J. H. 
Hayden, secretary. 

Thomas Robins, Jr., son of the in- 
ventor of the troughed belt con- 
veyor, started in the employ of the 
Robins Conveying Belt Company 
in 1919, and successively became 
advertising manager and then as- 
sistant sales manager. The Robins 
Conveying Belt Company acquired 
control of the Hewitt Rubber Com- 
pany and its subsidiary, the Gutta 
Percha and Rubber Manufacturing 
Company in 1926, and Mr. Robins 
moved to Buffalo to become as- 
sistant to the president of the new 
company. The following year he 
was elected vice-president, and in 
1931 he was also designated general 
manager. 

Mr. Robins, Jr., is a director and 
vice-president of the Robins Con- 
veying Belt Company; member of 
the executive committee, Mechani- 
cal Goods Division of the Rubber 
Manufacturers’ Association, and 
chairman, Mechanical Rubber 
Goods Committee, American Supply 
and Machinery Manufacturers’ As- 
sociation. 

F. G. Cooban joined the Gutta 
Percha and Rubber Manufacturing 
Company in 1919, and has been 


GET THE BUSINESS! 





q Ie Easy When You Sell 


Backed by 100% JOBBER-DEALER POLICY 


A most modern line of air conditioning equipment including blowers, air washers, ventilators, 
exhausters, propeller fans, humidifiers—in fact, everything necessary for air conditioning in store, 
office, factory or home. The NATIONAL Line is correctly engineered, staunchly constructed, 
attractively priced. 


NATIONAL ‘‘Air Flow’’ Home Coolers 


Designed for attic use, they draw 
he hot, stale air from the entire 
home and allow it to be replaced by 
tresh, cool night air from the out- 
s.ae, They are efficient and quiet 
in operation and provide ventilation 
at low cost. 


SEND FOR CATALOG 


describing the complete National 

ine. We have an exclusive dis- 
tributor franchise. State terri- 
tory desired. 


















NATIONAL FAN AND 
BLOWER CORPORATION 
542 W. Washington Bivd., Chicago 











THE MODERN HACK SAW AND BAND SAW LINE 





Distributors and Jobbers: 


MILFORD is the ONLY hack saw blade that you 
can buy under a DEFINITE Sales Policy supported 
by a LEGAL CONTRACT which guarantees that 
no other Distributor or Jobber can buy MILFORD 
Blades at prices and terms more favorable than as 


published 

: Milford “RS” 
Selective for cutting 
Band Saw Stainless High 
Service MILFORD ha Tool 
for ever 
cutting pots vt 
need metals and 





general cutting 


FLEXIBLE BACK and SPRING TEMPER—Fast Speed Metal Cutting 


Write for sales promotion material 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONN. 
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mej 5 & LL S ON S&S 
mi OVER THE CO 


THE OSTER “CHIP CHASER” is a 
compact ratchet-type die-stock for 
the smaller sizes of pipe and bolts. 
Open construction simplifies oiling 
of dies and permits chips to fall 
away as cut. 


A convenient carrying 
kit helps to make it an 
easy seller. 





Stocks and Dies + Pipe and Bolt Machines - Pipe Welding Jigs 


yp y 
y || 
bh. h 


THE OSTER MANUFACTURING COMPANY 
SALES OFFICE: 2041 EAST 61ST PLACE, CLEVELAND, OHIO 
FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 





@ For many years we have manufactured a 

complete line of Flat Head cap screws as well 

as Filister and Hexagon Head cap screws. Flat 

Head cap screws we make have symmetrical and 

accurate heads, concentric with the shank; slots 

are deep and true, points machined carefully. Our 

threads are a Class 3 fit. A full list of sizes is stocked 

* at the factory and our warehouses for prompt 

° ; shipment to fill jobbers’ orders. Ask for Catalog D 

Address Our Nearest Warehouse: 1 cunts. THE CLEVELAND CAP SCREW 

CHICAGO, 726 W. Washington Blvd. COMPANY, 2931 East 79th Street, Cleveland, Ohio. 

PHILADELPHIA . 12th & Olive Sts. . . - “> tia oe 

NEW YORK .. . . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 
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NEWS 


especially active in guiding the 
sales and advertising policies of 
the Hewitt Rubber Corporation. In 
1931 he was named assistant sales 
manager, and secretary in 1933. 


Edward Valve Appoints 
Philadelphia Representative 


@Lee W. Tremblay, Witherspoon 
| Building, Philadelphia, has been 
appointed sales representative for 
the Edward Valve and Manufac- 
|turing Company, Incorporated, 
East Chicago, Indiana. 





Booklet on Welding and 
Cutting Chromium Steels 


|\@A booklet which presents the 
latest information on the welding 
and cutting of high chromium 
steels has been published by The 
Linde Air Products Company, New 
York City. The effect of chromium 
on welding procedures is discussed 
and the recommended techniques 
for welding the various types of 
high chromium steels are pre- 
sented. Emphasis is placed on the 
recent discovery of the improved 
| welding characteristics which re- 
sult from additions of columbium 








W. E. (Bill) Thronson, salesman for 
Dumore Company, Racine, Wiscon- 
sin, works the Indiana, Michigan, 
Ohio and Western Pennsylvania ter- 
| Titory. For many years he was in- 
| dustrial representative for the com- 
| pany, covering the eastern half of the 
United States. Dumore classifies him 
|asS a grinding expert, in addition to 
| which he is a hard worker with a 
genial personality. His hobby is try- 
|ing to persuade industrial distribu- 
tors to sell Dumore grinders in the 
way he has found so effective from 
| long experience. 
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to both base metal and welding | 
rod. Oxy-acetylene cutting of high | 


chromium steel is also discussed. 


Techniques for successfully accom- | 


plishing this work have been de- 
veloped and are described in this 
booklet. 


New Method of Packing 
Safety Belt Hooks 


@The sectional illustration shown | 


herewith shows the new and im- 
proved manner of preparing Safety 
belt hooks for box packing. In be- 


NEWS } 


tween each row of points a strip of | 


cardboard is inserted which has the 


effect of giving each strip of hooks | 


a flat bottom. In this manner each 
strip remains apart from the others, 


avoiding all tendency to telescope. | 


or engage in the box. It is con- 
tended that with this new method 
of packing, a partially used box of 
Safety hooks may easily be kept in 
neat condition. 


This new method of packing has 


been inaugurated by Safety Belt 
Lacer Company, Toledo, Ohio. 


Compressor Data Book 
Issued by Quincy 


@®The Quincy Compressor Com- 


pany, Quincy, Illinois, has brought 
out a small, but very complete book- 
let, known as the “Compressor Data 
Book,” which is valuable to both 
users and salesmen of compres- 
sors. Types of compressors, per- 
formance factors, selection of com- 
pressors, installation data, care of 
a compressor, how to write speci- 
fications and electrical information 
are among the subjects treated in 
a condensed manner. The booklet 
also contains engineering data, 
decimal equivalents and_ several 
pages of market data. 


L. A. Bowden Dies 


®L. A. Bowden, who has repre- 
sented the Jas. P. Marsh Corpora- 
tion, Chicago, in the Ohio terri- 
tory for the past six years, died 
at his home in Lakewood, Ohio, on 
April 10. 











D DGKSOIN 


eX- WELG it pa 
DOWMETAL GO GLES 





e Ever re neods Deuheos Feather- 
weight DOWMETAL GOGGLES. They 











Distributors from give users a new and almost unbelievable 
Coast to Coast ov ‘— a ge cog fit ? 
aces — simple, positive nose bridge ad- 
are MAKING justment — lenses for every hazard — made 
MONEY with of DOWMETAL which is 36% lighter 
Be than Aluminum, truly Feather-weight. 
this line 





Write for information and looseleaf catalog 
sheets covering this fast selling item. 





























Cc. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 




















YOU CAN MEET EVERY NEED 


with MCKAY CHAIN 


Why “shop around” for various sizes, grades, and 
types of Chain? You can get from McKAY 
Everything your customers need in Chain 

(welded or weldless) in a price-range for 
EVERY purpose. Why “guess about” quality? 
McKAY Quality is “vouched for” by more 

than 50 years of continuous satisfaction. 






































































You'll “go to town” with the McKay 
Chain line. The McKay Company, 
McKay Bldg., Pittsburgh, Pa. (For- 
merly U. S. Chain & Forging Co.) 












































M"“KAY 





... AND YOULL BE 


by, 
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Have you a copy of our 
new catalog 


on 


Everdur- Monel Metal 
- Stainless Steel 


BOLTS - NUTS 
- SCREWS - 
WASHERS 











This catalog covers the complete 
line of brass, bronze, monel, 
everdur, and stainless steel bolts, 
nuts, screws, and washers manu- 
factured by our company. It 
illustrates and describes 3,600 
standard items, giving the chemi- 
cal and mechanical properties 
of these alloys in complete 
detail. 


We carry large stocks of all 
standard sizes and types. Rapid 
service on special orders and 
good profit margins for distribu- 
tors are assured. 


Write for your copy of this new 
catalog. It will help you sell! 


The 
H. M. HARPER CO. 





| past 17 
| superintendent from 1931 to April 
| 1936, when he was made first vice- 
| president. 


NEWS 


Atkins Promotions 


| @E. C. Atkins and Company, In- 
| dianapolis,- Indiana, announces that 


Elias C. Atkins has been promoted 
to first vice-president; Keyes W. 


| Atkins promoted to vice-president 


ELIAS ATKINS 


in charge of sales and advertising, 
and Henry C. Atkins, Jr., pro- 
moted to superintendent. 

Elias C. Atkins has been con- 
nected with the company for the 
years and served as 


K. W. ATKINS 


Keyes W. Atkins has been made 
vice-president and general sales 


| manager to fill the vacancy caused 


three years, beginning in 1926, he 
was manager of the Atkins Mem- 
phis branch. He returned to In- 
dianapolis in 1929 in charge of 
mill and industrial sales. 

Henry C. Atkins, Jr., who was 
production manager, has been with 
the company since 1923, during 
which time he worked in all the 
company’s manufacturing depart- 
ments, as well as in filing rooms of 
large sawmills. 


Latrobe Tool Acquires 
Buckeye Twist Drill 


@Latrobe Tool Manufacturing 
Company, Latrobe, Pennsylvania, 
announces the acquisition of the 
Buckeye Twist Drill Company of 
Alliance, Ohio. The Buckeye plant 
will continue to operate at Alliance, 
as a separate unit under the direc- 
tion of A. A. Mulac, general man- 
ager, who has served as president 
of the Buckeye Company for the 
past 20 years. J. G. Eck will con- 


_tinue in charge of sales at the 


Alliance office under the direction 
of Harry J. Cogswell, president of 
Latrobe Tool. 


Bulk Station Motorpump 
Bulletin 


@Ingersoll-Rand Company, Phil- 
lipsburg, New Jersey, has pub- 
lished Bulletin Number 2158, illus- 
trating and describing the Cameron 
motorpump as applied to bulk sta- 
tion duty. 

This motorpump consists of an 
explosion-proof motor with an ex- 
tended shaft to which is attached 
the pump impeller. It is available 
in a complete range of sizes from 
t to 40 hp., and will handle from 
5 to 1,000 g.p.m. against heads up 
to more than 200 feet. 


Folder on Power 
Transmission Appliances 


@A new folder featuring U.G. 
(Universal Giant) power transmis- 
sion appliances has been issued by 
T. B. Wood Sons Company, 
Chambersburg, Pennsylvania. In 


| by the sudden death of Nelson A. 
| Gladding. Mr. Atkins has been with 
| the company since 1922, being ac- 
| tive in the sales division. For 


addition to photographs of the dif- 
ferent types of units, folder con- 
tains price-lists and dimensional 
tables. 


2622 Fletcher St. 
Chicago, Hil. 
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NEWS 


Broderick and Bascom 
Celebrates 60th Anniversary 


@Broderick and Bascom Rope 
Company, St. Louis, Missouri, 
pioneer wire rope manufacturer of 
the Middle West and Pacific 
Northwest, celebrated its 60th an- 
niversary in May. 

A story of the company was con- 
tained in the May issue of its 
house organ, “The Yellow Strand.” 
This house organ has been pub- 
lished continuously since October, 
1903, and according to Charles E. 
Bascom, secretary-treasurer of the 
company, this was the first house 
magazine published by any wire 
rope manufacturer in the United 
States. 





Westco Pump and Micro 
Corporation Merge 


@The Westco Pump Corporation, 
Davenport, Iowa, announces that 
negotiations have just been com- 
pleted which will merge the Westco 
Pump Corporation and the Micro 
Corporation of Bettendorf, Iowa. 
This action was recently agreed 
upon by the stockholders of both 
concerns which long have been 
affiliates of The Bettendorf Com- 
pany. 

The new concern will be known 
as Micro-Westco, Incorporated. 
Offices will be located in Betten- 
dorf, Iowa. 











Two well-known “Beaver” men pose | 
with Ed Ball, vice-president of Ha- | 


joca 
Jack Gougler, Philadelphia district 
manager of Beaver Pipe Tools, In- 
corporated, is left, and W. A. Phillis, 
general manager of Beaver, is right. 


Corporation of Philadelphia. | 


| 





UNUSUAL SPECIAL SET-UP! 


WITH DELTA“ LOW COST DRILL PRESSES 



















Despite their as- 
tounding lowcostDelta 
Drill Presses possess accu- 
racy, ruggedness, and flexi- 
bility that have won a place 
forthem in thousands of indus- 
trial plants all over the world. 


There is no limit to the 
special set-ups that can 
be made with Delta 
Drill Presses. 


Here is an interesting 
example -— a double 
spindle jobfor drill- 
ing both ends of the 
work at one time, 
with a special 
work-holding fix- 
ture and a Mul- 
tiple Drill Head 


DELTA MANUFACTURING CO. 


632 E. Vienna Ave. Milwaukee, Wis. 


Write for the name 
of your nearest 
Delta dealer and 
for full details. , 















STANDARD REAMERS 
BRING REPEAT ORDERS 


Standard Reamers have those qualities which build up a 
solid structure of customer satisfaction and bring those 
repeat orders so important to distributors and salesmen. 


HARD —they retain cutting edge far longer, assuring 
precision and increased efficiency. 
TOUGH—they stand up under hard driving without 


breakage. 


FLUTES —desizned to prevent chatter, assure smooth 
cutting and precise sizing of holes. 


TRY STANDARD REAMERS ON YOUR PARTICULAR 
CUSTOMERS 


‘THE STANDARD TOOL (0. 


CLEVELAND, OHIO 


NEW YORK CHICAGO 


DETROIT 
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Uw" Quality and Service 


win customers and keep them! 


“U-W” TACKLE BLOCKS and SHEAVES 


are built for dependable and continuous 
service—a quality product thru-out. The 
line is complete in all types and sizes for 
Wire and Manila Rope. 


Wire Rope—Alll grades and constructions 
—-standard hoisting; extra flexible; haul- 
age; elevator cables, tiller ropes, sash 
cords. 


Manila Rope—Pure Manila and Sisal 
Cordage; transmission, bolt, drilling, 
fisherman’s, yacht, lariat, drop hammer, 
grain shovel, sisal yarns, ratline, marline. 


Steel Products—Ruggedly designed Wire 
Rope Clips, Thimbles, and Sockets; Rod 
Ends and Eye Bolts; Hooks; Connecting 
Links; Shackles and Turnbuckles; in all 
sizes and types. 


Fro pson alton Gc 


Established 1871 
MAIN OFFICE & FACTORY: 
1168 W. 11th Street 
CLEVELAND, OHIO 











Broaden YOUR WHEEL TRUING 
EQUIPMENT MARKET WITH OUR 


Desmond Dressers and Cutters 





SIMPLEX 
the vise with the solid steel 
slide... 


You have a real sales point when you 
sell SIMPLEX vises. The solid steel 
slide—an exclusive SIMPLEX feature 
—makes SIMPLEX vises stronger and 
more serviceable than Iron silde vises. 





There is only one really complete line 
of wheel truing tools on the market—Des- 
mond-Stephan. When you sell Desmond 
dressers and cutters the broad variety en- 
ables you to capitalize fully on every sales 
opportunity in the field, 


Complete information and literature on 
Desmond Dressers and Cutters and Simplex 
Vises will be 
mailed promptly 
upon request. 





























The DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


ls WE SELL THROUGH DISTRIBUTORS 
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L. H. Hamilton, president of the 
Dumore Company, Racine, Wiscon- 
sin, sat patiently at his desk while 
our roving cameraman took three 
flashless “shots” before discovering 
there were no batteries in his flash- 
light apparatus. Strangely enough all 
three shots “took” and this is one 
of them. 


Yale and Towne 


Publishes Handbook 


@ An attractive hand book has been 
published by Yale and Towne 
Manufacturing Company, Phila- 
delphia, covering its line of hoist- 
ing equipment. This small book 
contains, in addition to illustra- 
tions, prices and informative data 
on each type of hoist manufactured 
by the company. 


New Distributors for 
Alexander Brothers 


@The following distributors have 
taken on the line of leather belt- 
ing, packings, textile leathers and 
transmission belt, manufactured 
by Alexander Brothers, Phila- 
delphia: 

Manufacturers Sales Company, 
St. Louis, Missouri; Atlas Supply 
Company, Incorporated, Winston- 
Salem, North Carolina; Nash- 
ville Machine and Supply Company, 
Nashville, Tennessee, and Chris- 
tie-Frey Company, 417 East Third 
Street, Los Angeles; Cochran and 
Allen, Carlisle, Pennsylvania; 
Ralphs-Pugh Company, Inc., San 
Francisco; W. J. Holliday and 
Company, Hammond, Indiana; 
Brance - Krachy Company, Inc., 
Houston, Texas. 





NEWS 


Chicago Pneumatic Opens 
Dallas Branch 


@®Chicago Pneumatic Tool Com- 
pany, New York City, announces 
the opening of a new sales and 
service branch at 2415 Commerce 
Street, Dallas, Texas. The branch 
will be in charge of D. G. Reeder, 
district manager. 

The company also announces that 
the address of its Pittsburgh office 
has been changed to 810 Chamber 
of Commerce Building. 


Link-Belt Issues Power 
Transmission Catalog 


@ Link-Belt Company, Chicago, has 
just published a new 208-page 
catalog, Number 1500, devoted ex- 
clusively to power transmission 
equipment. 

The book features the recently 
announced line of Link-Belt anti- 
friction roller bearing units, as 
well as an entirely new group of 
streamlined babbitted bearings. 

It also contains many illustra- 
tions, gives dimensions, weights 
and list prices, and contains a cross 
reference index for convenient use 
of engineers and plant managers. 





Eugene Airing (left) of H. R. Blagg 
Company, Dayton, Ohio, receives the 
papers for a new Ford V-8 Sedan 
from J. W. Townsend, factory rep- 
resentative of Henry G. Thompson 
and Son Company, New Haven, Con- 
necticut, as the grand prize in the 
Milford Duplex campaign ran by 
Thompson Company since June, 1935. 
Prizes were given for the most 
unique, interesting and true experi- 
ence on the use of the Duplex blade. 
In addition to this grand prize, $100 
in prizes were distributed each month 
to the users of the Duplex hack saw 
blades who wrote in the best letter. 


N. F. MacDaniel, jobber’s representa- 
tive of the Independent Pneumatic 


Tool Company, 600 West Jackson | 


Boulevard, Chicago. Mr. MacDaniel 


is now working with the jobbers in 
the Chicago territory. 





The Knack of Selling 


@“The Knack of Selling,” by Bur- 
ton Bigelow, in three volumes, has 
just been published by McGraw- 
Hill Book Company, New York 
City. 


“Telling the Sales Story,” and 
Volume 3, “Handling Objections 
and Closing More Sales.” 

The author, who is a consulting 
sales manager, wrote these volumes 
for the experienced salesman who 
wants to earn more by selling more, 
and he has sought to escape the 
indictment, so often made, that “All 
books on selling are the bunk,” by 
putting into these volumes only 
those ideas which have been re- 
peatedly proved in the field. Three 
hundred examples of actual sales 
situations and conversations are 
used to illustrate the selling prin- 
ciples set forth in the various chap- 
ters. In addition to 13 illustra- 
tions, 24 diagrams, 8 exhibits and 5 
blueprints, an index is provided at 
the end of each volume. 

The entire set costs $4.00, but 
each volume may be purchased sep- 
arately as follows: Volume 1 for 
$1.50, Volume 2 for $1.50 and Vol- 
ume 3 for $2.00. 


Cutler-Hammer Opens 
Baltimore Office 


® Cutler - Hammer, Incorporated, 
Milwaukee, Wisconsin, announces 
the opening of a new office in 
Baltimore, Maryland, at 10 West 
Chase Street, in charge of R. A. 
Haworth. The new office will 
operate under the supervision of 
the Philadelphia district office. 
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Volume 1 is entitled “Plan- 
ning for More Sales”; Volume 2, 





TROIT PLANT 
HELPS 


DISTRIBUTORS 


Every distributor 
knows how 


handling taps 
customers appreciate 
extra-quick service on special taps. 


If you are located in the Middle 
West, “Greenfield's” new Detroit 
Plant, devoted entirely to manufac- 
turing special taps, will be a tremen- 
dous help on this profitable business. 
Distributors in other parts of the 
country are benefiting also, for the 
additional facilities at Detroit lighten 
the load on the home plant, which is 
already making quicker deliveries. 
If located in the Middle West send 
your orders for rush “specials” to 
“Greenfield's” new Detroit Plant 


2102 West Fort Street, Detroit 
Telephone LAfayette 0411 


Orders for regular tools should be 
sent to Greenfield, Mass., as in the 
past. 


GREENFIELD TAP & DIE 
CORPORATION 
GREENFIELD, MASS. 


Warebouses in New York and Chicago 


In Canada: Greenfield Tap & Die Corporation 


of Canada, Ltd., Galt, Ont. 


There's More Money 
in Stocking the 


REENFIE 

















UF KIN 


TAPES - RULES | 
PRECISION TOOLS | 


Most Popular , 
Steel Tape Sold! | 


GFK 


Low in price to meet 
popular demand 
High in quality for those 
who want accurate 
measurements 





Lufkin Measuring Tapes are 
made in various types and grad- 
uations and are the recognized 
standard of accuracy wherever | 
measurements are taken. 


: Sell them 


with 


Send for General Catalog No. 12 





confidence 











THE [UFKIN RULE (0. 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 


Lafayette St 


‘OF. Tal loll lal at- [on dolany 


WINDSOR, ONTARIO 


118 
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Wrought Washer Offers 
New Slide Rule 
@A new time-saving slide rule has 


just been developed by the 
Wrought Washer Manufacturing 






FOR DETERMINING WEIGHT OF 


WROUGHT ASIII 76, 
Welt, WUC OnSue 
Paes 





Company, Milwaukee, Wisconsin. 
This slide rule automatically cal- 
culates weight per thousand pieces 
or pieces per pound of any size 
washer in any material including 
steel, brass, copper, aluminum, 
fibre, paper, and so forth. 


Economy Machine Offers 
New Display Card 


@F. A. Smith, vice-president of 
the Economy Machine Products 
Company, Chicago, announces that 
his company has brought out an 
interesting new display card which 
is available to industrial distribu- 
tors for use on counters or on the 
walls of display rooms. 


Bulletin on Motor Data 


@The Lincoln Electric Company, 
Cleveland, has published a bulletin 
“Facts for Users of A. C. Mo- 
tors” which contains specifications, 
dimensional data, electrical data 
and price-lists. 


New Economies in 
Power Transmission 
@“New Economies in Power 
Transmission” is the title of a 
folder published by Chas. A. 
Schieren Company, 30 Ferry 
Street, New York City. The folder 
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‘HOLLOW 
SET 
SCREWS 


AND 





SOCKET 
HEAD CAP 
SCREWS 


Tough little 
fellows with 
plenty of — 


HOLDING POWER 


ECONOMY MACHINE PRODUCTS CO. 
5200 LAWRENCE AVE., CHICAGO 











| that sell 


DAGGETT 


BALL BEARING 
LOOSE PULLEYS 








| ® They are simple in construction 
| @ They will carry a belt at any working 
| load or speed without heating ® Bear- 
ings are dustproof and require no 
| attention except renewal of lupricant 4 
|to 6 times a year. © THEY REDUCE 
| CUSTOMERS’ OPERATING COSTS IN 
|S IMPORTANT WAYS. 

| We shall be glad to send you com- 


plete details. Our profit margin and 
engineering assistance will interest you. 


HICAGO 


os 


PULLEY 


& SHAFTING CO. 
19 N. Desplaines St., Chicago, lil. 





















UMI 





ECONOMY OUTFIT 
Se Seaexs $51.50 


. 
contains a series of pictures show- | 
|ing how substantial savings can | 


| be affected in the use of power| 
| through lower belt costs, lower | 











| maintenance and operating costs 
|and improved efficiencies in manu- 
| facturing operations. 


| 
John Dietz Dies 


|\@John E. Dietz, president of the 
|R. E. Dietz Company, New York 
| City, died at his summer home in 
Greenwich, Connecticut, June 12 
at the age of 78. 





PROFITS in 


Saylor-Beall 
Mr. Dietz was born at Hemp- 


- 
Paint Spray | 
* | stead, Long Island, and when he 
Outfits | was 21 years of age went to work 


| for the lantern company founded 
| by his father, Robert Edwin Dietz. 


He went to Chicago as manager of 





This outfit on your floor—with the 
attractive price tag attached—will sell 
quickly. Ideal for factory maintenance 


Copan 2 Cn > ti ~~ | New York after a few years and 
st _ s you. t 

fe || became secretary of the firm when 
for complete catalog of air compres- ||. ; : ‘ 

: |it was incorporated in 1886. In 
sors, spray guns and accessories. . 
| 1915, at the death of his brother, 
Fred Dietz, he became president 
and general manager, which posi- 
| tion he held until the time of his 
| death. 
| 
aici | 


| New Catalog on Coffing 
Preducts 


Saylor-Beall Manufacturing Co. 
1519 East Philadelphia Ave., Detroit, Mich. 
New York Philadelphia 





Chicago 














(@A 28-page loose-leaf catalog, at- 
OTTEMILL ER | tractively bound in blue and silver | 


| the western branch but returned to | 





A REGULAR MARK-UP 


Because of the reputation for qual- 
ity that has surrounded the C & L 
name for years, this company can 
suggest resale prices on mechanic3’ 
grade tools that give the distributor 
a regular mark-up — an assured 
profit on every sale. C & L torches 
are nationally known, They sell— 
and stay sold—because they give 
dependable service. 

| An important model in the C & L 





| line is the 325 heavy-duty torch. 
This popular tool has gained wide 
popularity in the industrial distri- 
bution trade. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 


Makers of world’s largest-selling firepots 





| 
| 
| 
| 
| 
} 
| 


| 
| 
| 
| 





ORDERS 


every day! 


@ Some plant in your territory is putting 


through a purchase order for cap screws, set | 


screws, coupling bolts, or studs, every day. 


Why not turn this flow of business to your | 


house? 


The OTTEMILLER line of milled screw ma- 
chine parts is comolete for practically all pur- 
poses, end it provides such dependable quality 


that many plants have standardized on this | 


one source. 


Distributors profit by the steady repeat busi- 
Ottemiller's | 


ness on Ottemiller’s products. 
distributor service is of the best. 





|cover, has been issued by Coffing | 
| Hoist Company, Danville, Illinois. | 
|The catalog contains information | 





A PLAN THAT SAVES 
ON QUALITY SAWS 


Ohlen-Bishop “Standard Size 
Chromsaws” are built to the most 
rigid high quality standards. Manu- 
factured in only the most used sizes 
—that’s why you can have the finest 
in precision and long wear at lower 
cost. Ask your distributor to show 











. you, 
~ DISTRIBUTORS — Are you taking 
are fullest advantage of the “Standard 
‘pe Size Chromsaws” Plan? A real in- 
14 surance against “dead” stock. A 
ICE 4 oes — of gf ‘ 
. ‘ eady sales. e ready with an 
™ O. R. Ash, vice-president of the ample stock. Send for FREE sup- 
Wells Manufacturing Corporation, | ply of sales literature. 
= Three Rivers, Michigan, seems to be | We sell Ohlen-Bishop Saws 
you. The Wm. H. | speeding C. E. Millard, secretary of THROUGH DISTRIBUTORS ONLY 
OTT E M | L LE R ra oO | the company, on his way with | 
« | able package. However, the | 
0. YORK, PA. | SUPPLIES’ photographer was un-| e HLEN-BISHOP CO. 
, We also Manufacture Dardelet Thread Screws | able to learn what was in the pack- | uA Col UMBUS. OHIO 
— | age. . 








MILL SUPPLIES © JULY 1936 





119 





GRINDERS 


BUILT TO STAND 
THE LONG, HARD 
GRIND . . ond stay sold 


No. 995-A—% hp. Ball bearing. 3450 r.p.m. 
Protected against burn-out. 
guarantee .. 


DISTRIBU TORS—W1 rite 


Our sales policy protects you. Write for bulle- 
tins and liberal discounts on complete line of 
HANDY bench and pedestal grinders and 
buffers. 


BALDOR ELECTRIC COMPANY 
4364 Duncan Ave., St. Louis, Mo. 


Ftandy, crinvers 


RR RR a 





Sell 


AIR ECONOMY 
with SHERMAN 


AIR 
NOZZLES 


Fig. tl 


Sherman Air Nozzles are designed for maximum 
utility, air economy, and operating convenience. 

While these nozzles are made in three different 
types, the valve mechanism in each is the same— 
designed so that the operator can control volumes 
exactly and economically. 

Fig. 111, Angle Pattern (Illustrated)—for general 
use; no bending of hose in operation; tip is removable. 

Fig. 113, Straight Pattern—with hose nipple cast 
integral; easily suspended directly over a machine. 

Fig. 114, Straight Pattern—tremovable tip and lever 
handle which fits the hand. 


@ Descriptive circulars and further 


details will gladly be sent on re- 
quest. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 





| 


| 


| Roy C. Kendall, general sales man- 
| ager of Medart Company, St. Louis, 
pauses during a busy day to take a 


glance at MILL SUPPLIES. We 





judge he is pleased at what the maga- 


00 | zine contained. 





‘on ratchet lever, spur gear gravity 
lowering, electric hoists and load | 
| binders. Illustrations are con- | 
tained showing each unit, as well | 
as its uses in various industrial 
plants, oil fields, railroads and con- 
struction work. The last two 
pages are devoted to a chart of 
parts for each model, together with | 
price-list. 


Stephen A. Ingersoll 


@Stephen A. Ingersoll, founder of 
the Ingersoll Steel and Disc Com- 
pany, Newcastle, Indiana, died on 
May 15, at his residence in Gales- 
burg, Illinois. 

Mr. Ingersoll was born on April 
27, 1858, and in 1884 founded the 
Sandoval Manufacturing Company 
of Sandoval, Illinois. Later the 
Sandoval plant was moved to 
Galesburg, Illinois, and the name 
changed to Galesburg Coulter-Disc 
Company. Rapid expansion of the 
business led to the purchase, in 
1916, of the Indiana Rolling Mill 
Company at New Castle, Indiana, 
and in 1929, the Chicago Rolling 
Mills, Incorporated, were acquired, 
and the name of the combined com- 
panies was changed to Ingersoll 
Steel and Disc Company, which in 
turn became a division of Borg- 
Warner Corporation. 

At this time Mr. Ingersoll re- 
|tired from active participation in 
| the business, and the direction of 
| the company was taken over by his 











Cut - Away view 
showing com- 
pound leverage 
common to ALL 
ATLAS Movers. 


“ATLAS” 


the best car mover onthe 
market! 


—and the one most 


profitable to distributors 


Power, speed and dependability are 
all combined in the ATLAS Car Movers 
—including the new “Streamlined 
ATLAS.” 


Specify ATLAS when ordering. 
APPLETON-ATLAS 
CAR MOVER CORPORATION 


Formerly Appleton Car Mover Co., 
Appleton, Wis. 
2947 N. 30th St., MILWAUKEE, WIS. 











| son, Roy C. Ingersoll, who had for | 
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INDUSTRY 
MARCHES ON! 


.—, pace with indus- 
try, Skinner Chucks do 
their part by reducing chuck- 
ing time—very important dur- 
ing these days of increased pro- 
duction schedules. 

See that your Independent or 
Scroll Chucks; your Drill Press, 
Planer or Milling Machine 
Vises are “Made by Skinner.” 


THE SKINNER CHUCK 
COMPANY 
NEW BRITAIN, CONN., U. S. A. 











EVEN FINE 
ENOUGH 


for a needle valve 


True, a Bristo is only a screw. Yet 
it is made in an instrument factory 
where quality standards prevail. No 
wonder, then, that it is built to such 
close tolerances that one of the largest 
companies in the country is using 
thousands of Bristo Set Screws with 
cone point as needle valves for pre- 
cision flow control. The Bristol Com- 
pany, Waterbury, Connecticut. 


BRISTO 


TRADE MARK REG. U. 8. PAT. OFF. 





SOCKET HEAD SET AND CAP SCREWS 








| 


























PRODUCTS 












Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 

cialties 

* 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices, 












Globe Woven Beltin 


1390-1398 CLINTON 
BUFFALO 


g Colne 


NEW YORK 











20 years beén closely associated with 
his father in the mechanical de- 
velopments and business and prop- 
erty expansion of the company. 


Mr. Ingersoll was associated with | 
the farm implement industry for | 
more than half a century, part of | 
which time he devoted to agricul- | 


tural and other interests. 


Catalog on Autovent Line 
@ The complete line of fans, blow- 


ers and unit heaters manufactured | 
| by Autovent Fan and Blower Com- | 
pany, Chicago, has been covered in | 


a new catalog recently published. 
The catalog is in loose-leaf form, 
profusely illustrated, and contains 
dimensional data regarding 
pacities, and specifications. Design 
and construction information 
also contained in this catalog. 


Catalog on Industrial Com- 
pressors and Vacuum Pumps 


@ Ingersoll-Rand Company, Phil- 
lipsburg, New Jersey, has issued 


catalog 7502-E covering “Type 30” | 


line of industrial compressors and 
vacuum pumps, containing 28 
pages and cover. The catalog con- 
tains information and illustrations 
on single- and two-stage compres- 
sors, with units mounted on hori- 
zontal and vertical tanks; also 
units unmounted, and mounted on 


| carriages. 
























O. L. Schaefer, president of the 
Schaefer Brush Manufacturing Com- 
pany, Milwaukee. With top coat, 
derby, work case and all, he seems to 
be set to go out and do some real 
business, doesn’t he? And the smile 
betokens pleasant anticipations. 
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NEWS 


Ca- | 


is | 








Experienced help does faster 
|| work and the novice does better 
work with Gardiner Flux-Filled 

older 
ne 
cause of 
its high 
quality 
and un- 
iformity. 

Furn- 
ished with 
acidor 
rosin cores 
in various 
alloys and 
gcaees. 

ells for 
less than ordinary and ‘‘nameless” 
solders. 


Gardiner also produces a com- 
plete line of bar, solid wire, drop 
and pellet solders and babbitts. 

Write for prices and complete 
information. 

































































For Sale in 1, 5 and 
20 Pound Spools. 
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at hited 
ETAL COM 


4833 So. Campbell Ave., Chicago, III. 
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ANTICIPATE 
DEMAND / 


s 
@ The successful dis- 
tributor is one who is 
prepared for every re- 
quirement of his cu.- 
tomers. Coffing dis- 
tributors can meet every 
problem involvine mod- 
ern ratchet lever and 
gravity lowering hoists 
because Coffing has pi- 
oneered in their de- 
velopment. 





























@ The Ratchet lever hoist 
ilustrated can be manipu- 
lated readily by one man. 
it is available in various 
sizes and capacities to six 
tons. The Coffing ‘‘Chal- 
lenger’’ is also a leader— 
the biggest hoist improve- 
ment in 25 years. 






























@ Let us send you 
complete information 
on our line and our 
valuable franchise. 


COFFING 
HOIST 


COMPANY 


Danville, IMinois 
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@ DOUBLE Your Sales 


@® DOUBLE Customer 
Satisfaction with 


DARNELL 


DOUBLE Ball-Bearing 


CASTERS 
AND WHEELS 


FOR INDUSTRIAL USE 


The reputation 
of Darnell 
Casters for 
durability, effi- 
ciency and 
economical op- 
eration assure 
you continued 
repeat business 


Semi-Steel 
or Rubber 
Treads 


Darnell Casters feature the patented Double 
Ball-Bearing Dust-proof swivel with carbon- 
ized hardened, perfectiy round balls that 
roll freely in hardened raceways 


WRITE FOR LITERATURE 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICACO, ILL. 
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Patented 


o. 220 
CESCO 
WIDE-VISION 
GOGGLE 


This new, 


improved goggle for mill, fac- 


tory, machine shop, railroad 
has become 
is known and called for by name, 
than all There is a 
Id established for- 
that 


yard and 


varied industrial 


uses fast 
famous 
more ther makes 
house behind it an 


ward-moving house your customers 
profit you to 
CESCO line of Industrial 
Lung Safety Equ 


Catalog 


CHICAGO EYE SHIELD CO. 
2329 Warren Bivd CHICAGO, ILL 


know it will 


stock and 
push the entire 


Head E y« and oment 


Write for jobbers 


The new “Round” catalog recently 
announced by David Round & Son, 
Cleveland, Ohio, gives complete, ac- 
curate, up-to-the-minute information 
arranged for quick reference. It 
covers chain hoists, trolleys, cranes 
and winches. The catalog is known 
as No. 67. 


Edwards Appointed Sales 
Manager of Whitlock Cordage 


@®Whitlock Cordage Company, 46| 


South Street, 
nounces that 
has been 
effective 
formerly 


New York City, 
Frank W. 


an- 
Edwards 


June +k. Mr. 
assistant sales manager, 
and acting sales manager during 
the last year, has been connected 
with the company for 
12 years. 

D. W. Lapham, former sales 
manager, who has been associated 
with the company for more than 
36 years, has been inactive recently 


because of illness, and is retiring | 
He will, | 
however, remain with the company | 


on account of ill health. 


in an advisory capacity. 


Bert J. Clark Organizes 
Sales Agency 


@ Bert J. Clark, formerly with the 


Ray-O-Vac 
Wisconsin, 
tion of a 
represent 


Company, Madison, 
announces the forma- 
selling organization to 
manufacturers distribut- 
ing through automotive hardware, 
electrical and mill supply 
Mr. Clark’s headquarters will be at 
235 Ward Parkway, Kansas City, 
Missouri, Kansas, 
Nebraska, Missouri 


territory 


jobbers. 


and will cover 
Oklahoma and 
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appointed sales manager, | 
Edwards, | 


more than 





MeEaN 


Files of precision 


MADE IN 
UNITED STATES 


i? 


Their satisfactory 
performance creates 
repeat orders for the 
distributors who 
handle them. 


Backed by 35 years 
of file making ex- 
perience. 


100°; distributor 
sales policy behind 
them. 


AMERICAN SWISS 
FILE & TOOL CO. 
Elizabeth, New Jersey 


Manufacturers of Mechanics 
Hand Tools & Knurls 


VICTOR 


Balata and Textile 


BELTING 


Here is a reliable source of supply for 
Belting and many allied products . . . 
belts for transmission, conveying, and 
elevating . . . the most complete line 
of textile belts in the country. Remem- 
ber these brand names: 


“VICTOR” BALATA BELTING 














“EASTON” SOLID WOVEN 
COTTON BELTING 


** AMPERE” 
CANVAS STITCHED BELTING 


The ‘‘Victor"’ Line includes many other well- 
known brands and numerous specialties. For 
profits in belting business and for dependable 
service, get in touch with 


VICTOR BALATA AND TEXTILE 
BELTING COMPANY 

53 Park Place NEW YORK 

445 West Austin Ave CHICAGO 


FacToRi£S PENNSYLVANIA 












ell- 
For 
ble 








FLEXIBLE SHAFTS 


and MACHINES 
Yq to 2H. P. 


The Most Successful Salesmen 
Are Those Who Promote 
the Sale of 


Quality Equipment 


When You Sell the STRAND You 
Have a Steady Customer 


TYPE ML-6 
} We Build Sixty 
Ty 22s and Sizes 
eto 2 HP. 
Both 


Vertical and 
Horizontal and 
Many Attachments 
Covering a 
Multitude of 
Operations 





N. A. STRAND & CO. 


Manufacturers 


5001 No. Lincoln St. Chicago 


<Lonergan> 


LONERGAN 
service and coopera- 
tion are an active 
force, creating sales for 
distributors. the repu- 
tation of Lonergan 
steam specialties, and 
the prompt, careful at- 
tention given to every 
order win and keep 
customers. 











Pressure Gauge 


Model “BOE” 


Lonergan products insure satisfied users and 
lead to a steady flow of repeat orders. 


Back of the name ‘“‘Lonergan’’ is more than a 
half a century of manufacturing experience in 
the steam specialty field. 





300 


Specialties 
for 
Power Plants 
Standard 
Since 1872 


@ Have you our latest 
catalogue in your file? 



























me ett 


1905 1936 
(Strand 








Did You Know? 
Here are answers to questions on 
page 85 


No. 3 is right. 
No. 1 is right, although there 
are a few more than 30 shapes, 





ie 
2. 


cuts numbered 00, 0, 1, 2, 3, 4, and | 
| 6, and lengths from 3 to 12 in. with | 
a few types up to 14 in. long. 


| 3. No. 5 is right. Crushing load 
|of a 34-in. ball by the standard 
| 3-ball test is 49,000 Ib. Static load 
capacity varies with bearing de- | 
sign, running load capacity varies | 
with speed and other conditions. | 

4. No. 3 is right. 
should be properly aligned, so} 
should shafts. Flexible couplings 
are not designed to take care of 
serious misalignment. 


Hangers | 


7 


5. No. 1 is right. Many of the 
others are used, but for special 
purposes. 
6. Nos. 3 and 4 are right, No. 4 
being the comprehensive answer. 


7. First three answers are all 
right. | 


8. Last three answers are all | 
right. The larger wheel has | 
| greater flywheel effect, and also is 
| cheaper per cubic inch of grit. | 





| 9. No. 2 is right, the screen for | 
| No. 60 abrasive having 60 openings | 
| per linear inch, or 3,600 per square | 
inch. | 
} 

10. No. 1 is right—the rest of 


the belts take up the load. 


| 

11. No. 1 is right. Since files are | 
hand tools, the only way to test | 
them is to have a skilled file hand 
try them out. Most of the other | 
tests listed will break a file. | 


12. No. 2 and No. 5 are right. | 
13. No. 4 is right. 
14. No. 1 is right. 


15. All answers are right, al- 
| though No. 5 should not normally 
|occur. Most important is No. 1. 


| 16. No. 1 is right, although it is 


just the opposite of what you 
thought. 





17. No. 3 is right. Strain ina 
wheel goes up as the fourth power 
of the speed. It is advisable, how- 
ever, to increase wheel speed as the 
wheel wears smaller, so that sur- 
face speed will remain about con 
stant 
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MORESaQan 


A.C. Electric Welders are now in general de- 
mand by plants of ail types, garages, repair 
shops. Distributors are getting more sales 
with the Miller Wonder Arc We!der—made in 
5 sizes up to 400 amperes to meet various cus- 
tomer requirements. Economical and safe to 
operate. Operates on 220 volts, 60 cycle, sin- 
gle phase. No moving parts. Write today for 
complete detai!s and distributors’ discounts. 


GIANT GRIP MFG. CO. 


Oshkosh, Wisconsin 
Established 1863 
Pas 


ny Ap fl i 
YN U 
| Manufactured by + WALLER ELECTRIC MFG. CO., INC. 



































A More Durasre Oier 


EAGLE 


Copper Plated Steel 
Railroad 
Diler 


The most recent im- 
provement in the Eagle 
complete line. Designed 
to handle more ene 
dispense oil more rapidly 
an last longer than 
ordinary railroad oilers. Constructed with- 
out solder and rivets, this oiler is acetylene 
welded to increase durability. Seamless 
drawn steel body. Vented filler cap 
Reinforced handles welded to body 10!, 
and 144, inch spouts, One and two quart 
capacity Industrial Plants need these 
otlers Ageressive distributors will sunply 
them. Write us for complete information 


EAGLE 
MANUFACTURING CO. 
WELLSBURG W.VA, 
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GRINDERS 


BUILT TO STAND 
THE LONG, HARD 


GRIND . . and stay sold | 


4 a 1 
4) ez] I El bea 


No. 995-A—% hp. Ball bearing. 
Protected against burn-out. 
guarantee .. 


DISTRIBU TORS—W; rite 


Our sales policy protects you. Write for bulle- 
tins and liberal discounts on complete line of 
HANDY bench and pedestal grinders and 
buffers. 


BALDOR ELECTRIC COMPANY 
4364 Duncan Ave., St. Louis, Mo. 


Ftandiy crimorrs 
eR RN EN 


Sell 


AIR ECONOMY 
with SHERMAN 


3450 r.p.m, 





AIR 
NOZZLES 


FIG. Ht 


Sherman Air Nozzles are designed for maximum 
utility, air economy, and operating convenience. 

While these nozzles are made in three different 
types, the valve mechanism in each is the same— 
designed so that the operator can control volumes 
exactly and economically. 

Fig. 111, Angle Pattern (Illustrated) —for general 
use; no bending of hose in operation; tip is removable. 

Fig. 113, Straight Pattern—with hose nipple cast 
integral; easily suspended directly over a machine. 

Fig. 114, Straight Pattern—tremovable tip and lever 
handle which fits the hand. 


@ Descriptive circulars and further 


details will gladly be sent on re- 
quest. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 





| Roy C. Kendall, general sales man- 
| ager of Medart Company, St. Louis, 

pauses during a busy day to take a 
| glance at MILL SUPPLIES. We 





| judge he is pleased at what the maga- 


| zine contained. 
| | 





on ratchet lever, spur gear gravity 
| lowering, electric hoists and load 
| binders. Illustrations are con- 
| tained showing each unit, as well 
as its uses in various industrial 
plants, oil fields, railroads and con- 
struction work. The last two 
pages are devoted to a chart of | 
parts for each model, together with | 
price-list. 





Stephen A. Ingersoll 


@Stephen A. Ingersoll, founder of 
the Ingersoll Steel and Disc Com- 
pany, Newcastle, Indiana, died on 
May 15, at his residence in Gales- 
burg, Illinois. 

Mr. Ingersoll was born on April 
27, 1858, and in 1884 founded the 
Sandoval Manufacturing Company 
of Sandoval, Illinois. Later the 
Sandoval plant was moved to 
Galesburg, Illinois, and the name 
changed to Galesburg Coulter-Disc 
Company. Rapid expansion of the 
business led to the purchase, in 
1916, of the Indiana Rolling Mill 
Company at New Castle, Indiana, 
and in 1929, the Chicago Rolling 
Mills, Incorporated, were acquired, 
and the name of the combined com- 
panies was changed to Ingersoll 
Steel and Disc Company, which in 
turn became a division of Borg- 
Warner Corporation. 

At this time Mr. Ingersoll re- 
|tired from active participation in 
| the business, and the direction of 











Cut - Away view 
showing com- 
pound leverage 
common to ALL 
ATLAS Movers. 


“ATLAS” 


the best car mover onthe 
market! 


—and the one most 
profitable to distributors 


Power, speed and dependability are 
all combined in the ATLAS Car Movers 
—including the new ‘Streamlined 
ATLAS.” 


Specify ATLAS when ordering. 
APPLETON-ATLAS 


CAR MOVER CORPORATION 


Formerly Appleton Car Mover Co., 
Appleton, Wis. 


2947 N. 30th St., MILWAUKEE, WIS. 











| the company was taken over by his 


| son, Roy C. Ingersoll, who had for | 
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INDUSTRY 
MARCHES ON! 


| Napesnigg~ 4 pace with indus- 
try, Skinner Chucks do 
their part by reducing chuck- 
ing time—very important dur- 
ing these days of increased pro- 
duction schedules. 

See that your Independent or 
Scroll Chucks; your Drill Press, 
Planer or Milling Machine 
Vises are “Made by Skinner.” 


THE SKINNER CHUCK 
COMPANY 
NEW BRITAIN, CONN., U. S. A. 























EVEN FINE 
ENOUGH 


for a needle valve 


True, a Bristo is only a screw. Yet 
it is made in an instrument factory 
where quality standards prevail. No 
wonder, then, that it is built to such 
close tolerances that one of the largest 
companies in the country is using 
thousands of Bristo Set Screws with 
cone point as needle valves for pre- 
cision flow control. The Bristol Com- 
pany, Waterbury, Connecticut. 


BRISTO 


TRADE MARK REG. U. 8. PAT. OFF. 













SOCKET HEAD SET AND CAP SCREWS 































PRODUCTS 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 

cialties 



















Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 


and prices. 


Globe Woven Belting Colne 


BUFFALO NEW YORK 





EAS 


20 years been closely associated with 
his father in the mechanical de- 
velopments and business and prop- 
erty expansion of the company. 
Mr. Ingersoll was associated with 


which time he devoted to agricul- 
| tural and other interests. 
| 


Catalog on Autovent Line 





ers and unit heaters manufactured 


a new catalog recently published. 
The catalog is in loose-leaf form, 
profusely illustrated, and contains 
dimensional data regarding ¢ca- 
pacities, and specifications. Design 
and construction information 
also contained in this catalog. 


is 


Catalog on Industrial Com- 


@ Ingersoll-Rand Company, 
catalog 7502-E covering “Type 30” 
line of industrial compressors and 
vacuum pumps, containing 28 
pages and cover. The catalog con- 
tains information and illustrations 
on single- and two-stage compres- 
sors, with units mounted on hori- 
zontal and vertical tanks; also 
units unmounted, and mounted on 








S| carriages. 































O. L. Schaefer, president of the 
Schaefer Brush Manufacturing Com- 
pany, Milwaukee. With top coat, 
derby, work case and all, he seems to 
be set to go out and do some real 
business, doesn’t he? And the smile 





betokens pleasant anticipations. 
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the farm implement industry for | 
more than half a century, part of | 


@ The complete line of fans, blow- | 


by Autovent Fan and Blower Com- 
pany, Chicago, has been covered in | 


pressors and Vacuum Pumps | 


Phil- | 
lipsburg, New Jersey, has issued | 


Better ReEsuLTs 


Experienced help does faster 
work and the novice does better 
work with Gardiner Flux-Filled 

older 

be- 
cause of 
its high 
quality 
and un- 
iformity. 

Furn- 
ished with 
acidor 
rosin cores 
in various 
alloys and 

auges. 

ells for 
less than ordinary and “nameless” 
solders. 


Gardiner also produces a com- 
plete line of bar, solid wire, drop 
and pellet solders and babbitts. 

Write for prices and complete 
information. 











For Sale in 1, 5 and 
20 Pound Spools. 
































ANTICIPATE 
DEMAND / 


3 
@ The successful dis- 
tributor is one who is 
prepared for every te- 
quirement of his cu.- 
tomers. Coffing dis- 
tributors can meet every 
problem involvine mod- 
ern ratchet lever and 
gravity lowering hoists 
because Coffing has pi- 
oneered in their de- 
velopment. 


























@ The Ratchet lever hoist 
Wustrated can be manipu- 
lated readily by one man. 
it is available in various 
sizes and capacities to six 
tons. The Coffing ‘‘Chal- 
lenger’’ is also a leader-— 
the biggest hoist improve- 
ment in 25 years. 























@ Let us send you 
complete information 
on our line and our 
valuable franchise. 


COFFING 


HOIST 
COMPANY 


Danville, Illinois 










































@ DOUBLE Your Sales 


@ DOUBLE Customer 
Satisfaction with 


DARNELL 


DOUBLE Ball-Bearing 


CASTERS 
AND WHEELS 


FOR INDUSTRIAL USE 


The reputation 
of Darnell 
Casters for 
durability, effi- 
ciency and 
economical op- 
eration assure 
you continued 
repeat business 


Semi-Steel 
or Rubber 
Treads 
Darnell Casters feature the patented Double 
Ball-Bearing Dust-proof swivel with carbon- 
ized hardened, perfectly round balls that 

roll freely in hardened raceways. 


WRITE FOR LITERATURE 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 
NEW YORK, N. Y. 


36 N. Clinton 
CHICAGO, ILL. 








Patented 


No. 220 


CESCO 


WIDE-VISION 
GOGGLE 


This new, improved goggle for mill, fac- 
tory, machine shop, railroad yard and 
varied industrial uses has fast become 
famous—is known and called for by name, 
more than all other makes. There is a 
house behind it—an old established for- 
ward-moving house that your customers 
know It will profit you to stock and 
push the entire CESCO line of Industrial 
Head, Eye and Lung Safety Equipment. 
Write for jobbers’ Catalog. 


CHICAGO EYE SHIELD CO. 
2329 Warren Blvd. CHICAGO, ILL. 


kan, 
ese, 


The new “Round” catalog recently 
announced by David Round & Son, 
Cleveland, Ohio, gives complete, ac- 
curate, up-to-the-minute information 
arranged for quick reference. It 
covers chain hoists, trolleys, cranes 
and winches. The catalog is known 
as No. 67. 


Edwards Appointed Sales 
Manager of Whitlock Cordage 


@Whitlock Cordage Company, 46 
South Street, New York City, an- 
nounces that Frank W. Edwards 
has been appointed sales manager, | 
effective June 1. Mr. Edwards, | 
formerly assistant sales manager, | 
and acting sales manager during | 
the last year, has been connected | 
with the company for more than) 
12 years. 

D. W. Lapham, former sales 
manager, who has been associated | 
with the company for more than 
36 years, has been inactive recently 
because of illness, and is retiring 
on account of ill health. He will, | 
however, remain with the company | 
in an advisory capacity. 


| 


Bert J. Clark Organizes 
Sales Agency 


@ Bert J. Clark, formerly with the | 
Ray-O-Vac Company, Madison, | 
Wisconsin, announces the forma-| 
tion of a selling organization to) 
represent manufacturers distribut- | 
ing through automotive hardware, | 
electrical and mill supply jobbers. | 
Mr. Clark’s headquarters will be at) 
235 Ward Parkway, Kansas City, 
Missouri, and will cover Kansas, 
Nebraska, Oklahoma and Missouri 
territory. | 
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Files of precision 


MADE IN 
UNITED STATES 


a 


Their satisfactory 
performance creates 
repeat orders for the 
distributors who 
handle them. 


Backed by 35 years 
of file making ex- 
perience. 


100%, distributor 
sales policy behind 
them. 


AMERICAN SWISS 
FILE & TOOL CO. 
Elizabeth, New Jersey 


Manufacturers of Mechanics 
Hand Tools & Knurls 


VICTOR 


FIERCE me) Oa: 


BELTING 


Here is a reliable source of supply for 
Belting and many allied products . 
belts A transmission, conveying, and 
elevating . . . the most complete line 
of textile belts in the country. Remem- 
ber these brand names: 


“VICTOR” BALATA BELTING 














“EASTON” SOLID WOVEN 
COTTON BELTING 


** AMPERE” 
CANVAS STITCHED BELTING 


The ‘Victor’ Line includes many other well- 
known brands and numerous specialties. For 
profits in belting business and for dependable 
service, get in touch with 


VICTOR BALATA AND TEXTILE 
BELTING COMPANY 

53 Park Place - NEW YORK 

345 West Austin Ave CHICAGO 


FACTORIES EASTON PENNSYLVANIA 











FLEXIBLE SHAFTS 


and MACHINES 
1% to 2 H. P. 

















The Most Successful Salesmen 
Are Those Who Promote 
the Sale of 
Quality Equipment 


When You Sell the STRAND You 


Have a Steady Customer 



































TYPE ML-6 








} We Build Sixty 
Ty 22s and Sizes 
te to 2 HP. 
Both 
Vertical and 
Horizontal and 
Many Attachments 
Covering a 
Multitude of 
Operations 
























































N. A. STRAND & CO. 


Manufacturers 


5001 No. Lincoln St. 


Lonergan» 


LONERGAN 


service and coopera- 














— 











































































tion are an active 
force, ousting sales for 
distributors. The repu- 
tation of Lonergan 

for steam specialties, and 
the prompt, careful at- 

° d tention given to every 

in order win and keep sieeaees Wilaien 

ine customers. Model “BOE” 

all Lonergan products insure satisfied users and 

. lead to a steady flow of repeat orders. 

; Back of the name ‘“‘Lonergan’”’ is more than a 
half a century of manufacturing experience in 
the steam specialty field. 

300 

Specialties 
well- 
For for 
lable Power Plants 
Standard 
E Since 1872 
@ Have you our latest 
catalogue in your file? 

RK 

fete) 

NIA 
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Did You Know? 
Here are answers to questions on 


| page 85 





1. No. 3 is right. 
2. No. 
are 
cuts 


a few 


a few types up to 14 in. long. 
3. No. 5 is right. 
of a 3-in. ball by the standard 
| 3-ball test is 49,000 Ib. Static load | 
capacity varies with bearing de- | 
sign, running load capacity varies 
with speed and other conditions. 


4.No. 3 right. 
should be properly aligned, so | 
should shafts. Flexible couplings 
are not designed to take care of | 
serious misalignment. 


5. No. 1 is right. Many of the | 
others are used, but for special | 
purposes. | 


is 


Hangers | 


6. Nos. 3 and 4 are right, No. 4} 
being the comprehensive answer. 





7. First three answers 


are all 

right. 
8. Last three answers are all | 

| right. The larger wheel has 


greater flywheel effect, and also is 
| cheaper per cubic inch of grit. 


| 

9. No. 2 is right, the screen for | 

| No. 60 abrasive having 60 openings | 

| per linear inch, or 3,600 per square | 
inch. 


} 
10. No. 1 is right—the rest of | 


the belts take up the load. | 

11. No. 1 is right. Since files are | 
hand tools, the only way to test | 
them is to have a skilled file hand | 
try them out. Most of the other | 
tests listed will break a file. 


| 
12. 
13. 
14. 


15. All answers 
though No. 
occur. 


16. No. 1 is right, although it is 
just the opposite of what you) 
thought. 


17. No. 3 is right. Strain in a 
wheel goes up as the fourth power | 
of the speed. It is advisable, how- | 
ever, to increase wheel speed as the | 
wheel wears smaller, so that sur- | 
face speed will remain about con- | 


No. 2 and No. 5 are right. 
No. 4 is right. 
No. 1 is right. 


are right, al-| 


5 should not normally | 
Most important is No. 1. 


| 
| 
| 
| 
| 
| 
| 
| 
| 





stant. 
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1 is right, although there | 
more than 30 shapes, | 
numbered 00, 0, 1, 2, 3, 4, and | 
6, and lengths from 3 to 12 in. with | 


Crushing load | 





MORESaXar 


A.C. Electric Welders are now in general de- 
mand by plants of ail types, garages, repair 
shops. Distributors are getting more sales 
with the Miller Wonder Arc We!der—made in 
5 sizes up to 400 amperes to meet various cus- 
tomer requirements. Economical and safe to 
operate. Operates on 220 volts, 60 cycle, sin- 
gle phase. No moving parts. Writ e today for 
complete detai!s and distributors’ discounts. 


GIANT GRIP MFG. CO. 
Oshkosh, Wisconsin 
Established 1863 
1 i 


eed i LD 


| Menufectured by + WILLER ELECTRIC MFG. CO., INC. 
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A More Durasre Oier 


EAGLE 


Copper Plated Steel 
Railroad 
Oiler 


The most recent im- 
provement in the Eagle 
complete line. Designed 
2 handle more oanity. 

a ~ oil more rapidly 


last 





longer than 

coubdane railroad oilers. Constructed with- 
out solder and rivets, this oiler is acetylene 
welded to increase durability. Seamless 
drawn steel body. Vented filler ‘oP; 
Reinforced handles welded to body. 

and 141, inch spouts. One and two quatt 
capacity. Industrial Plants need these 
oilers. Aggressive distributors will supply 
them. Write us for complete information. 


EAGLE 
MANUFACTURING C 
WELLSBURG VA. 


WwW. 




















® Leaks cause maintenance 
men and mechanics—your cus- 
tomers—a lot of grief. But 
now you can put them at ease 
if you stock Key-Tite Water- 
proof Pipe Joint Compound. 


® Here is a sealing compound 
that seals leaks so they stay 
put and never leak again. For 
leak-proof tightness on lines 
and equipment that handles 
water, gas, steam, compressed 
air, etc., Key-Tite has no 
equal. Does not affect color or 
taste of potable liquids. It is 
nationally accepted as the 
standard for comparison and 
today it is being used in many 
of the largest industrial plants 
throughout the country. 


® In addition to being a supe- 
rior sealing compound, it is 
backed by extensive advertis- 
ing and sampling which is 
daily increasing the demand. 
Here is your chance to stock 
and push a fast moving, profit- 
able item. 


®@ If you are interested, write 
today for complete informa- 
tion, jobber discounts, etc., or, 
we will have our representa- 
tive call. 





2621 McCasland Ave., E. St. Louis, Ill. 
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